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COPPER MINING, for ex- 


ample. Here’s an industry where machin- 
ery and equipment, above and below 
ground, really “take a beating.” 

Only effective lubrication can keep it 
runaing and keep the cost of maintenance 
low. So — 

For over 20 years, more copper 
ore in the U.S. has been mined 
with Texaco-lubricated equip- 
ment than with any other. 





Put made-for-the-job Texaco Lubricants 
and skilled Texaco Lubrication Engineer- 
ing Service to work in your business. The 
benefits in greater efficiency and lower 
unit costs will be worth while. 

Just call the nearest of the more than 
2,000 Texaco Distributing Plants in the 
48 States, or write: 


The Texas Company, 135 East 42nd 
Street, New York 17, N. Y. 








TE. XACO Lubricants, Fuels and 





Lubrication Engineering Service 


TUNE IN... . METROPOLITAN OPERA radio broadcasts every Saturday afternoon. See newspaper for time and statiom™ 





1 station 
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febimeactiiiig hinging 
makes pipe erection 


easy 


Adjustable 
after pipe j; 
erected 



















There’s a stock Grinnell hanger 


for every piping requirement GRINNELL ADJUSTABLE 


SWIVEL PIPE RING 
(Split Ring Type) 


SAVE MONEY ON ASSEMBLY. Cut installation 
time, get better, stronger installations, with 
Grinnell adjustable pipe hangers and supports. — 


NO SAG ...NO WATER TRAP. Grinnell hangers 
permit adjustment after pipe is installed. This 
makes it possible to prevent sagging pipe and 
water traps, and assures positive drainage for the 
entire system. 


FOR EVERY INSTALLATION. There is a stock 
Grinnell hanger for every need from simple 
water pipe to high pressure, high temperature 
steam line. Where necessary, there is a hanger 
to compensate for thermal movement. 


* Hinging of ring is off-center. This pro- 
vides sufficient seating to hold pipe be- 
fore closing ring. Wedge-type pin is 
loosely but inseparably cast into the 
hinged section for fastening after pipe 
is in place. 


® To obtain proper adjustment, swivel 
shank can be turned easily by hand 
when the weight of the pipe is tem- 
porarily taken off the ring. 


® When weight is returned, patented 
swivel shank locks automatically, pre- 
venting change of adjustment due to 
vibration. Wire retaining ring keeps 
swivel shank and pipe ring or yoke from 
separating, makes assembly a single 


PLAY SAFE. Don’t waste time or take chances unit. 


on inadequate pipe hangers and supports. All 


12 sizes have load range of 80 Ibs. for 





Grinnell hangers comply with rigid piping code gntarged section Ea wl canola ik seal 
requirements. showing locking feature any building attachment. 
GRINNELI AMERICA’S #1 SUPPLIER OF 
PIPE HANGERS AND SUPPORTS 


Grinnell Company, Inc., Providence, Rhode Island ° Coast-to-Coast Network of Branch Warehouses and Distributors 
—— r - ha “ ————=— 


Mandiadeee of: pipe fittings * welding fittings * forged steel flanges * steel nipples * engineered pipe hangers and supports 
Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection systems 
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a PURCHASING PREVIEWS _ 


A WASHINGTON REPORT FOR PURCHASING AGENTS 


LONG-RANGE PROGRAM 
FOR SURPLUSES 
IS SOUGHT 


GRAVITY OF 
SURPLUS PROBLEMS 
DISCOUNTED 


February 1, 1954< 


Surpluses, the aftermath of every war, are appearing in the 
Stockpiles and depots of Government. Machine tools, mate- 
rials, processed parts and components, which were scarce and 


hard to get a year ago, are now in good supply—and within a short 


period, may become a part of the rapidly growing buildup of sur- 
pluses. 

This is not an unfamiliar development. First it was World 
War I and then, more recently, World War II; now it is the after- 
math of the Korean war—and once again, there is the same problem. 

This time, the Government is seeking a long-range program 
that can be used to cope with surpluses. Russell Forbes has re=- 
Signed his post in the General Services Administration to become 
chief consultant to the Surplus Property Use and Disposal Task 
Force. This group, as a part of the Hoover Commission study of 
Government, will look for some more practical plans to handle the 
disposal of Government property that has become surplus. 

Problem now is similar—but on a much smaller scale—to that 
which developed after World War II, though there are some im- 
portant differences. 

First, in World War II, the volume of operating supplies in 
armaments, housekeeping and materials was geared to an all-out 
war and a military force of some 12 million men. The Korean war 
brought a top mobilization of roughly 3% million men. 

After World War II, the armed services were cut back fast, 
and with no element of caution. War machines were junked, planes 
destroyed and men released from the services in droves. Now even 
the most drastic plans to shave our military forces do not con- 
template more than a 10% drop in in military manpower. 

This means that surpluses will become available in lesser 

volume. 
But still the probiems persist. There has been a vast accumu- 
lation of tools, and as production is cut back, many of these 
tools will become idle. This has already begun. The tools, in 
many cases, are Government-owned. 

If these tools were dumped on the market at knock-down prices, 
it would have a depressing effect on the machine tool industry, 
Same is true for any large accumulation of either common com- 
ponents or materials. 




















* * * 


PA's have a direct and vital interest in Government policies 
on surplus disposal. PA's in educational institutions have an 
interest if such surpluses are to be made available to them. 

Buyers generally find that a backlog of surpluses has a 
direct effect on the pulse of the market. 

Disposal policy still rests on the underlying resolve not to 
dump surpluses and wreck orderly marketing. Actually, 1 most Gov= 
ernment sources maintain that there is no major problem in sur- 
pluses. 

These sources reason that tools not needed for current pro- 
duction must be held in reserve for future emergency; that the 
tools should be kept together, adequately stored and maintained, 
with contractors being given a storage and maintenance contract. 

On components and materials, general policy is to keep a 
contract in force to run-out such materials as are available. 

Roughly 80% of surpluses will be military goods that have 
no value in civilian marts. 


























Like most installations, a pipe line is part materials and part 
labor. And the labor part has been getting bigger and bigger. 


This growing labor cost is no small consideration when buying 
piping equipment. It costs just as much to install an inferior valve 
as a good one. And it costs a lot more to service the inferior one. 
For a single item, that difference might not be significant. But 
single items don’t make a piping system. Instead, you may use and 
have to maintain hundreds, even thousands of individual valves. 





Simple arithmetic tells why today it’s more important than ever 
to buy valves that last longer and need fewer repairs. That’s why 
Crane quality makes Crane the line for the thrifty buyer...it’s why 
more Crane Valves are in use than any other make. 


Crane Co., General Offices: 836 S. Michigan Ave., Chicago 5, 
Ill. Branches and Wholesalers Serving All Industrial Areas. 


CRANE 


VALVES + FITTINGS + PIPE © PLUMBING * HEATING 





THRIFTY 
BUYER 
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INVENTORY LEVEL IS 
NOT UNDULY HIGH 


NO CRISES IN 
EMPLOYMENT 
LEVELS SEEN 





Of the remaining 20%, present procedure is to have the mili- 
tary declare these surpluses to the General Services Administra- 
tion, and the GSA in turn gives other Government agencies a 
chance to "screen" these surpluses and siphon off what they 
can use. 

While the pitfalls in any system of surplus disposal are 
many, spokesmen for the military claim that they will have very 
little that will clutter up the normal markets of trade. 

This optimism obviously stems from the fact that even with 
cutbacks as now planned, the military will be a big organization 
—a big buyer—a big user. 








mK % * 


For the last several months, there has been an almost con- 
Stant watch over key spots in the nation's economy. One focal 
point of security has been the level of inventories. 

Facts are that there has been a buildup of inventory in the 
area of consumer durables, but this is highly deceptive. 

The durable index is heavily affected by the large volume of 
inventories of defense items—planes, tanks, missiles—all 
products that take a long time to complete and all of great cost. 

When these items of manufacture are removed from the inven- 
tory index, the levels of accumulation are not high in relation 
to the level of sales. 

~ In non-durables, inventories are at a very reasonable level. 
Question on durable goods is how sales will hold up. If the level 
of sales remains high, the inventory accumulations will not be 
unduly high. 


If the volume of sales drops sharply, then inventory troubles 
are truly here with us. 
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One indicator that is being closely watched is the level of 
unemployment. Number of jobless has remained low for the last 
six months, but is beginning to edge up. 

What has been happening is that many married women, young- 
sters of school age, and oldsters have-been dropping out of the 
labor force if they are laid off from their industrial “jobs. 
When | people drop out of the labor force, they are not counted as 
unemployed. 

Problem involved in assessing any count of the jobless is: 
At what point does the level of unemployment become a serious 
national trend? 

Eisenhower Administration is committed to the idea of full 
employment, and to a degree is committed to taking direct action 
in the event that a serious slump in employment should occur. 

All sorts of pump-priming ideas have been considered by the 
President's Council of Economic Advisers. General conclusion 
has been that the outlook calls for close and careful watch, but: 
that no crisis is impending. 

For the present, the objective will be for Government to 
offer all the reasonable incentives available to encourage busi- 
ness and industry. 

Elimination of the Excess Profits Tax is considered an in- 
centive for business. The reduction in individual income tax 
rates is expected to give the consumer a greater sum for spending. 

The Government is planning to encourage home modernization 
and repair through improved arrangements for financing. 

There is also considerable bounce in the economy. Surveys of 
business show that industry plans to continue the pattern of the 
last several years of building new plants, modernizing, and 
acquiring new equipment. 
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AMPHENOL’s famous quality compo- Production of the over 9,000 items 
nents are designed by skilled engi- now made by AMPHENOL is accom- 
neers whose knowledge of electronics plished in five modern plants. Highly 
is unequalled in the industry. Their trained employes-—strict quality con- 
ability and ingenuity enable trols insure the fidelity of the finished 
AMPHENOL to better work for you component to the original design. 


AN connectors, R F 
connectors, coaxial cables, 
sockets and many other special 
components are produced by 
AMPHENOL. All reflect the 

skill of the engineer and 

the production know-how 


eee env ere eee 8 


at AMPHENOL's five plants. 
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...more than just a pipe dream 


AWQ, symbol — American Welding Quality is a very real — 
and a very serious thing to the men in our shop. Perhaps 
AWQ can best be expressed as the pride these craftsmen 
have in their work. AWQ makes each man a critical in- 
spector of his own work — be it forming, welding, machin- 
ing, assembling — or any one of the other jobs involved in 
producing rings, bands, and welded assemblies. 


For complete welding and machining facilities backed up 
by conscientious craftsmanship and know-how gained from 
supplying all types of weldments to American Industry — 
write us today. Our Product Development Division will be 


glad to apply 35 years of experience to the study of your 
particular problem. 


THE AMERICAN WELDING & MANUFACTURING COMPANY + (v,pei)% 8042 
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‘NEWS OF YOUR Suppliers 












Baldwm-Lima-Hamilton Corporation, 
Philadelphia, has appointed John J. 
Littley as assistant sales manager of 















































John J. Littley 


the Hydraulic Press & Power Tool De- 
partment. Mr. Littley has been with 
BLH since 1946. 


Wayne G. Norton has been named 
general sales manager of Optical Gag- 
ing Products, Inc., Rochester, N. Y. 
Also, John A. Bernardini has been 
named assistant sales manager for the 
company. 


Pete Pihos, star end for the profes- 
sional football Philadelphia Eagles, is 
a member of the Philadelphia sales 
staff of Stone Container Corporation, 
Chicago. 


The Organic Chemicals Division, 
Monsanto Chemical Co., St. Louis, Mo., 
has created two new product groups 
and new executive sales positions as 
the result of a recent reorganization. 

Edward Schuler, formerly general 
manager of sales for the company’s 
western division, has been appointed to 
the new position of western regional 
sales manager for the division. He will 
supervise sales for the division in the 
eight western states and have juris- 
diction over the west coast sales offices 
at San Francisco, Los Angeles and 
Seattle. Ernest S. Robson is the new 
district sales manager at San Fran- 






99 
rare, 





cisco, Charles L. Fetzner at Los Angeles 
and William M. Dehn at Seattle. 


The newly created departments are 


isocyanates sales and paper chemicals 
sales, two groups formerly sold by the 
phosphate division and Merrimac divi- 
sions respectively. 


James D. Mahoney, formerly sales 


development manager of the Merrimac 
division, will be manager of isocyanates 
sales at St. Louis, Mo., and Henry J. 
Lawler will 
sales from Everett, Mass. 


handle paper chemicals 


William John Brigham is the new 
district manager at Cincinnati for the 
Steel and Tube Divison of Timken 


















































William J. Brigham 


Roller Bearing Co., Canton, Ohio. The 
Cincinnati district includes southern 
Ohio, Indiana, Kentucky, Tennessee, 
Alabama and Georgia. 


Sam DuPree has been named gen- 
eral manager of all industrial prod- 
ucts and Herman R. Thies has been 
made general manager of all chemical 
products for Goodyear Tire & Rubber 
Co., Akron, Ohio. At the same time it 
was announced that Frank R. Evans 
has been promoted to general manager 
of the shoe products division to suc- 
ceed Harry L. Post, who is retiring. 


Adamas Carbide Corporation, Harri- 
son, N. J., has named the D. A. Olson 
Company as its sales representative for 
the states of Washington and Oregon. 
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Albert B. Pleydell Associates, Inc., 


management consultants, have opened 
an office in the Lincoln-Liberty Build- 
ing, Philadelphia 7, in addition to their 
New York City office. 


Electric Regulator Corporation, Nor- 
walk, Conn., has opened a field engi- 
neering office in Chicago to serve the 
midwest. A. W. Siff, formerly an elec- 
tronics engineer with the National 
Bureau of Standards, is the manager 
of the new office. 


Earl C. Lenz, formerly vice president 
and general sales manager of Paisley 
Products, Inc., subsidiary of Merning- 
star, Nicol, Inc., New York City, has 
been elected vice president of sales and 
advertising for the parent company and 
all its subsidiaries. 


F. Doyle Bowers has been appointed 
southern district manager for the Re- 
public Rubber Division, Lee Rubber 
and Tire Corporation, Youngstown, 
Ohio. He will be responsible for the op- 
eration of Republic’s southern district 
office in Atlanta and for the super- 
vision of Republic field representatives 
in Jackson, Miss.; Chattanooga, Tenn.; 
and Columbia, S. C. 






















































































F. Doyle Bowers 


R. D. Harris has been appointed sales 
representative in New England and the 
Hudson River-Valley for Symons Clamp 
and Manufacturing Co., Chicago. 
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All Continental 
Engineers 
2) Have Produced 
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om Every engineer at Continental has had experience producing ground 
wai thread taps and gages, with their exacting screw thread dimensions. 
m, 4 This training with highest standards of precision is passed on to you in 
p- every Continental product. The superior accuracy and greater thread 
= uniformity more than meet your specifications, but cost you no more. 
ves Many times Continental cold forged fasteners have been substituted 
n.; > for expensive screw machine products, improving the product by 


increasing its strength, while reducing its cost. 


Put these standards of precision to work for you. Call direct or contact 
your local Continental distributor today. 
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Manufacturers of HOLTITE Fastenings 
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CONTINENTAL SCREW COMPANY /@ 


New Bedford, Mass., U. S. A. 
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The L. S. Starrett Co., Athol, Mass., 
1s announced three personnel changes. 


] 


‘arl O. Newton, formerly eastern sales 





Carl O. Newton 


unager, becomes sales manager. Don- 

E. Gilbert, former New York 
unch manager, takes over Mr. New- 
n’'s old post and Rey M. Peckham, 
viously Atlanta representative be- 
mes southern sales manager. 


The American Manganese Steel Di- 
vision, American Brake Shoe Co., New 
York City, announces the appointment 

f John Brandenberg as vice president 

charge of sales, William E. Cro- 
ymbe, Jr., as central sales manager 

king out of Chicago Heights, Il- 
and John H. Baker as district 
les manager for the firm’s St. Louis, 
Mo., office 


nois, 


Volco Brass and Copper Co., Inc., 
Kenilworth, N. J., has named Robert J. 
Campbell as vice president in charge of 





Robert J. Campbell 


sales. 


He was formerly general man- 
at New York Brass and Copper 


wer! 
Co. 


Skil Corporation, Chicago, has an- 
nounced address changes for four of its 
branch offices. The new addresses are: 
New York City—2800 Park Avenue; 
Baltimore—2323 Greenmount Avenue; 
Portland—5616 N. E. Glisan Street; and 
Indianapolis—1620 East Riverside Drive. 





Leeds & Northrup Company, Phila- 


delphia, has announced the promotion 
of two sales field engineers to district 
managerships, a change in territory for 
another manager, and the opening of a 
new branch office in Milwaukee, Wis. 


Wilson D. Trueblood, Jr., formerly of 


the company’s Chicago office, becomes 
district manager at the new office at 
828 North Broadway, Milwaukee. The 
office will serve all of Wisconsin and 
Minnesota, the northern peninsular of 
Michigan, North and South Dakota east 
of the Missouri River, and the Canadian 
provinces 
Ontario. 


of Manitoba and western 


Willard H. Neu, former sales engineer 
in the firm’s Pittsburgh office, becomes 


district manager at Cincinnati. Edwin 


A. Yeo, manager at Cincinnati for 16 
years, takes over the managership at 
Pittsburgh. 


Townsend Co., New Brighton, Pa., has 
appointed W. R. Wyckoff to the new 
position of assistant manager, Midwest 
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W. R. Wyckoff 





D. L. Byrne 


Sales Division, in Chicago. Mr. Wyckoff 
will be succeeded as sales representa- 
tive in the Peoria, Ill., area by Donald 
L. Byrne. 


H. B. Hollingshead has been ap- 
pointed New York district sales man- 
ager of Federated Steel Corporation, 
Pittsburgh. 


Ohio Brass Company, Mansfield, Ohio, 
has announced the appointment of C. 
F. Adams Co., Fort Worth, Texas, as 
its valve sales representative in Texas, 
Arkansas, Louisiana and Mississippi; 
and the C. B. Parkhurst & Co., Tulsa, 
Okla., as valve sales representative for 
Oklahoma and Kansas. 


Richard E. Miller, general manager 
of the Columbus plant of the Rockwell 
Manufacturing Co., Pittsburgh, has 
been appointed to the newly created 
position of product sales manager in 
charge of all saws and expendable 
tools sold by Rockwell’s Delta Power 
Tool Division. Mr. Miller has been 
with Rockwell since 1947. 


Sunroc Company, Glen _ Riddle, 


Penna., has appointed Warren B. Camp- 
bell as sales manager, John C. F. Geib 
as assistant sales manager and di- 
rector of sales training and Charles 
V. Claybourn as manager of the sales 
promotion department. 





terials handling equipment (hoists, con- 
veyors, cranes, etc.) elected Charles B, 


70 manufacturers of the nation’s ma- 


































































Charies B. Elledge 


Elledge of General Electric Co. 
Schenectady, N. Y., as president of the 
Materials Handling Institute, Inc., for 
1954. 























The Cleveland Quarries Company 
has appointed Leslie B. Bellamy as 
general manager of the firm’s Sterling 
Abrasives Division at Tiffin, Ohio. Mr. 
Bellamy has been Detroit district man- 
ager for Sterling since 1946. 


Metals Disintegrating Co., Elizabeth, 
N. J., has announced the promotion of 
George H. Tulley to sales manager of 
powdered metals. Mr. Tulley will head- 


quarter in the company’s Cleveland 
office. 


Container Stapling Corp., Herrin, IIL, 
has appointed Athos D. Rossi as sales 





A. D. Rossi 


manager of the company’s newly cre- 
ated Eastern Division. 





Additional News of Your Suppliers 
will be found following the 
Industrial Development section 
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Spring plungers 
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Wherever positive spring tension is required! Whether your production is routine or specialized you will find Vlier 
‘performance proven’ plungers are “uniformity assured” to do a better 
job. They speed set-ups, assure accurate machining and curtail unnecessary 
waste. When re-surfacing a die, Vlier Spring Plungers save hours of tool- 
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f makers’ time. 

f HEXNOSE There are 37 different types and sizes, each engineered for a specific 

d Hexagonal end simplifies adjustment and removal. need. Other sizes added when required. on ts _ ) 
Senderd Hex End: 4 sizes from 4-20 to ¥q-13, with end Distinctive ends {light for light pressures, dark for heavier pressures 
aiiiies of 8 to 12 tbe. assure positive, quick identification. 

* Semese Hex: 4 sizes from ¥%-20 to Y-13, with lighter Factory pre-set end pressures provide secure contact at all times. Inset 

S Miiecees of 2% 106 the hexagonal ends allow simple, quick adjustment with standard Hex key as 

, , well as permitting full utilization of screw length for better adjustment. 

Screw portions are machined from selected steel alloy, plunger is case 
hardened; both are rust-resistant and can last a lifetime. 

An assorted stock of Spring Plungers on hand assures greatest econ- 
omy for it provides your tool engineers with a selection of the proper size 
and end pressure for every tooling requirement. 

Wherever positive spring tension is required .. . Facilitates ] 4 ' 
fost loading and unloading of jigs and fixtures. ~- RAL ALL ALL LLE CAR 
Sonderd End: 10 sizes from #6-32 to 1”-8, with end P 
Pressures of 3 to 42 Ibs. 
Sivernose: 7 sizes from #6-32 to 2-13, with lighter end PLA STIC NOSE 
Pressures of 1 to 6 Ibs. Designed for work with aluminum, brass and other relatively soft, easily 
marred metals. 
Type A (dark): 6 sizes from #8-32 to 4-13, with end pressures of 5 to 
12 Ibs. 
Type B (light): 6 sizes from #8-32 to %-13, with lighter end pressures of 
1% to 6 Ibs. 
e- oe : 
For catalog and address of your nearest distributor, write: 
ers 
v 4552 BEVERLY BOUVLEVARO 
be LOS ANGELES 4, CALIFORNIA 
TORQUE THUMB SCREWS * SPRING PLUNGERS © SPRING STOPS + FIXTURE KEYS * TOGGLE PADS 
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FILOSOFY OF BUYING 


HE MATTER of Christmas gifts 

for buyers, discussed in these 
pages in the late months of 1953, 
seems to have been of unusual con- 
cern this season. Some of our in- 
teresting correspondence on the 
subject appears on the “Letters” 
page in this issue. We are also re- 
minded, by a_ widely published 
newspaper item, that this is not 
exclusively a purchasing problem. 
Senator Paul Douglas of Illinois, a 
man of deep ethical convictions, 
believes that men in public office, 
like purchasing agents, should not 
accept such favors. For many years 
he has made it a practice to return 
all gifts valued at more than $1. 
This year he revised his policy in 
keeping with the times, returning 
gifts valued at $2.50 or more. Reason 
for the new standard—inflation! 


N INTERESTING picture book- 

let, taking the reader “Through 
History with Standards”, is being 
distributed by the American Stand- 
ards Association. One of the most 
interesting details, from the pur- 
chasing angle, is the imprinted price 
schedule: “No charge for single 
copies; quantity discounts on re- 
quest.” 


OURTEOUS DRIVER is As- 

sistant P.A,. Norbert Wolszon 
of Claud S. Gordon Co., Chicago, 
recently honored with a “Golden 
Plates” award by the Chicago Sun 
& Times. Instances of conspicuously 
courteous driving are reported, by 
license number, to the newspaper’s 
Traffic Safety Committee by traffic 
officers and other observers. From 
these nominations, the committee 
selects the most deserving and re- 
wards them with checks for their 
1954 license plates...Mr. Wolszon 
will be driving in 1954 for free. 


NOWING the markets is im. 

portant when a buyer has to 
locate some unusual item. It may 
be even more important in respect 
to his chore or surplus disposal, 
Where would you try to sell used 
X-ray film—or would you try? 
Kern County P.A. George Peck, of 
Bakersfield, Cal., found an accumu- 
lation of 6,900 pounds of obsolete 
negatives at Kern General Hospital, 
taking up valuable space. He also 
succeeded in finding a half dozen 
firms who were interested in this 
unlikely merchandise. They recover 
a certain amount of silver from it, 
and use the film itself in the manu- 
facture of plastic novelties. 


HEN AGAIN, it may be a mat- 

ter of skillful selling. City P.A. 
Earl Udall ot Phoenix, Ariz., found 
himself in the used car business 
when the city recently retired 16 
motorcycles, 19 passenger cars, and 
13 trucks. Most optimistic valuation 
was $11,750. Udall held a_ public 
auction, collected $13,858. 


ITY P.A. John Pierce of Wich- 

ita, who regularly doubles in 
the post of City Treasurer, appeared 
in yet another role in a recent issue 
of the Wichita Beacon. He was one 
of a dozen prominent citizens chosen 
as fashion models to demonstrate 
the latest styles in male millinery. 
The feature was appropriately cap- 
tioned “Head-Lines”. Mr. Pierce is 
shown modeling a “hand-felted 
edge, platinum grey, with off-the- 
face roll, full crown and _ pinched 
front—conventional, but smart.” 


M®*: PIERCE also got into the 
news when a Wichita Eagle 
reporter noted a rocking chaif 
among his office furnishings. This 
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rather unconventional business 
equipment was inherited from a 
previous occupant of the office, and 
has been retained for good reason: 
“There’s something soothing about 
sitting in a rocker. When a fellow 
comes in with his feelings ruffled, 
he’s easier to talk to if he sits in 
the rocking chair. About half the 
people who call on me will take 
the rocker. Salesmen are trained to 
use straight backed chairs, and most 
of them will take the one directly 
across the desk from me.” Mr. 
Pierce doesn’t get to use it much 
himself. “Too busy.” 


CONOMIST Norman Stabler of 

the New York Herald-Tribune 
comments on the eternal search for 
the perfect business barometer. “It’s 
a free-for-all,” he says, “and any 
one is permitted to select his own 
indicators.” He quotes. President 
Edgar Jessup of Marchant Cal- 
culators, Inc., for example, who re- 
gards the volume of calculating 
machine sales as an excellent augury 
of business to come. Unfortunately, 
however, for Marchant this merely 
means that when business is good, 
it’s good, and when sales go down, 
it’s bad. And other interested parties 
may not have access to Marchant 
sales figures in time to do them 
any good. 


EW YORK’S Downtown Gallery 

specializes in art for the busi- 
ness office. A good painting on the 
office. wall has more than aesthetic 
value, according to Director Edith 
Halpert; it can be a useful con- 
versation opener, particularly if it’s 
a bold modern piece. So, if you 
have interview trouble, art may 
have the answer. The Gallery’s sug- 
gestion to prospective buyers: Rent 
a painting for a few weeks before 
buying it outright. Then -you can 
see how weli you like it—and pre- 
sumably how much useful con- 
versation it stimulates. 


R, YOU CAN paint your own 

if you prefer. For example, 
hanging in the controller’s office in 
the state capitol at Santa Fe, N.M., 
are two excellent oils by Purchasing 
Agent H. F. Scott. Incidentally, Mr. 
Scott has other artistic talents as 
well; he is an accomplished organist. 
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you 
DIE COSTS COMPLETELY 


On Your Next 
STAMPING ORDER 


Yes, you can — but it’s not neces- 
sarily the best thing for you. 


You want the lowest unit cost — 
for the life of the part, including 
re-runs. It may well be that our 
Machine-Cut Method, with no die 
cost, does work out best. 

Or, it might better be our Short 
Run Method, using economical 
blanking dies and stock punches. 


WE USE ALL THREE METHODS — LET US MAKE 


For example, take the part illustrated. 
From 1-65 parts, our Machine-Cut 
Method is most economical. At 65 
parts, the Short-Run Method is best 
until, at 7,000 units, the standard Pro- 
duction Method is most satisfactory. 


These breaking points as charted vary 
drastically with every stamping, but the 
general principle remains the same. 





© LAMINATED of 





© COMPANY, INC. O 


Manufacturers of ALL TYPES OF SHIMS 

















AVOID 





Sometimes, even with very short 
runs, it pays to use our Production 
Method with a standard die or 
our own surprisingly inexpensive 
Hecht-type tool. 


In any case, the decision is a tech- 
nical one based on many factors, 
not just length of run. You save 
money when the correct decision 
is made. 


TOOL AND LasOR 


cost oF 





NUMBER OF PIECES 


STAMPINGS DIVISION 


“ONE PIECE OR ONE MILLION ™ 


STAMPINGS DIVISION, LAMINATED SHIM COMPANY 


2402, Union Street, Glenbrook, Conn. 
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type EY SPEEDRANGERS ore electronically-controlied, 


Thyraton type, adjustable-speed power drives with a wide 
range of operating speeds and good speed regulation. 


SIZES. Ys to 1% HP with basic speed of 2400 RPM. 


SPEED RANGE. Drive speeds are adjustable down to one 
sixth of the basic speed for continuous duty, 50°C.; down 


- to one twentieth of the basic speed, intermittent duty. 


HOW IT WORKS. Single phase AC power is converted by 


_ Thyraton type electronic rectifiers to supply a DC variable- 
‘speed drive motor. This DC drive motor is of the separately 


excited type, which inherently has good speed regulation. 


STANDARD CHARACTERISTICS are constant torque rating 
over the full speed range . . . complete control from a 
compact operator's station . . . infinite steps of speed ad- 
justment . . . smooth starting and good speed regulation. 


OPTIONAL FEATURES are jogging, reversing, dynamic 


' braking, wide or special speed ranges and special duty 


cycles. 


type GY spEEDRANGERS are electronically-controlled, 


» motor-generator type, adjustable-speed power drives 


with a wide range of operating speeds and good speed 
regulation. 


SIZES. 2 to 10 HP with basic speeds of 2400, 1750 and 
1150 RPM. 
SPEED RANGE. Drive speeds are adustable down to one 
sixth of the basic speed for continuous duty, 50°C.; down 
to one tenth of basic speed intermittent duty. 


_ HOW IT WORKS. Three or two phase AC power is con- 


verted by a motor-generator set and by tube type 
electronic rectifiers to supply a DC variable-speed drive 
motor. This DC drive motor is of the separately excited 
type, which inherently has good speed regulation. 
OPERATION. The Type GV Speedrangers have the same 
standard characteristics: and optional features as listed 
above for the Type EV Speedrangers. 

MANY TYPES. The DC drive motor for both the Type EV 
and GV Speedrangers are available with Master Uni- 
brakes, Fluid Drives and any of the five types of Master 
Gearmotors. 


THE MASTER ELECTRIC COMPANY 
DAYTON, OHIO 








Tomorrow's Supply Sources 


URCHASING science generally frowns upon the use of buying power and 


patronage for anything other than the assurance of best value. That is the 
prime objective. 


When the President mildly admonished government purchasing agencies to 
give more thought to placing orders with small business and in areas of low 
employment, he was not speaking against this principle of sound value buying. 
Rather, it was a reminder that the nation has a real stake in the health of all 
sectors of the national economy. To the extent that buying practice can promote 
the general welfare by easing hardships, avoiding sore spots and local emergen- 
cies, it serves the national interest. 


That is a point for industrial buyers to consider too. There are immediate 
and long range advantages’ to a company in having a prosperous local com- 
munity, in maintaining competition in supplier industries, in establishing altern- 
ative and nearby sources, in dealing with companies where the company’s busi- 
ness is a significant factor and where there is incentive for service and growth. 
In modern economic and social thinking, many of these aims are recognized 


as a distinct responsibility of private enterprise. Buying policies can help 
achieve these aims. 


The long range success of any purchasing program depends on its sources 
of supply. The buyers’ market, with its opportunity for broader selectivity, is 
likewise an opportunty to develop and strengthen supply sources for the future, 
at the very time when many such potential sources are apprehensive of the 
future. With skillful purchasing, and especially in these times, this need not 
entail any sacrifice of value nor any disloyalty to present sources. It can greatly 


improve the company’s supply position and make for permanently better 
ultimate values. 
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- every 
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engineer 


Close at hand to lend a hand! Whenever a design 


calls for ball bearings, call in your New Departure 


Q 
O05 


sales engineer. You'll find that he’s a specialist in 
solving anti-friction problems. You’ll find, too, that 
he cooperates efficiently with your designers and 
engineers. He’s backed by the industry’s most com- 
plete research and manufacturing facilities. What- 
ever your ball bearing needs, be sure to talk them over 
with a New Departure sales engineer. 
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BRISTOL 


BOSTON 
517-A Park Square Bldg. Hancock 6-9867 


KANNAPOLIS, N.C. P.O. Box 1086 2-318] 
NEW YORK 1775 Broadway Circle 6-1540 


PHILADELPHIA 
850 East Luzerne St. Garfield 3-4136 
SYRACUSE 2360 James St. 73-5195 


DETROIT 
7-122 General Motors Bidg. Trinity 2-4700 
CINCINNATI 
2107 Carew Tower Main 5783 
CLEVELAND 
3113 W. 110th St. Winston 1-5454 


INDIANAPOLIS 
1357 W. 18th St. Imperial 4680 


269 ain St. 2-637] 






































PITTSBURGH 

Cathedral Mansions Mayflower 1-8100 
CHICAGO 

332 So. Michigan Ave. Wabash 2-5875 
DAVENPORT 


2212 E. 12th-St. Davenport 7-7522 


KANSAS CITY 
1021 E. Linwood Blvd. Valentine 4939 


MILWAUKEE 
647 W. Virginia St. Broadway 6-9460 


ST. LOUIS 
3001 Washington Blvd. Franklin 6533 


LOS ANGELES 
5035 Gifford Ave. Logan 8-230] 


BERKELEY 
1716 Fourth St. Landscape 6-8750 


SEATTLE 5000 First Ave., S. Lander $920 


NEW DEPARTURE 


BALL BEARINGS 
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issue's important features 


| his 
summarized for the busy reader 


Don’t be surprised one of these days if 
the visiting salesman drives up to your 
office door in a trailer truck instead of 
a convertible. For there is a “new look” 
in industrial salesmanship today. More 
and more companies are turning to the 
new technique of Traveling Salesrooms to 


bring their products and equipment directly to the 
buyer in these competitive times, so that you can 
literally enjoy curb service or do your shopping in the 
parking lot. Some of these mobile displays have com- 
plete facilities for putting on an actual demonstration 
or conducting a group conference with purchasing 
agents, technical and shop personnel. The article on 
page 71 tells, in text and pictures, the story of this 
modern selling method, 


Specifications are one of the important tools of pur- 
chasing, to assure getting the right quality. Turn to 
page 82 for a report on how one company handles 
this phase of its buying. 


Do you buy Corrugated Boxes? Then the article on 
page 99 is “must” reading for you. It summarizes the 
basic factors that must be considered for satisfactory 
container performance. 


There are many business decisions and 
policies on which three heads are better 
than one, especially where more than one 
department is affected and where differ- 
ences of opinion must be reconciled. But 
to get results, they must be the right 
kinds of heads, with the right kind of 





leadership, and directed toward the right goals. The 
article on page 117 discusses Business Committees as 
a technique of management, and how to make them 
work. If your committees aren’t functioning as well as 
they should, you’ll probably find the answer here. 


Purchasing is more than an ordering service. It is a 
science that can contribute substantially to the com- 
petitive position and profit rewards of company opera- 
tion. The key to Constructive Purchasing is the analytical 
approach to utility, cost, and value, coupled with good 
human relations. A seasoned buyer shares his experi- 
eice with you on page 112. 


a 








Purchase of Plant Equipment must be on an investment 
basis, and evaluated in terms of profit return, This 
is management’s yardstick, which should be carried 
over into the actual purchasing process. A progressive 
business leader develops this theme on page 96. 


An increasing number of companies are finding it to 
their advantage to Lease Equipment rather than to 
acquire it by outright purchase. This month’s Purchas- 
ing Opinion Poll (page 77) deals with this relatively 
new method of procurement. The summary of readers’ 
replies may suggest a profitable course of action for 
your company. 


You may be called upon to contract for a 
major Building Construction or alteration 
project only infrequently. But when you 
are, it represents a large investment and 
a large responsibility. All the more rea- 
son, therefore, why you should know 
how to go about it. A purchasing agent 
in the construction field, who is thoroughly familiar 
with this type of work, tells you what steps should be 
taken to insure getting a satisfactory job at an eco- 
nomical cost—how to evaluate and select bidders, what 
to put into the contract, when cost-plus contracts 
should be considered and what safeguards should be 
provided, what insurance is essential to carry, and how 
to coordinate the work. Turn to page 87. 








Purchasing Principles and Standards are embodied in 
the professional code and in many company policy state- 
ments as well. Here is a basic guide to the buyer’s 
conduct of his office. Turn to page 84. 


Has the current emphasis on inventory control turned 
attention away from the fundamental advantages found 
in Quantity Buying? The quantity order still has its 
place in good purchasing practice. See page 115. 


Are you making full use of these monthly departmental 
features compiled especially for the purchasing agent? 
The Washington Previews (page 13) keep you informed 
on current developments in governmental policy. An- 
other section is devoted to Office Equipment and Forms 
(page 169). Informative Trade Bulletins and Catalogs 
listed on page 19 are yours for the asking. 
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COMING—IN NEXT MONTH'S ISSUE 


A Job Description for the Purchasing Manager—A Successful Departmental Meeting 
Patent Monopolies—Purchasing for Research—Buying at Auction 





Fesruary, 1954 








> 
? 














when you 


® Noon or midnight the loading area of this 
Ryerson plant looks much the same because we 
work ’round the clock to make sure that you 
get Ryerson Steel when you need it. Carbon 
steel, alloy steel, stainless—every kind is on 
hand, in practically every shape and size. Your 
requirements can be set down where you want 
them, quickly, cut to size and ready for imme- 
diate use. Just call the nearest Ryerson plant. 
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Selling in high gear 





The Westinghouse “Automation Coach” makes Folding chairs help make the Westinghouse coach 
a call at the Warner & Swasey plant in Cleveland a combination 





auditorium and exhibit hall. 


MOBILE SALESROOMS 
Bring Products to 


NDUSTRIAL salesmen’s sample 
cases are getting bigger and big- 
ger. So big, in fact, they have to be 
carried around on six to ten truck- 
size tires. 

Faced with problems of showing 
increasingly complex products to 
prospective buyers, makers are us- 
ing mobile demonstration units to 
bring their equipment directly to 
Customers’ and prospects’ plants and 
offices. More and more of these 
specially equipped buses, trucks and 
trailers will be hitting the road to 
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the Buyer's Door 


call on you in coming months. The 
term “sales drive” is acquiring a 
literal meaning. 

With new emphasis being put on 
cost-saving tools and_ techniques, 
suppliers want to make it easier 
for buyers and users to keep up 
with latest developments. Now cus- 
tomers can have the machines 
brought right to their front door 
and try out some of their own pro- 
duction problems on them. 

The manufacturer knows, of 
course, that “a picture is worth-a 


thousand words” and the real 
thing is worth much more. A good 
indication of what the buyer wants 
was revealed in one of PURCHASING’s 
opinion polls some months ago. 
Four out of five purchasing men 
among those polled said they would 
welcome wider use of visual 
methods in industrial selling. If 
visual methods are so popular, sup- 
pliers reason, you can’t do better 
than bring along the machine itself. 
So the mountain is coming to Ma- 
homet. 


71 








Some units, like Eastman Kodak Company’s display’ 
ick, feature only one product. Eastman’s truck, staffed 
optical engineers, carries two Kodak contour pro- 
ectors. They show recent advances in inspection and 
neasurement by visual projection. Backing up the ac- 
tual instruments are charts and fixtures demonstrating 
yptical inspection methods. A 20-minute film rounds 
the show. 
Others, like the “Automation Coach” set rolling by 
e Westinghouse Standard Control Division, show a 
oup of products. Westinghouse takes the coach to a 
istomer’s plant and runs consecutive 144-hour pro- 
ams for groups of ten to twelve people, on a number 
f common electrical devices used in automation tech- 
ques. Included are line starters, control stations, mo- 
rs, and circuit breakers. 
teynolds Metals Company aims its packaging work- 
10p on wheels at one particular industry. Housed 
ippropriately in an aluminum trailer, the workshop 
arries a Hayssen automatic machine for demonstra- 
yn packing of food items in Reynolds new Wrap-Pak. 
Company packaging experts are touring with the trailer 
» assist food processors in their packaging problems. 
\nother Reynolds unit, the “Packaging Bandwagon,” 
hows the newest uses of aluminum in the packaging 
field. Movies, slides, and lighted wall displays show 160 
aluminum foil packages now being used by makers of 
aried products. 
Perhaps the newest and most elaborate of the travel- 
ig display and sales units is Carborundum Company’s 
‘Abrasive Workshop.” Just “launched,” the 19-ton, 35- 
foot long, 124%-foot high vehicle contains eight station- 
ary coated abrasive grinding machines and a variety of 
portable tools, old and new. Carborundum says the se- 
lection of tools is so complete that it just about covers 
the range of representative applications and potential 
ises for coated abrasives in the metals industry. 
The vehicle itself is unique in design and construc- 
tion. An expanding sidewall supported on de- 
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Truck is parked at Bell plant. Mechanics 
attach rails and level them on hy- 
draulic jacks, all in a matter of minutes. 
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A touch of the button, and the sidewall Welcome to Bell—pardon me, to Carbor- 
moves out on the tracks, practically dov- undum. Buyer Fleury and plant executives 
bling demonstration and conference area. are greeted by District Manager Dennison. 
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Deburring drilled holes in aluminum sheet is Operator demonstrates platen type wet 
very important at Bell. Mr. Fleury sees the belt grinding and polishing machine for 
job done by through-feed belt grinding. Mr. Fleury and Bell production men. 
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Try it on your own product. Sales engineer 


shows how complex shapes cre ground 
 to-close tolerance with coated abrasives. 
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Even the bulgiest brief case couldn't bring the buyer as effective a sales story as this 


nountable rails brings the work- 
shop’s width to 15 feet when the 
unit is parked. An audience of 12 
to 15 persons can be seated com- 
fortably in the air-conditioned 
vehicle while demonstrations are 
going on. 

More than 20 different types of 
grinding demonstrations can be 
given with this unit. Carborundum 
schedules them in selected group- 
ings, however, in line with audience 
nterest, just as any good salesman 
keys his story to the individual 
prospect. 

To show how a typical Carborun- 


dum van demonstration is carried 
out for plant purchasing and pro- 
duction personnel, the company 
photographed exclusively for Pur- 
CHASING a recent visit to the Bell 
Aircraft Company. No problem of 
“back door selling” is involved in 
this procedure. F. I. Fleury, Bell’s 
chief buyer, was on hand, as was 
S. Magill, in charge of factory sup- 
plies. Also, by appointment, the 
group included V. G. Moss, factory 
manager; R. W. Varrial, chief pro- 
duction engineer; H. E. Bauer, chief 
planning engineer; F. W. Norden, 
chief tool designer; S. Gaspar, 


busload of R. C. Allen business machines. 


superintendent, metal fabrication; 
K. Carsoe, machine shop superin- 
tendent; and T. M. Nolan, manager, 
experimental department. Carbor- 
undum personnel included W. K. 
Seward, sales engineer; G. H. Den- 
nison, Buffalo district manager; and 
salesman R. G. Martin. 

Among the many other companies 
which have successfully used mobile 
units as selling tools are: Yale & 
Towne Manufacturing Co.; Mall 
Tool Co.; Black & Decker Mfg. Co.; 
Miller Motor Co.; R. C. Allen 
Business Machines, Inc.; Lake City 
Malleable Co., Inc. 


Each wall panel in the Kodak truck tells the complete story of one specific problem in optical gaging. 
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Don’t scorn the rubber stamp; 
it has good standing in court 
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What Is a Legal Signature ? 


By Albert W. Gray 


FRUIT buyer in California 
A teletyped an offer to purchase 
nine cars of grapes and a week later 
received an acceptance by teletype 
signed by the seller. Deliveries were 
not made as agreed and the pur- 
chaser sued to recover his damages. 

A statute of California, corre- 
sponding substantially to those of 
the same purpose in every state and 
known as the Statute of Frauds, is 
in part: 

“A contract to sell or a sale of 
goods or chose in action of the value 
of five hundred dollars or upwards, 
shall not be enforceable by action 
unless some note or memorandum 
in writing of the contract or sale 
be signed by the party to be charged 
or his agent on his behalf.” 

The defense to this action for 
damages for a failure to deliver the 
grapes under this purchase con- 
tract was that the contract was not 
in writing and signed by the party 
to be charged, as required by this 
statute, and hence was void. 


Business Practice Recognized 


“As the court understands the 
modus operandi of the teletype ma- 
chines in modern business practice 
and particularly in connection with 
this lawsuit,” said the Federal Court 
in its decision in favor of the buyer, 
“the purchaser and seller each had 
a teletype machine in his office, and 
as the machine was operated in one 
office it would type the message or 
memorandum simultaneously in the 
other office. 

“Each party was readily identifi- 
able and known to the other by the 
symbols or code letters used, and 
there is no contention that the mes- 
Sages did not originate in the office 
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of one and terminate in the office 
of the other. The question is, just 
what does constitute a ‘signature’ or 
‘signing’ to satisfy the Statute of 
Frauds in California. 

“The court must take a realistic 
view of modern business practices 
and can probably take judicial no- 
tice of the extensive use to which 
the teletype machine is being used 
today among business firms, par- 
ticularly brokers, in the expeditious 
transmission of typewritten mes- 
sages. 

“No case in point has been called 
to the court’s attention on this par- 
ticular point,” concluded the court, 
“and a diligent search of the au- 
thorities has failed to uncover the 
status of teletype machines as 
satisfying the California Statute of 
Frauds. The point appears to be 
new, but this court will hold that 
the teletype machines in this case 
satisfied the Statute of Frauds.” 

The name teletyped at the end 
of this offer and at the end of the 
acceptance, under this decision, were 
the signatures of the parties to this 
purchasing contract. 


Many Ways of Signing 


“The signature may be written 
by hand, or printed, or stamped, or 
typewritten, or engraved, or photo- 
graphed, or cut from one instrument 
and attached to another,” said the 
Supreme Court of South Carolina 
in a decision to which the Federal 
Court referred in this recent Cali- 
fornia case. “A signature litho- 
graphed on an instrument by a 
party is sufficient for the purpose of 
signing it, and it has been held that 
it is immaterial with what kind of 
instrument the signature is made.” 


A Connecticut bank, in establish- 
ing a claim against the estate of a 
deceased debtor, met the defense of 
the Statute of Limitations that the 
obligation was outlawed, by letters 
that had been dictated by this de- 
cedent within the six year period, 
which acknowledge the obligation 
and which were signed by a rubber 
stamp facsimile of his signature. 

The court held here that this was 
a valid signature removing the ban 
of the six year Statute of Limita- 
tions. “In the absence of any pro- 
vision requiring such acknowledg- 
ment to have been written or sub- 
scribed by the hand of the deceased 
person, the meaning of the word 
‘writing’ as used in the statute is 
not to be limited to words traced 
with a pen or pencil; nor the words 
‘writing made by the party to be 
charged thereby,’ to writings made 
by the hand of such person; nor 
the words ‘writing * * signed’ by 
such person to writings subscribed 
by the deceased with his own hand. 

“Proof that the letters contained 
the alleged acknowledgments were 
dictated by the deceased to a stenog- 
rapher and were by the latter, at 
the direction of the deceased, type- 
written and signed with the de- 
ceased’s name, by means of a rub- 
ber stamp, was proof that they were 
writings, since typewriting is a sub- 
stitute for and the equivalent of 
writing. 

“They were made by the deceased, 
since he directed them to be made, 
and adopted them after they were 
made by directing them to be 
stamped with his name; and they 
were signed by him since, in the 
absence of any express or implied 
requirement of law that one shall 
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subscribe a writing with his own 
hand, he may properly sign it by 
means of such a stamp used by him- 
self or by another at his direction.” 


Order Form Is Evidence 


The New York courts have ex- 
tended the definition of “signature” 
and “signing” further than even 
these decisions that a teletyped or 
rubber stamped name is a legal 
signature. 

An order for clothing was given 
a New York manufacturer and the 
essentials of the order, the date, 
name of the purchaser, description 
of the goods, size, quantity, and 
price were entered by the manu- 
facturer on a printed form in an 
order book of the seller. 


The court held in this instance 
that the order blank, filled in as it 
was with the details of the order, 
was an enforceable contract. 

“The memorandum does not con- 
tain any signature of the sellers, 
either in ink or pencil, but the 
printed firm name appears at the 
top of it and it is contended by the 
sellers that this is not a signing 
within the meaning of the statute. 
The statute does not specify any 
particular form of signing. It merely 


requires that the party to be 
charged shall have signed the 
memorandum. 


“It has been held that a cross 
mark is a good signature, also in- 
itials, even numerals when used 
with the intention of constituting 
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The original of this order book 
entry was given to the buyer and 
a carbon copy retained by the seller. 
At the head of this order blank was 
printed the name of the manu- 
facturer as the seller. 

When delivery of the goods rep- 
resented by this order was not made 
as agreed, suit was brought by the 
purchaser for damages. The seller 
set up the defense that the sale 
contract was void under the Statute 
of Frauds, that the contract to be 
enforceable must be in writing and 
signed by the party to be charged. 


a 
40 


a signature. This and similar cases 
establish the rule that any name or 
symbol used by a party with the 
intention of constituting it a signa- 
ture, or which is adopted by the 
party as his signature, is sufficient; 
and from this it necessarily follows 
that the party’s name printed on 
the memorandum fully satisfies the 
statute if it is known to have been 
adopted by him as his signature. 
This has been the law in England 
for more than a century and has 
been followed quite generally in 
this country.” 





A will written with lead pencil 
and signed only with the given name 
of the maker of the will, “Harriet”, 
was offered for probate in a Penn- 
sylvania court. In its decision that 
the pencil written name “Harriet” 
was the signature of the maker of 
this will and a valid signature the 
court made this comment: 

“The form which a man cus- 
tomarily uses to identify and bind 
himself in writing, is his signature, 
whatever shape he may choose to 
give it. There is no requirement 
that it shall be legible, though 
legibility is one of the prime objects 
of writing. It is sufficient if it be 
such as he usually signs, and the 
signature of Rufus Choate could not 
be rejected though no man unaided 
could discover what the ragged 
marks made by this eminent per- 
sonage were intended to represent. 

“Nor is there any fixed require- 
ment how much of the full name 
shall be written. Custom varies with 
time and place, and habit with the 
whim of the individual. In the 
present day it is not uncommon for 
business men to have a signature 
for checks and banking purposes 
somewhat different from that used 
in their ordinary business, and in 
familiar correspondence signatures 
by initials or nicknames or diminu- 
tives is probably the general prac- 
tice.” 


Finger Prints Identity 


The signature to a will filed a 
few years ago in New York was 
made by four finger prints in blue 
ink beneath the words, “left hand.” 
The maker of the will was a native 
of Ukraine who could neither read 
nor write and could speak only a 
little of the English language. 

“He may subscribe the will by his 
full name or by his mark,” asserted 
the court in ruling that this will 
had been “signed at the end” as 
required by the statute. “If he does 
so, that is the subscription required 
by the statute. And it would be 
effectual as such even though no 
one made the written memorandum 
thereof around such mark. 

“Such memorandum is useful and 
important not only as a guide to 
the memory of witnesses and a 
contemporaneous declaration of the 
purpose of the mark and that it was 
made by the maker of the will, and 
as a protection against fraud. But it 
it is not of the essence of the execu- 
tion. When it is necessary to prove 
the execution of an instrument by 
‘marksmen’, the proof consists of 

(Please turn to page 314) 
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Should We Acquire 


CAPITAL EQUIPMENT 
By Lease or Purchase? 


Until recently, the leasing of capital equipment, a well-established 
practice in industry, has been done on a rather limited scale. 
During the past few years, the number of equipment manufac- 
turers offering leasing or rental plans has increased steadily. 
In a survey to determine the impact of this trend on industry, we 
asked purchasing men how they are reacting to this greater 
availability of leased equipment and the reasons why. 





Yes 





34% 

Does your company now lease any ? 

* ° - ' 
equipment . 





No 66% 


NOINIdO ONISVHOANd 


Yes 49% 





@ If “Yes”, are you planning to lease 9 
itional equipment e 





No 51% 


If “No”, are you considering the 9 
of leased equipment . Yes 





12% 





(In order of selection) 















« In your opinion, what are the 1. Postpones large initial capital outlay a 
major considerations which would 2. Taxes (rental deductible as business expense) a 
make leasing of ital e 3. Test basis, to insure right selection a 
preferable to outright — 4. Avoids obsolescence; easier plant modernizing % 
5. Minimizes maintenance costs and problems om 





Yes 


ay 


offering leasing or rental 








(In order of selection) as 2 

a What types of equipment are of- 9 Materials handling equipment, office machines, automobiles and trucks, a 
red most on a lease basis x construction equipment, machine tools, riveting equipment, packaging ti 
machines, air compressors, testing and inspection equipment, on pe 

welding tools. ind 

—if 

nan 

one 

qua 

tim 

slo; 

the 





me | : 
© Do you find suppliers offering 9 


long-term financing as an inducement 


for outright purchase of equipment ® ne 


mee WHAT THEY SAY 





“The only time it is cheaper to rent is when you aren't sure “An increased return on capital employed is the objective of al 
whether or not the equipment is permanently needed or would well-managed corporations. Leasing companies are in business 
permanently justify itself economically.” earn a profit. Whenever it costs more per year to lease equipment 


instead of buying it, the return on capital employed is reduced. 
“On special orders, leased equipment is the ticket. Current items, 


I think, should be made on equipment purchased outright.” “By leasing, the energies of a manufacturer can all be directed to 
production and problems of maintenance can be left to 
“We are particularly interested in leasing capital equipment for Lessor. 


performance or production of a nature where a long term produc- 


tion cannot be pecitively enticipated.” “This (leasing) might be of benefit to small new shops doing 


sub-contract work with uncertain futures. Otherwise I see no pat 
s ; ae phat ticular advantage.” 
(Leasing) would encourage new business ventures by minimiz- 


4 © , ” . . . . . 
ing capital investment. “Believe it is best way for a man just getting started — not recom 


4 : . : : ‘ mended for well-established firms.” 
“The conservation of working capital will become a more impor- 


tant reason for lease plans in the future.” “Chief advantage seems to be service and maintenance.” 
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and Inventory Control 


RIOR to 1940, management gen- 
D erally looked upon procurement 
as a relatively simple function, made 
easy by the ready availability of 
all sorts of materials and the com- 
petition that then obtained in the 
industrial markets. Inventory policy 
—if it could be dignified by that 
name—usually centered around just 
one idea: being certain that ade- 
quate supplies were on hand at all 
times. “Plenty of stock” was the 
slogan. Little thought was given to 
the many other factors that loom so 
important today in the maintenance 
of inventories that are properly 
balanced with requirements and 
manufacturing activity. 

In the light of our present knowl- 


The Purchasing Agent 


edge, and of present conditions, that 
policy and procedure is recognized 
today as being extravagantly waste- 
ful and expensive. The principles of 
sound and efficient inventory control 
are not new. But since the easy- 
going “good old days” when man- 
agement was content to ignore those 
principles as unimportant, the whole 
materials picture has acquired a 
new significance. We have gone 
through several periods of chang- 
ing conditions and problems in sup- 
ply and production, that have forced 
all industry to give serious attention 
to inventory policies as a major 
factor of successful company op- 
eration. 


The onset of World War II served 






















@ By W. R. Lantz 








W. R. (“Bill”) Lantz is Director of Purchases and 
Vice President of The Sun Rubber Company, Bar- 
berton, Ohio. He is currently serving as Vice Pres- 
ident of the National Association of Purchasing 
Agents for District 6, which includes Ohio and 
Western Pennsylvania. 

Bill is a native of Galion, Ohio, and graduated 
as a business administration major from the Uni- 
versity of Akron, one of the pioneer institutions to 
offer purchasing courses in its business curriculum. 
(Since 1947, he has served his Alma Mater as 
instructor in Industrial Purchasing.) 

His business career started with The B. F. Good- 
rich Company in Akron, where he stayed seventeen 
years — including eight years in the purchasing 
department. Seven years ago, he went with The Sun 
Rubber Company, and has headed the purchasing 
activities there ever since. 

He joined the Akron Purchasing Agents Asso- 
ciation in 1941, taking an active part in all its 


a 


affairs, and serving on its Board of Directors, as 
President, and National Director. When Akron was 
host to the 6th District Conference in 1951, he was 
the key man, as Conference Chairman. 

Keenly interested in the educational program of 
the Association, he was chosen as a member of the 
National Committee on Education and had an im- 
portant part in the development of the visual edu- 
cation program. For three years he was chairman 
of District Six educational activities. In his present 
position on the National Executive Committee, one 
of his specific responsibilities is the liaison between 
the Executive and Educational Committees. He is 
also in charge of the National Directors meeting 
for the 1954 convention. 

Bill makes his home at Stow, Ohio. He has one 
daughter, Alice, now in her freshman year at col- 
lege. He plays a passable game of golf, but really 
prefers fishing for relaxation and enjoyment. His 
No. 1 spectator sport is football. 
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to bring into sharper focus the basic 
relationship of balanced inventories 
to efficient production, and the need 
for accurate scheduling of deliveries. 
Adequate and accurate records be- 
came necessary to the proper con- 
trol of inventory. The increase in 
lead times, together with Govern- 
ment controls and _ materials 
allocations, removed from the pro- 
curement function the primary 
responsibility for establishment and 
enforcement of delivery schedules. 
That initial responsibility was trans- 
ferred to production control and 
inventory control personnel. 

With the return of peace in 1945, 
new material shortages developed, 
and with them came new problems 
affecting production planning, sched- 
uling, and inventory control. The 
persistence of these problems, along 
with constantly advancing prices, 
forced attention to the powerful 
influence of materials costs on total 
manufacturing costs. At the same 
time, competitive pressures and 
rapid technological advances have 
served to obsolete many types of 
materials for specific end uses. 

Transportation efficiency, i.e., the 
in-transit time of purchased mate- 
rials, has continued to deteriorate 
in the wake of continually rising 
rates, with resultant changes in the 
levels of inventory necessary to the 


maintenance of scheduled produc- 
tion. 


Costs and Profits 


The rapid advances in cost of raw 
materials and component parts have 
been attended by equally rapid ad- 
vances in other elements of cost di- 
rectly related to, and a part of, in- 
ventory value. Among these are the 
price of warehouse space, insurance 
rates, labor necessary to the move- 
ment and handling of materials, 
storage and handling equipment, 
buildings services, and—more re- 
cently—interest rates. All of these 
are factors of inventory cost, and 
they become a part of ultimate ma- 
terials cost. 

We are currently entering another 
phase, where costs are still high, but 
availability has eased. A vital factor 
in this new stage is the competitive 
pressure upon the company as a 
seller, with narrowing profit mar- 
gins making it imperative to explore 
and take advantage of every op- 
portunity to reduce costs and in- 
crease efficiency. 

Quite naturally, under these cir- 
cumstances, all inventories have 
come under close examination—raw 
materials and purchased parts, in- 
process, and finished goods—to de- 


termine the extent to which they 
may safely be reduced and turnover 
increased without impairing the 
smoothness and efficiency of the 
over-all operation. From this has 
evolved a function that many choose 
to call Material Management. Pur- 
chasing has a vital concern in this 
new concept, and has a major part 
in effecting it. In many cases it 
might be considered as a new and 
broader definition of the procure- 
ment responsibility. 


Inventory as Investment 


The old saying that “Time is 
Money” can be paraphrased to read, 
“Inventory is Money”. 

With that thought in mind, it 
should become amply clear to those 
charged with the responsibility for 
materials management, that much 
the same principles and procedures 
for handling the funds of the busi- 
ness must be applied to the acqui- 
sition, storage, and disbursement of 
inventory. Proper quantity or in- 
vestment levels must be determined, 
effective waste control procedures 
established, lines of authority for 
requisitioning set up, adequate 
storage and handling facilities pro- 
vided. Once all this has been ac- 
complished, there then remains the 
necessity for routine follow-up to 
assure continued adherence to the 
established procedure. 

As in the case of handling funds, 
the periodic audit of performance 
is a necessary part of the follow-up. 
That includes the need for flexibil- 
ity, to the end that established pol- 
icies may be adjusted to conform 
with changing requirements, in 
quantity and kind, with changing 
rates of activity, and with changing 
conditions of supply. 


Purchasing Factors Involved 


Since the objective of all inven- 
tory control policy and systems must 
be to keep investment at the lowest 
level consistent with the needs of 
production and sales, the attain- 
ment of that purpose depends on the 
procurement department, because of 
its command of information per- 
tinent to all the factors affecting in- 
ventory control. 

Some of these factors are: the 
probable movement of prices, the 
ratios of supply to demand, local 
conditions, world conditions, quan- 
tity price differentials, transporta- 
tion costs, in-transit time, and the 
availability of substitute or alter- 
nate materials. These are the every- 
day terms in which the purchasing 
agent must think, and on which he 
must keep himself informed. These 


very same factors, when weighed 
against the cost of handling, ware- 
house costs, insurance, total re- 
quirements, perishability and rate 
of use, and possible obsolescence, 
form the basis for inventory policy” 
and control. 


Opportunity for Purchasing 


The volume of sales is of course 
important in every business. With- 
out sales there would be no profits, 
and no business. But many business 
leaders today admit quite frankly 
that profits come not alone from 
the volume of sales; they come, also, 
from the judicious purchase and 
management of materials. This fact 
has been emphasized by our experi- 
ence over the past two years. Many 
companies, in 1952 and 1953, en- 
joyed sizable increases in gross sales 
volume, while suffering declines in 
the percentage of net profit. Pushing 
for higher sales volume at the ex- 
pense of profit margins is obviously 
not the complete answer to profit- 
able company operation. Manage- 
ment must look to its ultimate mate- 
rial costs and its internal operating 
costs to show a favorable balance 
sheet. Effective inventory control is 
a potent tool for attaining both of 
these objectives. 


Facts and Decisions 


What better challenge, and what 
more promising opportunity, lie be- 
fore the industrial purchasing agent 
than participating to the fullest ex- 
tent in the not-so-new art and 
science of material management? 
All of the basic tools and informa- 
tion are in his hands as he carries 
out his routine daily assignment 
of procurement. He needs only to 
communicate the facts and his in- 
terpretation of those facts to his 
management, to provide for the 
daily decisions which constitute ma- 
terial management. And his primary 
function of purchasing is the means 
of implementing those decisions. 

Here is a very real, practical, and 
valuable contribution that every 
purchasing agent can make to the 
success of his company, particu- 
larly in times like the. present. 
The initial step is to recognize the 
importance of inventory control and 
its significant possibilities in creat- 
ing and conserving profits. Beyond 
that, the price is only that of con- 
stant attention to the changes which 
take place from day to day, and the 
intelligent interpretation of those 
changes as they affect the execution 
of his duties. 
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Purchased items must meet use requirements 
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QUALITY.... 






Its Meaning and Measurement 


By L. R. Watkins 


EBSTER defines quality as 

“that from the possession of 
which anything is such as it is; a 
property, characteristic, or attri- 
bute.” In a somewhat different sense 
Shakespeare said:—“The quality of 
mercy is not strained.” To the Pur- 
chasing Agent it often appears that 
the quality of everything else is 
strained far out of true shape in its 
stress and effect on the prices he 
pays for materials. How is he to 
determine, evaluate and check qual- 
: ity? 
f First, he must keep ever in mind 
that the elements of quality empha- 
sized by a seller may be vastly dif- 
ferent from the quality elements re- 
quired in the use of a product by his 


- a 





; company. 

‘ Second, he must recognize that, 
in spite of what steps he takes in 

; checking quality of delivered prod- 

; ucts, his greatest ultimate de- 


pendence will have to be upon the 
honesty and reliability of his sources 
S$ of supply. 





it One of the departments of his 
0 business tells the Purchasing Agent 
“ they wish him to buy a certain prod- 
is uct for their use. What quality of 
e that product do they require? They 
- must give him very complete quality 
y specifications if he is to do a profes- 
a sional buying job for them. His very 
first procedure is to carefully study 
4 those specifications and be sure they 
are clear, comprehensive and un- 
y ambiguous. They must also plainly 
ad state the specific use to which the 
i product is to be put. These factors 
t. are then embodied in requests for 
e quotations sent to selected suppliers. 
d Those firms bidding for the busi- 
t- ness may be required to submit 
d product samples for examination 
sid and test before an order is placed. 
h Just how far the Purchasing Agent 
- is able to go in such quality analy- 
2 sis and tests depends on the nature 
a of the product itself, and what phys- 
ical and chemical laboratory facili- 
ies are available. It is vitally im- 
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portant that if the Purchasing Agent 
uses product sample tests in eval- 
uating relative merits and values of 
competitive products, those tests 
must be scientific and not super- 
ficial. It is far better to make no 
quality tests at all, but depend solely 
on the reputation and honesty of 
suppliers, than to make rule-of- 
thumb, partial or amateurish tests, 
the results of which can easily be 
entirely wrong or misleading and 
unfairly affect the standing of re- 
spective producing companies. 

The comparative quality testing of 
typewriters of punch-presses re- 
quires an entirely different tech- 
nique than the testing of typewriter 
ribbons or machine oil. The length 
of time and procedure required to 
adequately test storage batteries are 
far apart from those involved in 
testing copper rods or toggle bolts. 

It would be ideal procedure if the 
Purchasing Department could ob- 
tain complete, accurate and ade- 
quate comparative quality tests of 
every single product it buys before 
consummating any transaction with 
a seller; but such 100% realization 
would invariably be found to be too 
expensive, too lengthy, too indeter- 
minate or actually unnecessary. It 
will be necessary for the Purchasing 
Agent to differentiate in relation to 
the characteristics of the various 
products bought, their value, volume 
and importance to his business; and 
the ability to control performance 
by actual use results. 

Whether or not such tests are 
made before an order is placed, 
the Purchasing Agent will include a 
general clause in his orders or con- 
tracts whereby the sellers warrant 
all materials supplied to be in full 
accordance with the stated quality 
specifications — such warranty to 
survive acceptance of delivery by 
the buying company. It may be 
provided that demonstrated quality 
failure subjects the seller to return 
and replacement, specific penalties, 


or the cancellation of the entire or- 
der or contract. 

Where physical and chemical lab- 
oratory facilities are available, the 
Purchasing Agent may specify that 
samples from every delivery be sub- 
mitted for quality tests. In such 
cases it is usually preferable that 
the samples be selected and sent 
in by using departments rather than 
direct from the supplier. 

In certain cases it may be pro- 
vided that an inspector of the buy- 
ing company must pass upon and 
approve quality at the supplier's 
plant or at the point of delivery. 

The using departments keep a 
careful eye on the quality of the 
materials they are supposed to work 
with, as it vitally affects their pro- 
ductivity performance and cost re- 
sults. The Purchasing Agent should 
seek specific reports from all using 
departments on how materials sup- 
plied are performing on the job. He 
must also be prepared to deal very 
promptly with quality complaints 
from the using departments, and see 
that responsible representatives of 
the supplier are sent to the point of 
complaint to deal with it on the 
spot. If very serious or controver- 
sial, he will wish to have a Pur- 
chasing Department representative 
take part in the meetings between 
using department and supplier. 

It is natural to find many users 
prejudiced against certain particu- 
lar companies, or types or grades 
of products, and prejudiced just as 
strongly in favor of others. A large 
proportion of quality complaints will 
be found to stem from just such 
prejudices, and it is up to the Pur- 
chasing Agent to see that his sup- 
pliers are not unfairly affected 
thereby. It is all too easy for a 
skilled and clever craftsman to make 
certain products “look bad” or “look 
good”. Factual checks at supervisory 
levels must be insisted upon by the 
Purchasing Agent before accepting 
unfavorable user quality reports. 
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A working tool for the buyer 





Specifications are the Key 


e@ By Fred M. Burt 


HE Byron Jackson Company, 

with three plants in Los An- 
geles and one in Houston, has a 
major problem in the strict control 
of the quality of metals purchased 
and used in its products. The com- 
pany manufactures oil tools, which 
are largely standard production 
items, and a wide variety of pumps, 
which are mostly specially engi- 
neered and manufactured for speci- 
fic applications. 

Obviously, end-product quality 
and performance depends on pro- 
curing the right materials. It is a 
large volume program, too. In a 
typical quarter, the plants consume 
894 tons of bar stock, of which about 
60% is alloy steel, 30% carbon steel, 
and the balance in stainless and 
copper. During the same period, the 
plants will use 330 tons of forgings 

alloy and carbon steel in about 
equal proportion. And 860 tons of 
castings, about 70% in alloy and 
carbon steel, with substantial ton- 
nages of stainless steel, bronze, and 
cast iron. These broad classifications 
cover a great variety of analyses 
and properties required for best 
end-product use. 

To cope with this situation, ma- 
terial procurement is more than a 
simple matter of purchasing. It starts 
back with the original product de- 
sign, and several departments are 
involved. The following general pat- 
tern of procedure has been estab- 
lished: 

1. Design Department specifies 
strength, corrosion resistance, and 
other properties required. 

2. Metallurgical Laboratory speci- 
fies materials to meet requirements 
of engineering design. 

3. Purchasing Department selects 
sources and orders materials to 
meet laboratory specifications. 

4. Materials are tested on receipt, 
to determine compliance with speci- 
fications. 

5. Metallurgical Laboratory ap- 
proves materials and releases them 
to shop for production uses, 
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Heat treating plays an important part in Byron Jackson production. Satis- 


It will be seen from this outline 
that an important share of the re- 
sponsibility rests with the Metal- 
lurgical Laboratory, to translate 
needed properties into a working 
specification, and to see that de- 
livered materials conform to those 
needs before acceptance and use. 
The key point in the procedure is 
the specification, which serves as 
a purchasing tool as the buying 
description of materials wanted, 
and then as the basis for tests. 

Specifications are drawn up in 
complete detail, covering: 

1. Reference (to applicable ASTM 
specifications, for definitions, stand- 
ard practices, and similar pro- 
visions). 

2. Scope. 

3. Chemical Composition. 

4. Heat. Treatment. 

5. Physical Properties. 

6. Pickling. 

7. Repair by Welding (when and 
to what extent permissible). 

8. Test Specimens. 

9. Hydrostatic Tests. 

10. Radiographic Examination. 


11. Identification. 

12. Certified Reports. 
In addition to the tests specifically 
noted in this list, standard tests 
for specified chemical and physical 
properties are made before material 
is cleared. These include chemical 
analysis; tensile, bend, and impact 
tests; weldability, magnaflux, and 
response to heat treatment. 

With the “what” of materials re- 
quirements thus established, “when,” 
“how much,” and “where” are fac- 


tors for the purchasing department’ 


to decide. Needless to say, success 
of the entire systems demand close 
liaison and cooperation of all de- 
partments at all stages, to determine 
the practicability of specified ma- 
terials and to keep procurement in 
balance with operating schedules. 
The purchasing department fre- 
quently calls on the Laboratory for 
technical assistance in dealing with 
supplying foundries, forge shops, 
fabricators, and warehouses, to in- 
sure compliance with specifications 
and insure availability of suitable 
materials. 


PURCHASING 











Kk 


























factory results depend on having exactly the right material to work with. 


First page of a typical specification. Complete material 
y descriptions guide the buyer and supplier, and are the 
basis for tests and quality control. 
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HEAT TREATMENT ORDER 


Mig. Order No. 264169 No. Pcs. 
Name of Part____NOZZLE HEAD 


Part No 


For_15" M-12STAGE HYDROPRESS  __ 





Material__AISI E~+815 _ 








DetMAT 21, 1953 


SPECIFICATIONS 


























castings. 





comanion | TEMP "| nea ‘ | 
Normalize | 1750 | 2-3 rs | 
2. Anneal | | 
3. Carburize * | | 
4. Oil Quench | y.699 a 
5. Water Quench | a. 
6. Quench { SESE a 
_7.Drw | 1225 |0,W, FROM RAW 
T 
8. Stress relieve | 


Procedure__t+ Heat treat teat coupons with 


2, Hold castings at heat tre at until 








sub-zero charpy tests have been 


cleared, 

















Metallurgical Dept 














BYRON JACKSON CO. 
METALLURGICAL LABORATORY TEST REPORT 


so wumann____ 208 169 


wr 21, 199 








a 


. . . W We. 4.70.51 
rou OF —— werenors ___ -_ 
macnasecas vaorenras «= 4 57" £952-S2T Orede lod 

1 wo . 3204 2a dt j 
COOt MO 4 4 4 
beacon | SUMP C458 | comm | 
sat of ran 196° } 39602 } 
ate 
TRL Powe a8 + 4 ] 
Te weBeo™ 9s St ‘ 5 _OR206 ] 
Teaat Hero et 4 
Anmart SEMOM F 4: 72 Bioo 
soo Sm ? 2si ] 
> of sam & i ) | 

- ‘ 
anes =» BR ELL i 
208 ate 
er eed, oO La AS) F SS ae SRS Re Te 

CHEMICAL ANALYSES 
—— ———— -. — ~— 

wtAT MO i 2023 1 
cameon +—.18 + 
ququen dod) + 
com a4? 
wont j___ 033 
pmowmoeovs +032 
CnOe ue i 
L___} 3.98 2.61 
anew 


The ebove se1ws hove Deer obtomed By Methods COntor ming with ASTM sondard procedure: oF equipmen! 


m 
ep 
+ 
cormfed by the bureey of Stondords 


State of Calsformua, 
County of Los Angeles 


| deposes and says. That the information contained in the showe report 


E 
{! 


Subscribed and sworn wo before me thus 


| Notary Pubiec um and for the County of Los Angeles, State of Catifernia 


hesng del) more 














































Policy statements keep purchasing on the right track 





Principles and Standards 
of Purchasing Practice 


By Frank E. Plumley, Purchasing Agent, Bigelow-Sanford Carpet Co., Inc., Amsterdam, N_ Y. 


Y late father-in-law. a wise 
man of fine character, once 
said to me, “Don’t make a moral 
issue out of every business judg- 
ment.” In this sense, President Mc- 
Caffrey of International Harvester 
Company says (“What Corporation 
Presidents Think About at Night”, 
Fortune, September 1953) that one 
of the things which keep him awake 
nights is the tendency of specialists 
to apply judgment of good or evil 
to decisions within the narrow limits 
of their own specialty, such as “the 
time study man who clings so firm- 
ly to what he regards as a principle, 
that he just doesn’t care whether it 
meets ordinary human standards of 
fairness, or whether his actions shut 
down a 3,000 man plant.” 
Therefore, I do not wish to moral- 
ize about purchasing principles. Any 
group of people working for a com- 
mon cause is well advised to have 
some set of guiding principles, or 
ground rules. And buyers are no 
exception. The NAPA has estab- 
lished such a set of principles and 
standards. It will be profitable for 
us to review them, both as to pur- 
pose and application, and also to 
see how they correspond with Bige- 
low’s purchasing policies and princi- 
ples. 





This paper presents a constructive 
study of the policy statement of a 
specific purchasing department in the 
light of company policy and the Pur- 
chasing Agents Association code. It 
is a sample of the high type of mate- 
rial that can be developed in a sys- 
tematic in-service training program. 
See January issue, page 71) Planned 
assignments of this nature, followed 
up with general discussion, add to 
the stature of the individual and 
benefit the entire department. 





The first NAPA principle is “To 
consider, first, the interests of his 
company in all transactions, and to 
carry out and believe in its estab- 
lished policies.” This seems to be 
a reasonable stand. But in recent 
years there has been some criticism 
of the wording of this principle, re- 
flecting the increased emphasis on 
the corporation as a member of the 
community, and placing employee 
interest and community interest 
above the paramount interests of 
ownership. 


Company Policy Governs 


However, a company itself has 
community and employee obliga- 
tions which should be stated as 
company policy. If this is done, the 
buyer is let off the hook by the 
phrase, “to carry out and believe 
in its (the company’s) established 
policies”. This, naturally, will be to 
the interest of the company. The 
buyer should not be a voice crying 
community interests vs. company 
interests, but should carry out his 
company’s policy in those matters. 

Bigelow has such a basic com- 
pany policy, as follows: 


1. To serve the public by supplying 
constantly better carpets through 
continually improved methods, 
with a resulting fair share of busi- 
ness to Bigelow and a fair return 
to its stockholders and employees. 


2. To provide the greatest satisfaction 
possible to our employees within 
the high standards of our com- 
petitive economy, through proper 
personnel practices. 


3. To be a good citizen, within our 
plant communities and nationally. 


4. To maintain and increase belief in 
our American system of produc- 
tion and way of life on the part 
of our customers, our employees, 
our stockholders, and the public. 





Frank E. Plumley 


This company policy is found in 
the foreword to our own published 
“Manual of Purchasing Policies and 
Principles”, which Mr. Wise, the 
president, states in his foreword to 
be in furtherance of the basic objec- 
tives of the company. Thus, we find 
in our policy manual an entire sec- 
tion on selection of sources of sup- 
ply, another on making commit- 
ments, and another on vendor con- 
tracts—all of which are consistent 
both with the company policy and 
with the first principle of the 
NAPA. 


Working with Other 
Departments 


The next NAPA principle is: To 
be receptive to competent counsel 
from his colleagues, and to be 
guided by such counsel without im- 
pairing the dignity and responsibil- 
ity of his own office.” This is a 
tough one to carry out gracefully. 
But the heart of the matter is in 
the manner of doing. That is why 
the proviso is tacked on—‘“without 
impairing the dignity and responsi- 
bility of his own office.” 

One of the greatest aids—and yet 
one of the greatest dangers—in this 
matter of gracious acceptance of 
counsel, is knowledge of other fields, 
such as accounting, traffic, produc- 
tion, and engineering. If you 
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know something of these fields, 
you need not humble yourself to 
the level of taking advice in ABC 
doses. On the other hand, familiarity 
with fields in which others specialize 
should not be betrayed by impa- 
tience, arrogance, or attempts to 
let the other fellow know that you 
know more than he does about his 
own area. Talk his language with 
him, but don’t do his work. If you 
must do some of his work to ad- 
yance your own project, be generous 
to a fault in leaving the credit with 
him. 

Bigelow policies are most explicit 
about this responsibility, as the two 
following, quotations show: 


In arriving at decisions as to the 
selection of sources and the relative 
quality and suitability of offerings, 
the Purchasing Division will strive 
constantly to coordinate and focus 
all of the knowledge and experience, 
both within and outside the organi- 
zation, concerning both the mate- 
rials or equipment to be purchased 
and the sources from which they may 
be obtained. 


The Purchasing Division will rely 
on individuals:-.within other divisions 
of the Bigelow-Sanford organization, 
whose particylar training and experi- 
ence qualify them to advise and 
recommend concerning the procure- 
ment of a given article. 


Unprejudiced Buying 

The third NAPA principle is: 
“To buy without prejudice, seeking 
to obtain the maximum ultimate 
value for each dollar of expendi- 
ture.” This principle is self-evident. 
In a few words, it sums up what 
most of us feel is our main duty. 

At Bigelow, our buying must con- 
form with the following statements: 


a. To buy from sources with good 
reputation and with financial 
standing suitable for their engage- 
ments. Buyers shall keep posted, 
through the Company’s credit de- 
partment, relative to the financial 
responsibility of the firms with 
which we deal. 


b. To secure competitive bids unless 
there is only one source of supply; 
or if it is an emergency order; or 
the amount is so small as to pre- 
clude the possibility of making a 
saving; or sufficient evidence from 
previous bids and experience is 
available to justify the placement 
of an order. 


c.To accept the low bid unless 
superiority in quality of product 
or service (including delivery) 
can be clearly demonstrated to be 
of value to the Company; or un- 
less the bid is of the nature of 
“buying in” to eliminate compe- 
tition with the idea of future re- 
coupment. 
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Specific and effective departmental policies are established within the framework of com- 
pany policy and of the professional code. They are consistent with both, and give meaning 
and application to the more general principles upon which good business practice is based. 


d. To buy from the vendor or vendors 
contiguous to the point of use, 
other considerations being equal. 


These provisions adequately sup- 
port the principle. I am sure the 
word “prejudice” as used here is 
intended to be within the dictionary 
definition of “a leaning toward one 
side of a question from other con- 
siderations than those belonging to 
it.” Thus, we can have a prejudice 
either favorable or unfavorable to 
something. 

This gives us a leg to stand on 
whenever a favorite theory of selling 
is trotted out to the effect that an 
industrial buyer can be  over- 
whelmed by the personal magnetism 
and friendly overtures of a high- 
powered salesman. It has always 
been my contention that a deaf and 
dumb salesman could sell me in 
competition with the most person- 
able salesman, provided he could by 
some means convey to me his com- 
pany’s ability to supply Bigelow to 
the best advantage. 


Be Informed 


The next principle is: “To strive 
constantly for a knowledge of the 
materials and processes of manufac- 
ture, and to establish practical 
methods for the conduct of his of- 
fice.” This calls for never-ending 
education, together with imagina- 
tion and drive to apply fresh knowl- 
edge constantly to everyday activi- 
ties. 

Daily trips away from the desk 
into your plant and frequent visits 
to suppliers should be well estab- 
lished habits. These habits are rich- 
ly rewarded by better knowledge 
of materials and processes, as well 
as by frequent discoveries of suit- 
able substitutes and improved meth- 
ods, resulting in lower costs. Par- 
ticipation in the educational activi- 
ties of your Purchasing Agents 
Association is another excellent 
way to add to your knowledge. 

The fifth principle is: “To sub- 
scribe to and work for honesty and 
truth in buying and selling, and to 


denounce all forms and manifesta- 
tions of commercial bribery.” We 
all have this principle at heart. In- 
deed, without it we would lose our 
self respect. 


Ethical Standards 


The Bigelow manual underscores 
this principle with most specific 
instructions, such as: 


The vendors must know that the 
source has not been predetermined 
when bids are requested. 

The Company does not expect the 
proffer of and will not tolerate the 
acceptance or solicitation of im- 
moderate entertainment, significant 
gifts, or any loans, from vendors or 
their representatives. There are oc- 
casions when it is proper, in the in- 
terest of conserving time and of 
building relations, to meet with ven- 
dors and their representatives out- 
side of business hours. Under such 
circumstances, when it is proper for 
an employee of the Division to as- 
sume a reasonable expense for such 
meetings, it will be approved by the 
Vice President for Purchasing as a 
charge on the expense account, with- 
in budget limits. 


Courteous Reception 

The sixth NAPA principle is: “To 
accord a prompt and courteous re- 
ception, so far as conditions will 
permit, to all who call on a legiti- 
mate business mission.” The Bige- 
low manual puts it: “Courtesy and 
prompt reception are part of our 
code.” 

If you have any doubt as to the 
wisdom of that clause, let me tell 
you the.story of a large elevator 
manvfacturing corporation we will 
call X. One of its branch purchasing 
agents never saw salesmen. He 
was “too busy” to spend time with 
salesmen, and his whole office was 
run on that basis. ABC Company, a 
large vendor, wanted to sell its 
product to this plant, but its sales- 
men could never get an interview. 
The situation was so unusual that 
the top sales executives of ABC 
tried to gain entry, with no success. 

After this had been going on for 
some years, ABC decided to build 
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a 7-story office building. X Com- 
pany’s salesmen called on ABC to 
sell elevators, and found they 
couldn’t get an interview. So the 
top sales executives rushed in to 
crash the line—a six-figure order 
was at stake. Still, no interview was 
granted. Finally, X Company’s 
president heard of it and, since 
ABC’s president was a_ personal 
friend of his, called him up. To his 
astonishment, his old friend told 
him that if all ABC employees had 
to crawl up six flights of stairs on 
their hands and knees forever, for 
lack of X elevators, then they would 
crawl. When pressed for a reason, 
he told how the X branch purchas- 
ing agent had refused to give a 
hearing to ABC salesmen. You can 


imagine what happened to that 
buyer! 


Business Relationships 


The seventh NAPA principle is: 
“To respect his obligations and to 
require that obligations to him and 
to his concern be respected, con- 
sistent with good business practice.” 
The Bigelow manual says: “We 
wish to build strong and enduring 
relations with our tested suppliers.” 

Without mutual respect for obli- 
gations, strong and enduring rela- 
tions are impossible. Here is 
our opportunity to preserve and 
strengthen the good name of our 
company in the business communtiy. 


Warning against Expediency 


The eighth principle is: “To avoid 
sharp practice.” The opportunity 
for sharp practice on the buyer’s 
part has been limited by the sellers’ 
market of the last decade. However, 
we are now in a period where the 
buyer holds the whip hand in many 
cases, and is in a position to abuse 
this power. 

If the buyer really subscribed to 
the first seven principles we have 
just reviewed, he would find it im- 
possible to engage in any activity 
which could be defined as sharp 
practice. I believe the principle is 
stated in this form, however, to re- 
mind us that expediency and fly- 
by-night tactics are not respected 
by the profession. 

Quite aside from the purchasing 
game, you know there is always a 
day of reckoning. It is well to re- 
member that in purchasing, the day 
of reckoning often comes snoner 
than might be expected. The mate- 
rial or service we scorn or under- 
value on today’s market may turn 
out to be the life-blood of our 
Company a week hence. 

The next principle is: “To coun- 
sel and assist fellow purchasing 
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agents in the performance of their 
duties, whenever occasion permits.” 
This is one area we often neglect 
—usually for lack of time, although 
there may be those who still prefer 
to play a lone hand, with their cards 
close to their chest. However, events 
are moving too swiftly for us to suc- 
ceed by relying too long on our 
own little stock of knowledge The 
other fellow is probably facing the 
same problems we are, and reaching 
his own conclusions, some of which 
may be better than ours. 


Cooperation 


I sat in a meeting with four other 
purchasing agents last week, and 
simply because we were together, 
one of us was able to dispose of 
200,000 cadmium plated machine 
screws which were absolute lemons 
to his company, but valuable to 
another. I have never attended one 
of these group meetings right in our 
own division without bringing back 
more than I brought. 

The final principle is: “To coop- 
erate with all organizations and in- 
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dividuals engaged in activities de- 
signed to enhance the development 
and standing of purchasing.” Of 
course we think first of participa. 
tion in local and national activities 
of NAPA. Let’s not stop with meet- 
ing and convention attendance. The 
development and standing of pur- 
chasing can be aided by establish. 
ing purchasing classes at schools 
and colleges conducting business ad- 
ministration courses. Setting up— 
and sometimes conducting — such 
classes calls for our active partici- 
pation. Other activities such as ef- 
forts to promote more and better 
material standards also will en- 
hance the development of pur- 
chasing. 


Professional Development 


NAPA’s ten principles and stand- 
ards of purchasing practice are 
shown on the last page of the 
Bigelow manual, followed by the 
statement: 

“Bigelow-Sanford Carpet Com- 
pany, Inc., subscribes to these stand- 
ards.” 
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Some special problems, and how to meet them 








ince most companies have occa- 
S sion to award construction con- 
tracts only infrequently, many pur- 
chasing agents go for years before 
being called upon to handle con- 
struction negotiations. This article 
will point out some of the commonly 
encountered problems. It is well to 
know about them before you meet 
them face to face in actual building 
operations. 

In some other types of purchas- 
ing, a buyer is able to. check his 
judgment before making a long- 
term procurement contract, by plac- 
ing trial orders or securing other 
guarantees of performance. Not so 
with construction. There is no 
chance here for a “trial run” for 
your building. You are dealing in 
a “futures” market, and it behooves 
the purchasing agent to consider 
this feature carefully before going 
too far out on the limb. 

Assume that you, as the pur- 
chasing agent, have been asked to 
contract for the construction of a 
$250,000 factory or warehouse build- 
ing for your company. For the past 
year or so, you and your associates 
on a building committee have been 
establishing your needs, and have 
engaged an architect. You have been 
purchasing the land, and have seen 
to it that title is cleared. The archi- 
tect has been securing approvals 
from the city building and zoning 
departments showing fulfillment of 
all requirements. Your treasurer 
has made the necessary arrange- 
ments for funds. Now, with the 
drawings and specifications ap- 
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Contracting for 


Building Construction 


By John R. Zehner, Purchasing Agent, Turner Construction Co., New York 


proved, you have reached the stage 
where you are ready to go ahead 
and build. 


Selecting the Bidders 


One of the first things to decide 
on is the selection of bidders. On 
much public work, this goes by the 
high-sounding name of prequalifi- 
cation. Regardless of the term used, 
it is just as important that you have 
qualified bidders on private work. 
Fortunately, you can exercise more 
latitude, in your company’s interest, 
than can the public official in charge 
of contract awards. 

There are about 350,000 general 
contractors in this country. It is an 
easy business to get into. Obviously, 
some are better qualified than 
others. Also, some of them definitely 
will not be able to do the work 
you require. 

A study of other recent building 
operations in your community and 
inquiries directed to large building 
material dealers should develop 
names of possible bidders. Your 
architect or engineer doubtless will 
offer names. If you have respons- 
ibility for selection of the contrac- 
tor, you will want to check all re- 
ports personally and visit some of 
the jobs which the bidders offer as 
references. 

An inquiry directed to each pos- 
sible bidder is quite in order, to 
bring out answers to such points as: 

1. A list of similar buildings com- 
pleted by him during the preceding 
five years, with approximate con- 
tract prices and references. 


1 forum meeting of the Purchasing Agents Assoc 


ation of New York. 


2. A description of his organiza- 
tion and personnel available to 
handle the work, and their qualifi- 
cations for building in your com- 
munity. 

3. Information as to how certain 
phases of the work—such as con- 
crete, masonry, carpentry—would 
be handled by the bidder. 

4. A list of current work, its sta- 
tus, and future contracts. 

5. A recent financial statement. 

If the prospective bidder has sat- 
isfactorily handled contracts of a 
size comparable to your project, 
you may expect he is capable of 
completing your building. But if his 
largest job to date has been sub- 
stantially less than the budgeted 
cost of your building, you need to 
appraise the risk involved. 

Ask yourself, too, what type of 
building you are after, i.e., a monu- 
mental structure, a speculative 
building, or a complex structure re- 
quiring careful coordination and 
supervision. All contractors are not 
necessarily adept at all classes. The 
contractor specializing in small 
standard apartment or store build- 
ings, for instance, might not be able 
to move his subcontractors and men 
to a carefully constructed and high- 
ly involved industrial building and 
get results satisfactory to all con- 
cerned. 

Here are some reasons why gen- 
eral contractors fail. It will serve as 
a check list by which to measure and 
compare prospective contractors. 

a. Accepting too much work, with 
insufficient supervision. 
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b. Having too many irons in the 
fire. When a contractor spreads his 
interest too widely, in unrelated 
lines, his construction work suffers. 

c. Taking contracts too cheaply. 

d. Failing to recognize possible 
shortages of critical materials. 

e. Bucking a rising market in 
labor and materials. 

f. Taking loose chances with 
weather conditions. 

g. Failing to make provisions for 
death or disability of a partner or 
other key men. 

h. Failing to settle labor disputes 
promptly. 

i. Lacking proper contacts for ob- 
taining competent and _ sufficient 
labor. 

j. Engaging in ventures in specu- 
lative building fields, so that work- 
ing capital is tied up in mortgaged 
real estate equities. 

From the buyer’s standpoint, it is 
far better to have a bidding list of 
4 or 5 contractors qualified for the 
particular job than to have several 
more who would not be able to 
complete the work if any unusual 
conditions were encountered. 


Invitations to Bid 


After you have decided on your 
bidding list, you send the contrac- 
tors invitations to bid, advising them 
of the date when bids will be re- 
ceived. A reasonable time (usually 
about 3 weeks for a job such as we 
are considering) should be allowed. 
This gives the bidders time to check 
site conditions, labor conditions and 
material prices, and to receive a 
sufficient number of subcontract 
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bids on those items where this is 
required. 

While the proposals will be re- 
quested in accordance with draw- 
ings and specifications, it is advis- 
able that bidders be given an op- 
portunity to suggest alternates as 
a means of taking advantage of 
materials or conditions which the 
architect did not consider when he 
specified the job. It is a good idea 
to include a clause reserving the 
right to reject any or all bids, and 
to waive formality of the bidding. 

The bidders should also be asked 
to indicate the time required to 
complete the contract. If the specifi- 
cations do not indicate it, the in- 
vitations to bid should name the 
contract form which would be used 
for the agreement. 


Analyzing the Bids 


So far so good. You open the bids, 
hoping they are within the appro- 
priation. But suppose the low bid 
is $290,000, instead of the $250,000 
your Board of Directors budgeted. 
Perhaps (in fact, quite probably) 
alternates or substitutions can be 
worked out with the architect and 
the low bidder, which will reduce 
the estimate somewhat—say, to 
$270,000. 

If the budget figure is a hard and 
fast ceiling, the only alternative in 
economizing is to recheck require- 
ments and reconsider some of the 
features originally planned. Ex- 
perience here advises caution in 
dropping items that your judgment 
of a few weeks ago told you were 
necessary. It is not uncommon for 


an owner to omit certain work so 
as to stay within an appropriation 
and then find, some months later, 
that the features were still essen- 
tial. The trouble then is that the 
work has progressed so far, and 
contract awards made, that the cost 
of reinstating the work becomes 
far more than the credit originally 
taken. It is obvious that the best 
time to make changes, if they have 
to be made at all, is before the con- 
tract is agreed upon. 

If the selection of bidders has 
been carefully made, the chances are 
good that there will not be any 
gross errors in the bidding. On the 
other hand, there is always some 
chance of an obvious mistake in the 
figures. In that case, it is far better 
to bring it out in the open than try 
to extract a good job where there 
isn’t enough in the contract price 
to take care of it. Good building 
never results from a contract based 
on a contractor’s gross error as to 
its cost. 

If your analysis of the bids and 
bidders makes you seriously ques- 
tion the advisability of an award to 
the lowest bidder without a surety 
bond, it is altogether possible that 
this award may not be in the own- 
er’s interest and that it deserves 
much closer scrutiny. 

Perhaps the second bidder has a 
better record of successful per- 
formance sufficient to justify a 
slightly higher price. Perhaps his 
credit rating is better, giving better 
assurance for procurement of ma- 
terials. I ran across a Dun & Brad- 
street report on a low bidder a few 
years ago showing overdrafts on 
his business checking account. Put 
yourself in the position of a credit 
manager having to decide whether 
to sell hard-to-get materials to such 
a contractor, or sell to the one who 
discounts his bills. Your occupancy 


of the building may easily be af- 


fected by months if there are de- 
lays in obtaining materials. 
Possibly a low bidder is well 
qualified for the work, but investi- 
gation shows that his contracts have 
a way of never clearing up—a record 
of litigation over technicalities on 
which his legal position is defensible 
but on which trade practice is some- 
what “on the fence”. Even assuming 
the avoidance of lawsuits, such a 
contractor is not easy to deal with 
when it comes to changes. Some- 
times there seems to be a tendency 
to do as little as possible so as to 
comply with the specifications. 
Again, a low bidder’s proposal 
may be based upon mill delivery 
of steel or some other critical ma- 
terial, whereas the second bidder 
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The Mutual Life Insurance Company of New 
York building, located in midtown Manhat- 
tan. This building serves as an excellent 
example of results obtained on a fixed-fee 
contract. 

















Cooperatton by the owner, architect, and 
contractor in developing requirements re- 
sulted in satisfactory completion of a com 
plex business structure according to schedule. 
Just eleven months from the day the steel 
was set, the first policy was issued and the 
office was in full operation at the new 
location. 


may either have the material on 
hand or plan to get it from available 
warehouse stocks. The assurance 
that goes with the higher bid will 
often be worth far more than the 
premium over a low bid based on 
mill delivery. 

Remember that the difference be- 
tween two bids dollarwise is not 
always a fair measure of value to 
the owner. The prime purpose of 
erecting a building is to secure the 
profit advantage which comes with 
its completion. If that advantage is 
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partly lost, through delay or in the 
erection of a building that scarcely 


meets specifications and requires 
more maintenance, the selection may 
not have been in the owner’s in- 
terests. 

The procedure in handling larger 
construction contracts follows pretty 
much the same pattern. Once you 
have assured yourself of a work- 
able procedure in the handling of a 
$250,000 contract, a job ten times as 
large would not be correspondingly 
harder to control. 


Taking lump sum bids and award- 
ing a contract for a definitely speci- 
fied building, using well detailed 
drawings, accurately covering the 
owner’s requirements, will result in 
a satisfactory operation provided the 
contractor has the experience and 
capacity to handle the job. 

Suppose, however, that the facili- 
ties are required at once and that 
only sketches or preliminary draw- 
ings have been prepared for the 
work, which must be started im- 
mediately. Here again, the purchas- 
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ing agent’s problem is to find the 
names of qualified contractors who 
have a background of experience in 
handling work in this manner. An 
inquiry is again in order to estab- 
lish their qualifications. 

Not all contractors are equipped 
to handle incompletely designed 
building projects. This type of con- 
tract requires proper coordination 
of the work in process, which often 
involves many changes. The con- 
tractor must often furnish help to 
the owner and architect in prelimi- 
nary stages, when it will do the 
most good in establishing the most 
economical designs, at the same 
time keeping current work pro- 
ceeding with the least delay. 

Usually, with the final require- 
ments uncertain, it would be un- 
wise for both owner and contractor 
to agree on a lump sum price. How- 
ever, because the general scope of 
the work is known and the con- 
tractor can tell about how long it 
will take to maintain his organiza- 
tion on the job, it is possible to 
arrive at a fixed fee for which the 
work can be undertaken on a cost- 
plus basis. 


Cost-Plus Contracts 


There are other reasons for 
awarding cost-plus or fixed-fee con- 
tracts. Probably the most important 
of these has to do with the wisdom 
of engaging the best talent available 
when the owner is faced with obvi- 
ously difficult or exacting construc- 
tion problems. 

Back in January, 1940, an article 
appeared in Architectural Forum 
‘entitled, “What form of building 
contract best conserves the owner's 
interests?” I commend this as a 
good outline that still summarizes 
the advantages and disadvantages 
of lump sum and cost-plus fixed- 
fee work. Reprints are available. 

Just as, with lump sum work, it 
is advisable to look beyond the bid 
price, so also, in cost-plus work, it 
is even more important to look be- 
yond the fee quoted. The experi- 
enced owner, faced with a large 
project, will decide on a reasonable 
fixed-fee for the work involved and 
compare qualifications and advan- 
tages of the contractors he is con- 
sidering on the assumption that the 
same fee will be paid to each. 

Competition between contractors 
on the basis of fixed fees is some- 
thing to consider carefully. Some 
large projects have been under- 
taken at such low fees that the 
contractor’s overhead costs are not 
provided for. One of the main ad- 
vantages of a fixed-fee contract is 
that it provides a skilled organiza- 
tion to schedule and coordinate the 


building program from start to fin- 
ish. If the fee is insufficient to 
provide the necessary management, 
one of the chief advantages for this 
method have been lost. 

While on the subject of cost-plus 
work, five points should be empha- 
sized: 

1. A mutual understanding of the 
items that constitute cost and the 
fee should be reached, and adhered 
to in all discussions. 

2. An understanding of contrac- 
tor’s salary schedule is advisable. 

3. When a contractor’s own equip- 
ment is used on cost-plus work, a 
schedule of applicable rates should 
be established, with the further un- 
derstanding that if lower rates for 
equipment in the area are available, 
such equipment shall be used if it 
is in the owner’s interest to do so. 

4. Have your prospective con- 
tractor explain what you may ex- 
pect in the way of cost control, 
what reports will be made to you, 
and what steps will be taken to 
insure economical production. 

5. Consider the possibility of 
establishing not only a fixed fee but 
also a guaranteed upset price as 
soon as the drawings and specifica- 
tions are in shape to permit a close 
estimate to be made. In any event, 
secure an overall estimate as 
promptly as the work permits. Any 
reliable general contractor wants 
the owner to know the probable 
cost for two reasons: (a) assurance 
of reimbursement, and (b) to avoid 
later embarrassment. 


Contract Forms 


Most contractors are not likely to 
be interested in a special contract 
form markedly different from the 
form they are accustomed to. Their 
own agreement forms are pretty 
well standardized and ordinarily 
would serve satisfactorily. If there 
is any question in your mind, it 
would be better to specify a con- 
tract agreement such as the one 
recommended by the American In- 
stitute of Architects. All contractors 
are familiar with it, and it may be 
modified to suit conditions. 

“General Conditions” are avail- 
able for the AIA contracts only in 
connection with lump sum work; 
applicable conditions have not been 
issued for cost-plus work by AIA. 
The form of cost-plus-fixed-fee con- 
tract used by the Defense Plant 
Corporation during World War II 
proved very fair and satisfactory, 
and will serve as a good model. 

In any case, take care not to make 
the contract and bidding informa- 
tion too complicated that contractors 
hesitate to bid because of the details 
involved. 


If it isn’t already indicated in the 
specification, be sure that your in- 
quiry establishes the insurance re- 
quirements for both Workmen’s 
Compensation and Public Liability, 
Certificates showing both types of 
coverage should be furnished you 
by the contractor. In this case, the 
minimum limits would probably be 
$100,000/$300,000 for Public Lia- 
bility. Frequently, owners of larger 
buildings require limits that are 
considerably higher, due in part to 
the well known tendency of the 
public to claim high damages. 

In some cases Property Damage 
insurance is also advisable if the 
risks are unusual. Automobile in- 
surance coverage should also be 
furnished if such equipment is in 
use on your building site. 

In addition, Owner’s Protective 
Liability insurance should be taken 
out in the name of the owner, either 
by the contractor or yourself, on 
any possible liability. 

Normally, it is more economical 
for the owner to provide fire in- 
surance coverage both for materials 
on the site and those installed in the 
building. The usual exception is that 
the contractor and the subcontrac- 
tors are held responsible for in- 
surance on their tools and equip- 
ment. 


Financial Statements 


Contractors’ financial statements 
present information that is very en- 
lightening in the determination of 
comparative ability to perform. 
These statements vary considerably 
in their makeup, but do afford a 
starting point for comparison. Those 
prepared by a certified public ac- 
countant are preferable. 

There is no question about cash, 
government securities, and current 
earned estimates. When you go be- 
yond these, it sometimes becomes 
difficult to determine and separate 
the current assets from those that 
are not current. Form lumber on 
the site, ready to incorporate into 
the building, is an asset—but, piled 
up in a contractor’s yard, it may 
not be considered current. It is im- 
portant not only that the accounts 
payable be fully listed, with those 
that are past due so shown, but that 
accrued liabilities, especially income 
taxes, also be indicated. Equipment 
valuations should be in terms of 
usable items for active jobs in the 
contractor’s own field. A pile of 
equipment rusting in the yard does 
not help much in establishing credit 
to run a construction job. 

One of the best forms for report- 
ing a contractor’s financial state- 
ment is that used by the New York 
City Housing Authority in connec- 


PURCHASING 








ee ee ee 








Many industrial construction 
contracts deal with altera- 
tions to existing plant and 
must be coordinated with 
going operations. Such pro- 
jects call for special quali- 
fications in the contractor's 
experience and organization 
facilities. 


tion with prequalification of bidders 
in general construction. The pre- 
qualification form itself might be of 
considerable interest to purchasing 
agents awarding major construction 
contracts. 


Pitfalls in Contracting 


A check list of things to guard 
against in construction negotiations 
corresponds surprisingly closely 
with points that most purchasing 
agents are conscious of in their 
normal buying. The terminology 
may be different, but you will recog- 
nize in them the same ideas that 
flash “caution” whenever you en- 
counter them in purchasing. If we 
think of pitfalls in the common 
terms of quality, service, and price, 
it becomes easier to recognize them. 
While they do not always fit neatly 
into one of these three groups, at 
least we can make a start. 

First, there are the quality stand- 
ards required for your work. The 
fact that your contractor has been 
operating for 25, 50, or 100 years 
is not the important factor; it is 
vitally important that he have a 
record of recent jobs similar or 
equal to the one you are interested 
in. Whether he is a large or small 
operator is of secondary importance 
in comparison with his ability to 
furnish a qualified organization to 
perform in accordance with the 
standards of workmanship with 
which you will be thoroughly satis- 
fied. 

Secondly, there is service—the 
day to day performance on the 
contract. A close screening of .con- 
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tractors will point out those who 
consistently fail to give owners oc- 
cupancy when promised. Much con- 
struction today involves alteration 
work in existing plants. It doesn’t 
always follow that a contractor who 
has erected buildings in the wide 
open spaces has had sufficient ex- 
perience in coordinating the con- 
struction with your production 
operations. Other factors already 
mentioned in connection with anal- 
ysis of bids are also worth con- 
sidering as pitfalls in this group. 

Finally, there is price. I have 
listed four items which need to be 
considered if your building program 
is to be completed with a feeling 
that the expenditures have been 
wisely and economically made. 

1. Consider your’ construction 
problems broadly. If one portion of 
the work may be awarded on a 
lump sum basis, will additional work 
or changes develop in the near fu- 
ture that would take away what- 
ever advantages a lump sum agree- 
ment might have? 

2. Consider just what constitutes 
changes in the work, as affecting 
both time and money. What con- 
tractual agreement has been estab- 
lished for pricing the changes? An 
owner should have an estimate of 
the cost of changes, not only to 
establish the value, but to help him 
know what he is getting into; possi- 
bly the expense may not be justified. 
Avoid any scaling down of the job 
after the award, because it usually 
becomes uneconomical. 

3. Consider very carefully any 
offers to design mechanical or struc- 





tural layouts without charge, or 
at a nominal charge, in exchange 
for specifying certain equipment or 
materials exclusively, when trade 
practice normally would expect 
charges for such designing. 

4. Contracts based on drawings 
and specifications are fine, if the 
information is complete. In such 
cases, these are real “tools” for 
operating the job. If they are not 
complete, they can still serve as 
the basis for a contract, but it be- 
comes difficult for an owner to 
arrive at an accurate cost until all 
work is completed and the bills 
paid. You just can’t tie a string 
around a bundle of incompleted 
drawings and specifications and es- 
tablish a firm price. If specifications 
are too onerous, they may have 
the effect of increasing the cost of 
the work, or of giving the owner a 
false sense of security on specifica- 
tions that would not stand up in 
court. 

Just as the architect and engineer 
are happy over their accomplish- 
ment in the design of a large struc- 
ture, contractors have a sense of 
pride in the successful completion 
of a job, regardless of its size. Each 
job represents a new challenge. 

The rewards of foresight and ad- 
vance planning by the buyer and 
his associates, the ability to make 
prompt decisions when the facts 
are presented for consideration, all 
pay off in a building that will serve 
you well. And the buyer has a right 
to take pride in his responsibility 
and accomplishment in the success- 
fully completed project. 
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HE purchasing department of 

the Standard Oil Company 
(Indiana) recently moved into 
new offices conveniently located 
on the ground floor of the Com- 
pany’s headquarters building at 
910 South Michigan Avenue, Chi- 
cago. (See “Introducing A New 
Office Location”, January issue, 
p. 70.) Here are some representa- 
tive views of the new facilities. 





The business caller comes directly into the purchasing department lobby, where 
a courteous receptionist is in attendance to help him reach the right member 
of the buying staff. 


The reception room is spacious, comfortably furnished, air condi- 
tioned. It is equipped with telephone, coat room, and other facilities 
for the callers’ convenience. 


Corridors immediately off the reception room give access to the 
buyers’ offices. The “welcome booklet” includes a floor plan and » 
guide to the Iccation of each buyer. 


A supplier's representative confers with D. T. Daegling, Purchasing Typical buyer's office provides ideal working conditions. It is com- 
Agent for Standard’s operating and supplies division. modious, uncluttered, private, and air conditioned. 
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hasing department confer in a typical 
Typical office in the records division of the purchasing department, pier aye soa of the purc g dep 
i workin , 
showing truncated partitioning. 


are 
The conference room for small staff meetings and interviews where several people » 
concerned. 


Overall view of the open, well lighted quarters of the invoice division. 
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Many types and sizes for many purposes 





Selecting the Right Sling 
for the Job 


By Walter e. Richards, Chief Engineer, A. Leschen & Sons Rope Co., St. Louis, Mo. 


RE you sure that the types of 
f Ba you have in use are ex- 
actly what you should be using? 
Even a sling user of long experience 
may ocvasionally become confused, 
with the wide selection of slings 
available by types, constructions, 
sizes, and makes. 

This discussion establishes general 
rules for the selection and applica- 
tion of wire rope slings—a guide to 
proper sling selection for the par- 
ticular job. 

A basic question, of course, is: 
Should a chain sling or a wire rope 
sling be used? Both have their mer- 
its. Chain slings have historical 
precedence in many applications, but 
the use of wire rope slings has been 
steadily increasing in recent years. 
If the use of one type or another 
seems to be based on precedent or 
habit alone it is worth checking the 
application very thoroughly to de- 
termine whether that habit should 
be changed. 

Once it is determined that a wire 
rope sling will do a better job, there 
are six factors to consider before the 
type, size, and length of the sling 
can be specified: 

1. The load — its size, weight, 
shape, etc. 

2. Working area (e.g., amount of 
headroom), 

3. Size and description of crane 
hook. 

4. Angle of inclination (vertical 
lift, or otherwise). 

5. Location and description of lift- 
ing lugs, if any. 

6. Plane of attachment of fittings. 

With this information documented, 
your sling supplier can be of greater 
help in recommending the sling that 
will give you the best possible ser- 
vice. 
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First, the best suited type of sling 
will be determined, Slings are classi- 
fied by three types: (1) standard 
single-part; (2) endless, either con- 
tinuous strand (grommet) or spliced; 
and (3) multiple-part, laced or 
braided. 


Standard Single-Part Slings 


Standard slings are made up of 
one or more lengths of standard wire 
rope. The sling may have a single 
length, with necessary end attach- 
ments, or be in the form of a bridle 
with two, three, or four legs. It is 
well suited for general lifting opera- 
tions, large or small, where the sling 
is attached to fixed rings or lugs and 
where sharp bends in the sling are 
not a major consideration. Standard 
slings are generally available in sizes 
from 3” to 2” diameter. Smaller di- 
ameters are generally of 6x19 con- 
struction, and diameters of 144” and 
over are 6x37. 

Single-part slings are available 
with various combinations of end fit- 
tings, such as thimbles, loops, hooks, 
open and closed sockets, swaged- 
sleeve loops and others. 

It is usually easy to determine the 
size sling best suited to the applica- 
tion, simply by checking maximum 
loads to be lifted, and referring to 
the rated capacity charts of the 
manufacturers. Standard slings cost 
less than multiple-part slings, but 
it is a good rule not to let cost mis- 
guide you into overlooking more 
efficient, more economical slings of 
other types. 

When standard wire rope slings 
are made of flexible, preformed con- 
struction, they are easier to handle. 
Typical applications include: han- 
dling machinery, castings, and ob- 





jects having fixed rings or lugs for 
attachments. 


Continuous Strand Slings 


A wire rope sling made of a con- 
tinuous strand is called a grommet 
sling. This single length of strand is 
laid in place around itself to form a 
round 7-strand endless sling. This 
type is generally available in sizes 
from 4” to 2%” in diameter. 

Grommet slings are generally 
more efficient than spliced-endless 
single slings in the short lengths in 
which they are ordinarily used. They 
are made with only one tuck in- 
stead of six as required in the run- 
ning splice. Frequently they can be 
used without the need of forming 
loops or attaching fittings. They are 
ideal for forming sling “hitches” of 
various types. 

Grommet slings may be used for 
lifting lighter loads, where the sling 
is not subject to excessive friction or 
severe bending, and for heavy cylin- 
drical loads. It is economical to have 
grommet slings available because 
they are easy to use and to handle, 
and serve a variety of purposes. 


Multiple-Part Slings 


In multiple-part wire rope slings, 
ropes of smaller diameter are laced 
or braided together instead of using 
a single wire rope as the body of the 
sling. There are two types—flat- 
laced and braided. 

A flat-laced sling is just what the 


name implies—with several parts of 


wire rope laced together to form a 
smooth, flat-bodied sling. Since the 
body section is flat, load pressure 
is distributed over a greater area 
than with a round-bodied sling. 
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Types of end fittings available on 
standard wire rope slings. 


Consequently it has a strong grip- 
ping power on both flat and round 
load surfaces, less wear on the sling, 
and less marking of highly finished 
surfaces on the load. Also, there is 
greater flexibility, for easy handling. 

The loops at the end of flat-laced 
slings are formed by laying in an 
additional section of wire rope. They 
are designed to be self-supporting 
without the use of thimbles or serv- 
ings, as are usually required with 
other multiple-part slings. No splic- 
ing is required, and flexibility is 
maintained in both the body and the 
loops. 


Braided Slings 


Braided slings consist of several 
parts of wire rope assembled into a 
round-bodied braid. The most com- 
monly used types are 6-part or 8- 
part. This process provides a highly 
efficient combination of flexibility 
with utmost strength. Internal ten- 
sion is at a minimum, so that there 
is far less tendency for the sling to 
kink or loop. It wraps around a load 
easily and securely, carries odd- 
shaped loads and slippery objects, 
and holds highly finished loads 
snugly and surely without marring 
or scuffing the finished surfaces. 

Considerable strength is built into 
this type of sling as compared with 
single-part slings of equal flexibility. 
Consequently braided and flat-laced 
slings are most suitable for heavy 
duty work. Both types are available 
with wire rope parts in sizes from 
%” up to 1%”. They may be used 
in place of single slings, either sin- 
gle-part or in the form of bridles, 
and in addition may be specified for 
the most difficult applications. 
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Standard slings may be used as a 
single length, or in the form of a 
bridle with two, three, or four legs. 


Regardless of the type of sling 
used, you must determine the most 
suitable and most efficient sling 
length and diameter for the given 
application. These can only be cal- 
culated from the weight and shape 
of the load to be lifted. Also, it is 
necessary to know whether the legs 
of the sling will lift vertically or at 
an angle. The nearer vertical the 
legs, the less the tension in the sling, 
as shown in the accompanying dia- 
gram. As the vertical angle increas- 
es, the sling must be of continuously 
greater capacity—up to about six 
times the load at 170 degrees. 

When ordering, the length is 
shown from bearing to bearing of 
loop, hook, or socket, for standard, 
flat-laced and braided slings. For 
grommets, the circumference (or 
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Anchor Hitch Basket Hitch 
Endless slings, or grommets, form “hitches” 


without the use of end loops or fittings. 


length when doubled) 
given. 


should be 


Quality 


Where workers’ safety, as well as 
efficiency and economy of operation 
are involved, it is extremely impor- 
tant to obtain the best quality prod- 
uct available. This applies to both 
quality of materials and workman- 
ship. 

Selection of a reliable supplier is 
basic. Sling testing by users is a 
good idea where facilities for that 
purpose are available. Work tests 
are also advisable to determine ex- 
actly how a particular make, type, 
and size sling performs best on the 
job. The net result is long sling 
service, greater safety, and reduced 
costs. 


Tension in wire rope slings becomes much greater than actual load weight as the vertical 
angle increases, when slings are placed in position around the load. 





i 2 




































































‘ a 
a ° - 
8 3| 3 : 
1000° 1000° 1000° 
Diagram A Diagram B Diagram C 
he 2 
& * Ore = 7, 
y s eee ‘ . 
. : 
1000° 1000° 1000° 
Diagram D Diagram E Diagram F 


95 








Profits are the measuring stick 








Purchase Plant Equipment 
as An Investment 


By Carter Cc. Higgins, President and General Manager, Worcester Pressed Steel Company, Worcester, Mass. 


ELECTING and approving new 
S equipment for your company is 
a very important factor in its long- 
run success. All too often, decisions 
are based on whims and snap judg- 
ment, the strength of a salesman’s 
pitch, or a forecast of favorable 
business. Frankly, the basic ideas 
behind buying new equipment need 
looking into. 

Most of us recognize the impor- 
tance of this problem, but the de- 
termining factors of when to invest 
or not to invest continue to be han- 
dled on a most informal basis. To 
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counteract the resulting chaos, we 
at the Worcester Pressed Steel Com- 
pany, for the past few years, have 
been thinking through basic princi- 
ples to aid us in investing our stock- 
holders’ money. Of course, the judg- 
ment of qualified people must con- 
trol such decisions, but let’s see what 
policy guidance we can give them. 
Obviously, personal pride, a desire 
to expand, or attempts to be “pro- 
gressive”, etc., should not control 
our actions. 

If we buy equipment which, over 
a period of time, earns less than our 
present average return on invest- 
ment, our return on investment is 
going to go down. If it returns more 
than our present equipment, our 
earnings will improve. Stockholders 
are not interested in our buying 
equipment which will not pay for 
itself. 


Equipment Budgets 


Most companies have a budget for 
new equipment purchases. This 
should be based on what you can 
save by buying equipment and 
keeping your plant where you want 
it to be, rather than on account of 
orders you are booking. 

To go down hill, set your budget 
at your inadequate depreciation al- 
lowance, and your plant will shrink. 
Set it at about twice this level, and 
your plant will hold its own physi- 
cally. If increasing demand for your 
products warrants, you should have 
a still higher budget figure to corre- 
spond. Even if business is bad, you 
shou'dn’t stop buying equipment 
which will improve the situation. 

A rough annual budget is particu- 
larly valuable in timing new equip- 
ment purchases, from year to year, 
but it tells you very little about 
what to buy. 

Sales and product engineering 
departments are one source of sug- 
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gestions to investigate new equip- 
ment. Questions of potential profit, 
personnel training, competition, and 
competitive reaction, make it hard 
to estimate possible returns. Im- 
portant and expensive investment 
will require much study. 

On the other hand, adding a ma- 
chine to round out a_ production 
line may be easy to justify. A single 
machine may enable you to gain 
new business, or keep your present 
business in terms of quality. In such 
a case, the return may be high. 

Your shop will doubtless be an- 
other source of projects to investi- 
gate new equipment—whether to 
handle work now done outside, or 
to improve methods, or to replace 
old equipment. 

Consider all factors involved in 
taking over work being handled out- 
side, such as: the full investment 
required for work in process, tool- 
ing, space available, the skills of 
your operating forces, etc. Ask 
yourself: Do your key men have 
skills equal to those of the outside 
specialists? For instance, stamping 
requires someone to repair presses, 
someone to repair tools, die setters, 
ete., all in addition to the press 
operator and supervisor. 

Some years ago we gave up plat- 
ing because we didn’t have the 
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volume to justify the technical 
knowledge needed. On the other 
hand, rather than sublet a simple 
operation, you may well save 
enough in handling expense so that 
it doesn’t make much difference how 
low an outside supplier may quote. 

Your shop will often want to re- 
place or duplicate equipment, and 
here you can compare the proposed 
with the present practice, mathe- 
matically. But, like the salesman 
who may have an order based on a 
passing fancy behind his request 
for a machine, so the foreman who 
has a bottleneck for two or three 
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fail to include all pertinent costs of installation, 
operation, investment, and taxes in your 


@ proposed investment in new plant equipment. 


base your estimates on the assumption of full-time — 
use of new machines uniess steady operation is reo- 
sonably assured. Machines don't earn profits orpey 
their own way when standing idle. 


overlook advantages of improved quality, ¢ 
scrap production, savings in supervision, and usef 

ness in rounding out a product line, along with th 
volume of machine output. 





SOME COMMON HAZARDS IN DECIDING 
ON NEW PLANT EQUIPMENT PURCHASES 


Pe 


base new equipment budgets on depreciation sched- 
ules for present plant items, but on realistic ysis 


of the need to maintain plant efficiency and provide 
for normal growth. 


allocate budget arbitrarily by departments, but ac- 
cording to specific need. Budgets are a useful guide 
to the timing of equipment purchases, year to year, 
but do not tell what to buy. 





ERS 


take the age of present plant equipment as a reliable 
guide to replacement need. Many old machines retain fs 
years of useful life, and some relatively new ones 
may be capable of improvement. 


ie 


accept manufacturers’ claims of potential savings ex- | 
cept as supported by your own figures and analysis. 


ever losé sight of the primary objectives of all plant 
investment—earning power, profit return, and payoft 


days may wish to add some equip- 
ment, even if it has to stand idle 
most of the time. Beware of this. 
As a simple check, we have also 
found it valuable to list old pieces 
of equipment which might be candi- 
dates for replacement—although age 
alone is not the governing factor. 
Our supervisors and maintenance 
men improve this list by indicating 
items whose working condition is 
questionable. Such a list omits re- 
cent acquisitions which might be 
capable of improvement, and it also 
omits equipment not duplicated in 
your plant; therefore it is incom- 









plete and not a full guide. But it 
is a tool. 

Each plant should determine what 
return it wants to make on new in- 
vestment, relating this figure to its 
earnings on existing plant accounts. 
You can express the addition to 
your profits on a new investment in 
percentage form, as interest, or in 
the more popular form of a required 
payoff period. For example, if you 
expect 15% annual return, a payoff 
period of 6.6 years might be de- 
rived. 

Your original investment in- 
cludes: (1) Cost of the new ma- 
chine; (2) Freight to get it to your 
plant; (3) Installation costs; (4) 
Repair parts or additional inventory 
required. 

If your payoff period is based on 
the full investment (or cost minus 
the return you realize by selling an 
old machine or reinvesting it for 
standby purposes), you will actually 
realize about twice as much as the 
intended amount across the life of 
the machine. This is because the 
machine earns back its cost in de- 
preciation over its life. 

Your plant accounts are a melange 
of equipment in various stages of 
depreciation. At Presteel we base 
our expected returns on half the 
original investment. We make one 
exception: If we can get a five-year 
amortization certificate, for five 
years of investment this is 50% of 
machine cost, but for the rest of the 
machine’s life it is zero. Therefore, 
on a machine which will last for 
fifteen years, our average invest- 
ment is only 1/3 of 50%, or 16.7% 
This helps offset today’s taxes. 

It is a dangerous error to neglect 
the effect of taxes. Under the 
present excess profits tax, federal 
and state income taxes may take up 
to 75% of what a machine earns for 
you. You may see savings of, say, 
$3,000 a year on a $20,000 machine, 
but yeu may wind up with $750 re- 
turn—which is very meager on $20,- 
000, and not even very good on the 
$10,000 average investment. 

We have all seen manufacturers’ 
claims as to machines paying for 
themselves—but omitting deprecia- 
tion costs, taxes, etc., attributable 
to the new machine. Such figures 
are best ignored, though you can 
set up rough rules of thumb to see 
whether a new machine is worth 
looking into. If, for instance, a new 
machine shows savings of, say 25% 
of its major cost each year before 
taxes, we think we should investi- 
gate it. 


Investigations are not made easier 
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by confusion on the part of many 
equipment salesmen when we try 
to be specific about savings, instead 
of assuming that our present ma- 
chine is no longer useful just be- 
cause it is 30 years old. 

We can't tell precisely how long 
a machine will take to earn back 
the money we put into it. It may 
add new business and increase our 
necessary investment. This new 
business may absorb some overhead, 
so that annual returns are higher 
than the figured net profit. We still 
want the “payoff period” concept. 
Why? Why not just investigate the 
best equipment available and, based 
on comparison, choose the most 
promising items? Such a list would 
be very valuable, but in my ex- 
perience eight or ten full time re- 
searchers could hardly approach 
completeness. We need a guide. 

The payoff period can be altered 
if money is tight. It can be cut down 
if there is a great risk in your fig- 
ures, or if obsolescence threatens. 
On the other hand, if the return is 
fairly certain (like guaranteed fuel 
savings on a boiler), if a major 
hazard or cause for complaint can 
be eliminated, if you must round 
out your sales line, etc., a longer 
payoff period is justified. 

Recent increases in the cost of 
capital equipment make present de- 
preciation allowances inadequate 
and point to a shorter period (or 
higher return). On the other hand, 
constantly rising labor costs may 
lead to greater savings being re- 
alized than your figures show. 


Use-Hours 


The first question in investigating 
new equipment should be: How 
much of the time will it be earning 
a return? It is obviously a fallacy 
to say that a machine that is stand- 
ing idle is earning dollars for you. 
You cannot assume 2,000 hours of 
use, or more, as a basis for annual 
savings on most equipment. 

An idle machine is not going to 
be earning even its depreciation al- 
lowance. For instance, our figuring 
starts with items that depend on 
hours of operation, some of them 
annually, and if we are comparing 
with present equipment or prac- 
tices, we make the comparison here. 
The new machine may often cost 
more per use-hour than the present 
machine. It almost certainly will if 
you have, say, 1,800 hours of work 
on the present machine and 1,000 
hours on the new machine to com- 
plete all your plant requirements. 
For example: 
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1. Annual depreciation per use- 
hour is almost always higher on a 
new machine. (For a real old ma- 
chine, we figure its depreciation on 
original cost divided by the life to 
date plus two years.) 

2. Electrical power (which we 
figure at 242¢ per hp. per use-hour) 
will often be higher. 

3. Supplies may be the same an- 
nually, but higher per use-hour if 
the new machine will work fewer 
hours than the old one. If the new 
machine turns out more work, and 
supplies vary with the amount of 
production, they will be definitely 
higher. 

4. Estimated repairs may be 
somewhat less. Certainly a new ma- 
chine is not going to need any of 
the major repairs an older machine 
may require to keep it functioning 
two or three years more. A little 
more insurance and taxes, and 
possibly interest on borrowed 
money, may be occasioned by the 
new investment. 


Labor and Other Factors 


Let’s assume the costs on a new 
machine at $1.50 per hour, as op- 
posed to $1.30 on the old machine, 
but the new one will turn out twice 
as much work. In relation to out- 
put, you will save on the use-hour 
machine costs by buying a new unit. 
The $1.30 of the old machine should 
be multiplied by an efficiency factor 
(in this case 200%) to relate the 
output of both machines. Then, by 
multiplying by the use-hours, the 
net annual savings—or loss—can be 
arrived at. 

We put these figures on a standard 
form to aid us in better organizing 
our information. Next we turn our 
attention to labor savings. Assume 
that $1.70 of production labor would 
cost $3.40 on the old item, we save 
$1.70 per use-hour by installing the 
new unit. Also, say $1.90 setup on 
the new unit would cost $2.10 on 
the old one, and we have a saving 
of 20¢ per use-hour. Multiply these 
savings by the estimated production 
and setup hours per year of the 
new machine, and the result is the 
total labor savings for the year. 
(Labor rates should include only 
those fringe costs which are directly 
dependent on hours worked.) 

Our form provides room for as- 
signing values to special factors 
such as: 

1. Capacity. The new machine, by 
being slightly different, may add to 
profits. 

2. Supervision. This becomes a 
large item when an expensive ma- 








chine is capable of replacing several] 
operations. 

3. Scrap or quality complaints, 
Reduced scrap and better quality 
are important. Sometimes the likelj- 
hood of scrap requires more ex- 
pensive tool construction, etc.—al] 
costs to be considered. 

4. Down time. This may decrease 
your year’s shipments and profits, 
but generally it entails one of two 
things—either getting out a product 
a few days late, with the sales de- 
partment smoothing things out with 
your customers, or using a some- 
what less efficient machine to get 
it out on time. 

5. “Other”. This is a catch-all, 
We try to insert a value for em- 
ployee complaints, minor hazards, 
extra handling costs, etc. In this 
connection, we recently bought a 
water cooler to save so much walk- 
ing. 

Our form, then, has three figures: 
Use or machine-hour figures; annual 
labor savings, and annual special 
factors. Total up these three, deduct 
Uncle Sam’s share in your new in- 
vestment, and you have your sav- 
ings. 

Divide the average investment in 
the new unit by the savings (after 
taxes) and you have an indicated 
payoff period. 

Of course this form does not ap- 
ply to such items as typewriters, 
which should be replaced regularly. 
But the figures do apply in most 
cases, and the principles involved 
are helpful in selecting the piece of 
equipment to be used for compari- 
son. At all times, we must consider 
the piece of equipment which will 
give the best return on the average 
investment. 


Approaching the Golden Mean 

Naturally, all these factors cannot 
be measured to 100% accuracy. Try- 
ing to get that close would be like 
measuring a building with a yard- 
stick and then using a micrometer 
for the last inch. Your basic esti- 
mates of use-hours will probably 
be somewhat inaccurate. But these 
discrepancies lead us to repeat the 
value of combining qualified per- 
sonal judgment with the formal ap- 
proach. 

Finally, you get away from some 
of the poorest buying practices, such 
as allotting specific budget amounts 
to each department, whether they 
need them or not, or going purely 
on the basis of expected business, 
or buying based on unsupported 
opinion. Whatever we can do to 
improve the plan should put us in 
a better position for the strenuous 
competition ahead. 
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Protection is the prime function of a container 
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Basic Facts for 
Corrugated Box Buying 


By | 2 J. Gross, Technical Advisor, Union Bag & Paper Corporation, New York 





Adaptation of a talk delivered as part 
of the sales training course for Union's 
board and corrugated container sales- 


men. 





he fibre box industry, unlike 

most others, is a 100% custom 
business. Every corrugated box is 
specially built to do a particular job. 
It is rare that any two users have 
exactly the same needs. That’s what 
makes this business so interesting, 
but it also imposes an extra burden 
on both the purchaser and seller of 
boxes. 

To buy and sell this type of pack- 
aging successfully, both must go be- 
yond the mere techniques of their 
jobs. They should have some know- 
ledge of the principles of good pack- 
aging. They must know the par- 
ticular use requirements to which 
the package will be exposed and 
what shipping hazards it will meet. 
They should know something about 
basic design from a functional stand- 
point. 

First Things To Consider 

Here are the primary points to 
consider in selecting a container: 
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. Protection—This is the prime 


function of a container. Unless 
it protects it is useless. 


. Carrier Regulations—Box must 


meet Rule 41 in Consolidated 
Freight Classification (or its ex- 
ception) for rail shipment; Rule 
18 in Express Classification for 
express and for certain products; 
Rule 5 in Motor Freight Classifi- 
cation if shipped by motor car- 
rier. 


. Adaptability to Production Fa- 


cilities—Container must fit into 
presently available filling, clos- 
ing and handling equipment. 


. Adaptability To Storage and Dis- 


tribution Methods — Container 
must be able to store satisfac- 
torily under your plant’s condi- 
tions—long or short storage, 
moist or dry, hot or cold, etc. 
Shape must be suitable for pal- 
letization, if required. Container 
must meet distribution methods 
—is it rehandled or reshipped? 


Desirable Features 


These are the secondary points: 

5. Cost — Cost should be lowest 
possible without sacrifice of the 
primary considerations. 

6. Advertising Value and Display 
Features—Container should look 
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Drum Test. A ride in this rotating drum, with built-in baffles, conipresses into a few 
bruising moments the entire black-and-blue shipping lifetime of the average box. 


Drop Test. When the operator releases the trigger on this gallows-like contraption, the 


loaded box drops from a predetermined height to a concrete floor—flat on its face or ® 


on a corner, as desired—to simulate the jolts that might occur in actual shipment. 


attractive. Where applicable, it 
should be adaptable for display 
purposes. 


oo 


. Re-Use—Sometimes more than 
one use of the container is a 
big advantage. It must not, how- 
ever, affect primary considera- 
tions or increase over-all costs. 

8. Consumer Acceptance and Con- 

venience—Container must fit in- 

to use practices of the ultimate 
consumer. 


Hazards of Use 


What can happen to a container 
n its travels which will damage its 
ontents? What are some of the 
hazards to which it is exposed? 
What effect might they have on the 
product inside? 

1. Impact or Shock—Dropping or 
throwing of a container, hump- 
ing or switching of freight cars, 
etc., can cause breakage or bend- 
ing of product. 

2. Vibration—Vibration: can cause 
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loosening of parts and actual 
breakage where it coincides with 
natural frequency of product and 
sets up harmonic resonance. 


. Puncturing Blows— Other box 


corners, contact with any sharp 
object, such as protruding nails 
in cars, can cause piercing, tear- 
ing or denting of product. 


. Crushing—Improper stacking or 


shifting of load in transit causes 
crushing, distortion, breaking 
and bending. 


. Temperature Changes — Move- 


ment to and from climatic ex- 
tremes can cause melting or 
freezing and spoilage. 


. Moisture—High humidity in stor- 


age or transit can cause rusting, 
corrosion, spoilage. 


. Water—Exposure to rain from 


outdoor storage, condensation, 
shipment in leaking car or truck, 
etc., can cause staining, rusting, 
corrosion, spoilage. 


. Scuffing — Shifting im car or 


truck, rubbing against rails or 


supports in conveyor system, de- 
stroys the attractive appearance 
of the container. 

9. Contamination — Dirt, cinders. 
and foreign matter may get into 
containers when shipped in un- 
clean car or truck. Insect infesta- 
tion due to poor storage condi- 
tions causes dirtying, spoilage. 

10. Pilferage — Whole packages or 
portions of contents may be 
stolen in storage or transit. 


Basic Principles of Protection 


A well-known packaging engineer 
once prepared a list of 15 basic 
principles covering all aspects of 
package protection. I have modified 
the list slightly so that it applies 
specifically to corrugated boxes. 

1. Enclosure—The container must 
act as a shield against contact 
with all outside bodies. 

2. Retention — Container must be 
strong enough to retain its con- 
tents. For many types of prod- 
ucts — canned goods, for ex- 
ample—the container is more 
subject to damage by the con- 
tents than by outside objects. 

3. Stability — A rigid container, 
such as a corrugated box, must 
be able to retain its shape when 
placed under stress. 
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. Restraint — Product movement 


should not be permitted in con- 
tainer except the small amount 
required for cushioning. 


. Separation — Multiple contents 


- 


which can damage each other 
must be separated. Glass bottles, 
for example, are kept apart by 
partitions. 

Cushion — The package must be 
able to dissipate shocks through 
proper cushioning. 


. Compatibility — There should be 


. Support — Package may 


10. 


11. 


12. 


nothing in the container which 
can damage the contents, or vice 
versa. For example, some types 
of liner board may contain small 
amounts of free sulphur which 
will tarnish silverware. 

need 
more support than that given by 
the container itself. This must 
be provided where needed and 
in the right direction. 


. Clearance—Surface Protection— 


Finished or fragile surfaces need 
protection from contact with in- 
side of container. Spacing 
blocks and protective wraps 
such as waxed paper or creped 
wadding—will do this. 
Distribution of Load-Bearing 
Surfaces — Bearing blocks and 
interior fittings should touch 
largest possible surfaces. This 
avoids too high pressures in 
small areas. 

Position—Article must be placed 
in container in best position to 
withstand impacts. 
Suspension—An article which is 
hung more or less free in a con- 
tainer by having it bear against 
solid supports on only one or 
two faces is suspended. This 
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Box dimensions that lend themselves to palletizing and interlocked stacking can 
greatly reduce both the cost and the hazards of handling. 

















Vibration Test. High frequency vibrations which 
are characteristic of rail and truck shipments 
are reproduced in the motorized shimmying of 
this test platform. 


Impact Test. Box overhangs the front end of a 
dolly on an inclined plane. Slamming into the 
solid backstop determines the cushioning effect 
of box and inner packing in protecting contents 
against shock. 
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gives complete clearance on 
other faces and provides good 
surface protection. 

13. Exposure—Sometimes holes are 
cut in container walls for ven- 
tilation or inspection. This also 
helps when shipping very fragile 
items. Freight handlers often 
are more careful with these 
items when they can see them. 

14. Closure—Different types of clos- 
ure affect the way a box per- 
forms. Glue gives a rigid box; 
stitches, a weaving box; strap- 
ping, a bag-like box. 

15. Advertising and Instruction — It 
is important to identify the con- 
tents and give proper handling 
position and other precautions 
to prevent breakage or injury. 

Protection against reasonable 
hazard is important. But don’t go 
too far and over-package against 
imaginary or remote dangers. It is 
unrealistic and uneconomical to ex- 
pect every last item to arrive in 
perfect condition. However, the 
amount of allowable damage varies 
with the product’s value and the 
results of damage. The amount of 
allowable damage in order to reduce 
container costs would be quite dif- 
ferent for the shipper of applesauce 
than for one who ships nylon yarn. 

For the shipper of dynamite, the 

tolerance should be zero. 


Best Shapes for Corrugated 
Boxes 


The shape of a box and the rela- 
tion of its dimensions greatly affect 
its utility and cost. In perhaps most 
instances, the shape of the box is 
fixed, being set by the shape of the 
contents. There are, however, 
plenty of instances where some 
flexibility can be allowed. 

There are two aspects to optimum 
shapes for boxes. One relates to 
handling, the other to cost. They do 
not coincide, so we must comprom- 
ise some. A long skinny box is not 
good, because impacts are heavy 
when it falls end over end. A cubi- 
cal box, which suffers least in tum- 
bling, is unsatisfactory for palletiz- 
ing and stacking in bonded. block 
pattern. 

The best-shaped box for handling 
and storing has a length about twice 
the width and a depth equal to or 
slightly less than the width. Such 
a box stacks well and lends itself 
to palletization. Its strength factors 
are at a good level. 

When thinking of dimension 
changes, remember that changes in 
gross weight may result. The best 
weight for handling is between 40 
and 50 pounds. Boxes much lighter 


When products are fragile 
and box dimensions are 
dictated by unusual shape 
of the product, inside pack- 
ing protection is of major 
importance. 


than this are apt to be thrown or 
handled with less care in unloading. 
Boxes much over 50 pounds are apt 
to be so heavy that handlers will let 
go of them too high off the floor. 


Effect of Shape on Cost 


Large food companies have found 
that the most economical box shape, 
on the basis of amount of board 
used in relation to cubic capacity, 
is the half cube. That is, a box in 
which the length is twice the width 
and equal to the depth, in the pro- 
portions L=2W=D. 

If we know the volume of a 
box and want to make the cheapest 
possible regular slotted container to 
provide that volume, here is a sim- 
ple way to find the correct width. 

We know that Volume = LxWxD. 
Using the proportions of the cheap- 
est box L= 2W =D, and expressing 
all dimensions in terms of width, 


we get: 
V=2WxWx2W =4W? 
V 
Ww = — 
4 
3/V 
w= — 


4 

For example, a box 16 x 12 x 8 
contains 1536 cu. inches and re- 
quires 1120 sq. inches of board (dis- 
regarding scoring allowances.) The 
dimensions of the box which will 
provide the same capacity and re- 
quire the least amount of board can 
be found by use of the above for- 
mula thus: 








1536 = 4W? 

1536 

Ww = — 
4 


— 
w= Oink 


The cube root of 384 is really a 
shade over 7%, but we need only go 
to the nearest 1/16 inch. 

The width is 7% inches. Since the 
proportions of the box using the 
least amount of board are L=2W 
=D, the dimensions for this box 
would be 14% x 7% x 14%. Such a 
box needs only 946 sq. inches of 
board, a saving of almost 16% as 
compared with the original box. 

Many people wrongly think that 
for any given volume, the deeper 
we make the box, the less board we 
use. That is true only up to a cer- 
tain point. That point is the length 
of the box. As soon as the depth 
equals the length, we have reached 
the point of diminishing returns. 
Every inch we add to the depth 
makes the box less and less eco- 
nomical. It also makes it a more 
difficult box to handle and stcre. 
Further, the great disproportion be- 
tween width and depth makes it a 
weaker box. (The above formula, of 
course, applies only to a regular 
slotted container. For other styles, 
a different formula is required. The 
cheapest box in full overlap style, 
for example, would have the pro- 
portion 2L = 4W=D.) 
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The Pulse of Business 


rane, Ke a, . . . < . . 
looking back at his predictions is Dr. W. S. Woytinsky, 
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The economic forecast, like any product or service, earns 
the respect of business in proportion to past performance 
records. One economist who doesn't have to blush when 





professor of economics at Johns Hopkins University. He 
was one of the first to challenge the widely held idea 
that a depression would follow World War II. And he has 
seen most of his consistently optimistic forecasts of the 
past decade come true. 





XY 


r. Woytinksy's latest hopeful prognostication, however, 
has bumped up against that of another highly regarded 
economist. Colin Clark, Oxford University statistician, 
has repeated his warning of last fall that the U.S. econ- 
omy is in for a stiff decline this year. “Both men de- 
bated the nation's prospects at the 36th meeting of the 
National Industrial Conference Board recently. 








Here's how their estimates clash; 





Both agree that the country is in a recession - but there's 


no depression in sight. Clark says the decline will be 
like that of 1949, will get sharper unless the government 
takes "bold and early action," and will last for at least 
a year. Woytinsky thinks we're just about ready for an 
upturn. By next fall, he says, it should bring business 
to approximately 8% above the level of autumn, 1952. 


The 


The American economist sees unemployment hitting a peak 
of not more than 3,000,000 by mid-year. The Oxford 
professor expects the total to hit about 4,000,000. 

















Despite the Briton's dim view of our situation, he thinks 
we can do something about it. Money supply and credit 
should be greatly increased. Congress should deliberately 
reduce taxes to create additional consumer spending power, 
particularly excise and similar levies. Public works and 
payments to unemployed and farmers should be stepped up. 
If Congress will thus tolerate, or actually "organize", a 
substantial Federal deficit over the next year and a half, 
he holds, "the depression threat can be vanquished and 

the United States can and...should return to a policy of 
balanced budgets." 











Four factors that may spark a chain reaction of distress 
he says, are: the scarcity of money; unduly high inven- 
tories; rapid expansion of expenditures on plant; the 
high cost of construction, 
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Industrial Production Index ...................000++ 1935-39100 130 (est.) 32 133 1.5 — 23 
Steel Production (Weekly) .............:sccccesee 000 nettons 1,772 1.444 2.248 4-22.7 —211 
Electric Power Production (Weekly) ........ mil KWH 8.824 8.582 8.210 + 238 + 78 
Bituminous Coal Production (Weekly) ...... 000 net tons 8,155 8.210 9,600 0.7 —1§3 
Auto, Truck & Bus Output (Weekly) .......... units 144,898 118,585 13%,042 +22.1 +106 
Petroleum Output (Daily Average) ............ 000 bbls. 6,189 6,085 6.380 + 1.0 — 39 
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All Commodities (BLS) ..0...........cccceccseeeeeees 1947-49—100 110.1 109.8 109.6 + 0.3 + 0A 
Farm Products ...............c:csscscceeesseeeeeeeseeeeees 1947-49100 94.5 93.7 99.2 + 08 1.9 
Metals & Metal Products ....................cccec0eees 1947-49—100 127.6 127.9 124.0 0.2 + 2.9 
Structural Products .............csssscssseseeeseeesees 1947-49—100 120.8 120.8 114.6 0 + 54 
Steel Billets (Pittsburgh) ..........0.0.00.00000. net ton $62.00 $62.00 $59.00 0 + 5.0 
Steel Scrap, heavy melting, Pitts .................. net ton 30.50 33.50 43.00 8.9 29.0 
Rammer, electrolytic: ........00..0cccccsccscsscccscsccseess lb. .2914,—.30 .2914,—.30 .241% 0 +20.4 
Rubber (rib-smoked sheets) ...............00000000. lb. 203% 203% 2914, 0 30.9 
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Stock Prices (Standard & Poor’s) .....ce.ss..+-. 1926—100 200.0 196.8 
Bank Clearings (New York) ..............-00000-+ mil $ 10,143 9,048 
Federal emmemrene. Gate. cuiciiccossssecovicbbdmashsulce mil $ 26.230 26,081 
Currency I EEE TIO RE mil $ 30,284 30,904 
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Lead and zinc prices headed downward again. Refined copper continued to hold the line, 
but trade circles feel a break is due soon, as prices of scrap copper dropped again for the 
second time in two weeks. Zinc is now 914 cents per pound, East St. Louis, the lowest 
since mid-1949., Price of lead hit 13 cents a pound, its lowest point since last may. Sharp 
declines in the London non-ferrous markets played an important part in bringing on the 
new quotations. But an obvious slowing in domestic demand—because of inventory 


Metal Prices Drop Under Foreign 
Pressure, Lower Demand 


adjustment, military stretch-out, etc.—is also a big factor. 
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Sales, Inventories and New Orders 


Valve of Manufacturers’ Sales 
Seasonally Adjusted 
(Millions of Dollars) 
All Manufacturing industries 
Durable goods industries 

Primary metals 

Fabricated metals 

Electrical machinery 

Machinery (except electrical) 

Motor vehicles & equip t 

Transportation equipment (exc. motor vehicles) 

Furniture and fixtures 

Lumber products (exc. furniture) 

Stone, clay and glass products 

Professional, scientific instruments 

Other industries, incl. ordnance 

Nondurable goods industries 

Food and kindred products 

Beverages 

Tebeacco products 

Textile-mill products 

Apporel 

Leather and products 

Paper and allied products 

Printing and publishing 

Chemicals and allied products 

Petroleum and coal products 

Rubber products 





Book value of Manufacturers’ Inventories 
Seasonally Adjusted 
(Millions of Dollars) 
All Manufacturing industries 
Durable goods industries 
Primary metals 
Fabricated metals 
Electrical Machinery 
Machinery (exc. electrical) 
Motor vehicles & equip t 
Transportation equipment (exc. motor vehicles) 
Furniture and fixtures 
Lumber products (exc. furniture) 
Stone, clay and glass products 
Professional, scientific instruments 
Other industries, incl. ordnance 
Nondurable goods industries 
Food and kindred products 
Beverages 
Tebacce products 
Textile-mill products 
Apparel 
Leather and oroducts 





Manufacturers’ New Orders (Adjusted) 


All Manufacturing industries 
Durable qoods industries 
Nondurable goods industries 
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THE PULSE OF BUSINESS 





Straws in the Trade Wind 


TIDE GOING OUT - The high tide of business will recede in the first 
half of 1954. That's the consensus of 158 manufacturing 
firms covered in a recent survey by the National Industrial 
Conference Board. But, NICB says, most companies are not 
at all resigned to a siege of bad business. The composite 
view on orders and billings: both will be lower in the 
first half of 195) than a year ago, with the decline in 
billings being slightly less than in new orders, 





INVENTORY CONDITIONS - Purchasing agents appear to be doing.a good 
job 1n tempering their inventory positions reports the 
Chicago Association's Business Survey Committee. While 
66% feel that their inventories are satisfactory for an- 
ticipated first quarter sales in 195h, 33% believe that 
they are too high. The committee says there has been a 
noticeable reduction of inventories over the past few 
months and an orderly reduction to meet anticipated con- 
ditions. 





IMPORTS, EXPORTS IN SLIGHT RISE - Preliminary figures on imports 
into United States in November show a rise from $813.6 
million in October to $839 million. Exports in the same 
period $1.); million to $1,26 million. 





G.M. HAS BIG PLANS - General Motors Corporation, through its 








president H.H. Curtice, revealed it will spend heavily 
on new production facilities during the next two years. 
Mr. Curtice said the outlay would be $1 billion. Al- 
fred P. Sloan, G.M. chairman, said the expansion project 
might involve an even greater expenditure - "closer to 
$1.5 billion" - over a three-year period. The spending 
is planned "to meet the needs of an expanding market," 


HOUSING STARTS STAY HIGH - Housing starts in 1953 stayed rel- 
atively high compared with 1952, according to the Bur- 
eau of Labor Statistics. They totaled 1,102,),00 in 
153, as compared with 1,127,00 the year before. The 
all-time high was hit in 1950 when 1,396,000 units 
were started. 





METAL SET-ASIDES REDUCED - The Office of Defense Mobilization has 
announced smaller allotments or "set-asides" of steel, 
copper and aluminum for the second quarter of this year, 
The allotments are made for the prime needs of the mil- 
itary and the Atomic Energy Commission. The new re- 
quirements, as compared with the first quarter, are 13% 
less in steel, 20% in copper, and 15% in aluminum, 
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Where will you find tomorrow’s requirements? 





Resources for the Future 


By A. N. Wecksler 


N EVERY age, there have been 

alarms that the earth’s resources 
were running out. More than 100 
years ago, Malthus saw the human 
race multiplying so fast that soon 
there would not be enough food to 
eat. Today, as we use many more 
materials and at a far faster rate 
than ever before, such fears of 
shortage may be more justified. 

On the other hand, new power and 
material sources are being devel- 
oped, and new supplies of the old 
materials are being found. 

Is there a problem? And if so 
what can we do about it? 

This is of direct interest to pur- 
chasing agents, and indeed to all the 
world’s inhabitants. Purchasing 
agents, however, must take into ac- 
count the possibility of shortage long 
before the material becomes scarce. 

Recently a large group of people 
interested in materials met at Wash- 
ington, D.C., to consider materials 
supply. They called their meeting “A 
Mid-Century Look at Resources.” 
The Ford Foundation sponsored the 
meeting. Attending were industrial- 
ists, labor officials, businessmen, 
scientists, and Government people. 
They all had ideas, many of them 
diametrically opposed. 

Here are some of the conclusions 
that were reached: 

On food and non-wood fibers, it is 
estimated that need will increase 40 
to 50% during the third quarter of 
this century. About 10% will come 
from increasing the areas devoted 
to raising crops. The remainder will 
have to come from increased pro- 
ductivity on land now in use. This 
will require increased use of fertili- 
zers, machinery and technical aids. 

In timber and wood products, re- 
quirements will increase at a faster 
rate. This will mean a greater need 
for research in pest control, water- 
shed management, biology (includ- 
ing forest genetics), utilization of 
low quality woods, and economic 
aspects of forest management. 
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The free traders had a verbal 
slugfest with high tariff advocates. 
Debate on this issue is fierce, now 
that the era of immediate scarcity 
is over—when, instead of shortages, 
many materials are in surplus. The 
more violent discussion centered 
around zinc, lead, copper, and oil. 
In all these materials, foreign supply 
makes up a major percentage of U. 
S. needs. In an emergency, we need 
all we can get. In a slow market, 
the U. S. production appears to be 
more than adequate, and producers 
would like to see tariff walls raised 
to keep out foreign materials. 

What to do? 

Do we keep our fairly liberal tariff 
policy, and press here and there for 
even further cuts in the tariffs where 
it suits our diplomacy and where it 
will not have an important impact 
on our industry? 

Do we keep our present policy, 
but boost a few tariff rates here and 
there where the political pressures 
are greatest? 

Do we go all out, and really start 
building tariff walls? 

All these positions had their 
champions. Most of the support was 
for keeping a liberal trade policy, 
with some protection from foreign 
competition where defense consider- 
ations are involved. 

There was a lot of talk about sta- 
bilizing world prices of materials. 
One of the ideas put forward was 
the accumulation of buffer stocks of 
materials—like the U. S. program of 
buying domestic farm products to 
protect farm income. Under this 
proposal, materials prices on world 
markets would be kept within a 
narrow range of fluctuation by the 
expedient of feeding out the buffer 
stocks whenever prices started to get 
out of line. 

Another suggestion was the use 
of the military stockpile to keep 
prices steady. The military would be 
against this. 





It was also proposed that the gov- 
ernments of the world should make 
agreements on the quantities of ma- 
terials they would produce, and on 
the prices they would place on these 
materials. Such agreements would 
be very complicated. It was gener- 
ally felt that none of the ideas for 
regulating world production and 
pricing of materials were practical. 

On the whole subject of resources 
for the future, there was agreement 
on some important points: 

1. You cannot just rely on science 
and technology to fill in material 
deficits when supplies are depleted. 
There must be some form of re- 
source management, 

2. Resource management cannot 
be completely centralized. There 
must be a voluntary cooperation be- 
tween private and Government 
groups. 

3. The most effective programs are 
those where an urgent problem ex- 
ists and definite aims can be estab- 
lished. In such instances, gains can 
be measured. However, while such 
programs get more popular support. 
it is also necessary to work out more 
complex and long range resources 
problems before the urgency comes 
upon us. 

There were no definite conclusions 
on what should be done about re- 
sources for the future. Probably, 
none were expected at this stage. 
The agreement that these problems 
need continued study served its own 
aims to the extent that thinking has 
been stimulated and such studies 
initiated. 

Frank recognition that a serious 
problem does exist, does not imply 
any feeling of fear or pessimism. 
Unlike Malthus, who feared that the 
world could support only a fixed 
number of people, the general think- 
ing now is that through conserva- 
tion and wise use of resources, the 
peoples of the earth will have their 
share of its goods and comforts. 
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Research, imagination, and human relations 









The Analytical Approach 


To Purchasing 


By A. M. Kennedy, Jr., Assistant General Manager, Purchasing, Westinghouse Electric Corporation, Pittsburgh, Pa. 


Paper presented at a joint meeting of the Cleveland Section 
AS.M.E., and the Cleveland Purchasing Agents Association 


HE total Gross National Product 

of this country in 1952 was about 
$346.6 billion. Of this staggering 
total, $130 billion was spent by 
purchasing agents. In a company 
like mine, 45% of every sales dollar 
is invested—and I use that word 
advisedly—with supplier companies 
who make the materials and parts 
and provide the services to keep 
119,000 people busy producing near- 
ly $1.5 billion worth of our product. 
Last year, about 350 buyers in our 
purchasing organization spent $700 
million, wisely. That’s an average 
of over $2 million each in a year’s 
time, or a thousand dollars every 
working hour! 

This is a responsibility of the first 
order—one that is recognized as a 
major contributor to the profit- 
ability of our company. Certainly 
the procurement function needs or- 
ganization and administrative ability 
to the same degree as any other 
major functions. Beyond that, it re- 
quires specialized technical knowl- 
edge and abilities that are unique 
in the industrial field. In addition, 
a purchasing agent and his men 
must be unusually capable practi- 
tioners of the art of human rela- 
tions—which is sometimes more 
akin to black magic than to scien- 
tific principles. 

Science is merely knowledge co- 
ordinated, arranged, and systema- 
tized. How do we apply these pro- 
cesses to industrial purchasing? 

Let’s break it down to basic fun- 
damentals. To sustain production 
of useful goods, we need materials 
—sometimes in a bewildering vari- 
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ety—at a price which will permit 
us to convert them at a profit. 

At least four major decisions must 
be made for each purchase: 

1. Is this the right quality of ma- 
terial for our purpose? 

2. What is the right quantity to 
buy? 

3. Will it be delivered at the right 
time? 

4. Is the price right? 
The first three considerations af- 
fect the last, and the matter of price 
cannot be resolved at all without 
answers to the problems of quality, 
quantity, and delivery. The right- 
ness of all decisions in the price 
area depends entirely on how ac- 
curately, thoroughly, and efficiently 
an organization relates these con- 
siderations to one another. The pur- 
chasing agent is concerned with the 
relative importance of these factors 
as they affect the economics of buy- 
ing—and has the sometimes dubious 
distinction of being the referee be- 
tween widely divergent viewpoints. 

For example, an engineer may 
specify a material which is proprie- 
tary, or has only one source of sup- 
ply. That source may not be able 
to deliver at the time the produc- 
tion department needs it. The quan- 
tity called for may be smaller than 
the supplier considers an economi- 
cal manufacturing quantity. It re- 
mains for the purchasing depart- 
ment to reconcile all these points 
of view, advance its own objectives 
for lowering product costs, and con- 
summate a deal that meets the 
profit objective of the company. 

Rising labor and material costs 


and increased tax burdens have 
squeezed profit margins to critically 
low figures in the past few years. 
Higher prices have been only a par- 
tial answer, and increased volume 
requires tremendous expenditure 
for expansion. The cost frontier is 
where the battle for leadership is 
now being fought—and purchasing 
agents are carrying their share in 
our company. 

A systematized approach to the 
problem is not only desirable; it’s 
fundamental to our survival. The 
program is successful in direct pro- 
portion to the ingenuity quotient of 
the working force, the degree of 
their cooperation, and the intensity 
of their sustained effort. All of these 
require management recognition as 
a stimulus. 


Value Analysis 


In cost reduction work, the pur- 
chasing department puts first things 
first. We classify the things we buy 
by value and annual volume. We 
concentrate our attention where the 
greatest savings are apt to be dis- 
covered. We can afford to spend a 
lot of time on a commodity for 
which we spend $1,000,000 a year. 
A 1% reduction in cost would save 
us $10,000, which is nice money. If 
we have a potential saving of $100,- 
000, there are very few things we 
can’t afford to do. 

Curiosity may kill cats—but 4 
buyer without it is dead and doesn’t 
know it. A curious and ingenious 
buyer just automatically asks him- 
self certain questions when he re- 
ceives a request to buy: 
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important Principles of 
Cost Reduction Work 


MANAGEMENT must set goals which are realistic, yet diffi- 


TEAMWORK between departments and individuals is the key- 


note; anything that weakens group cooperation must be 


CREDIT for accomplishment must not be arbitrarily allocated 
between departments or individuals on a percentage basis; 
it must be given to all the participants on a total share basis. 


AUDIT and verification by an independent department is neces- 
sary to make cost reductions creditable to management. 














Is this the right quality for the 
application? 

Does it have any unnecessary 
properties we’re paying for? 

Will another supplier sell it 
cheaper? 

Is a discount available for large 
quantity purchases? 

Could a cheaper material or part 
do the job? 

Can it be made by a different 
process, more economically? 

Is its cost in proper relation to 
its value as a part of our end prod- 
uct? 

Many of our divisions attack the 
problem with a committee of ex- 
perts—buyers, cost men, engineers, 
manufacturing specialists—who ask 
each other these questions concern- 
ing each material and component of 
our product, one by one. This kind 
of session is like a mental ping- 
pong game with 6 or 8 players; ideas 
come out so fast that a secretary 
has trouble recording them. One re- 
cent session, on 14 parts of a prod- 
uct, generated 61 cost reduction 
ideas, most of which will pay off 
in real dollars. The productivity of 
this group is much higher than the 
sum of their individual efforts would 
be. The indefinable spirit in the 
group approach to a common prob- 
lem produces amazing results. 

Important savings can be made 
through buyers’ ingenuity and the 
analytical approach. 

An alert buyer in one division 
persuaded a trucker to build simple 
racks on his truck bodies to carry 
Some special steel, of which we use 
a large tonnage daily. It eliminated 
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a 5¢ per cwt packing extra for skid 
shipments and relieved the plant of 
a skid disposal problem. The net 
savings were $37,000 in the first 
year. 

Another buyer got a request to 
purchase several stainless steel an- 
nealing fixtures for use in shop 
processing. He dug into the prob- 
lem, and actually convinced our 
manufacturing engineers that, with 
certain revisions in shop routing of 
the parts, they needed only about 
half the number they had intended 
to buy. That cut $129,000 from the 
bill. Further design changes and 
negotiated savings ran the total up 
to $173,900 on this single job. 

Savings like these are dramatic. 
There are hundreds of smaller 
projects which depend on the in- 
genuity, analytical ability, and sales- 
menship of our buyers and cost re- 
duction engineers. During one year 
we completed over 2,500 projects 
having a value of about $6 million. 
Our top man during the year par- 
ticipated in $413,000 worth of cost 
reduction. We had 4 men over $200,- 
000; 15 men over $100,000, and 80 
men over $10,000. 

Most large corporations now 
maintain Purchasing Research de- 
partments. World supply prospects, 
industry costs, seasonal trends, are 
within the scope of these analysts. 
Their studies lead to refinements of 
buying methods, promote new and 
more economical manufacturing 
processes, and may even change the 
complexion of their product. Here 
are the kind of questions we throw 
at such a research group: 


Under what conditions and for 
what types of commodities should 
our company enter into contracts? 

What is the long-term future 
price relationship of copper vs. 
aluminum? Of fuel oil vs. coal? 

Over the next ten years, will the 
price relationship of copper and 
high grade core iron change? Which 
will be favored? 

From the purely economic view- 
point, where should each of the 24 
company divisions buy their various 
steel products? How would this dis- 
tribution change our present costs? 


Inventory Costs 


The purchasing agent’s most 
precious asset is time. If his pro- 
duction department doesn’t give him 
the necessary time to do a good 
negotiating job, he winds up spend- 
ing all of his time just expediting 
material without regard to its cost. 
If the inventory control operation 
is faulty in that its decisions of when 
and how much to buy are poorly 
made, the purchasing department 
can turn into a fire fighting brigade. 
Nobody reckons the cost when he 
pulls a fire alarm—and a buyer who 
knows the plant is going to shut 
down next week unless he places 
an order today doesn’t have time 
to shop—he just buys from the guy 
with the best promise. 

This isn’t an isolated occurrence. 
Our purchasing departments issue 
lead time sheets giving the neces- 
sary procurement time for every- 
thing we buy. Nevertheless, most 
purchasing departments have a 
chronic condition of 20% to 30% of 
requisitions received with inade- 
quate time to do the buying job. 
This requires that every order be 
carefully followed—contacts with 
the supplier averaging 4 or 5 to 
every order—to make sure of de- 
livery. The collective waste of nego- 
tiating time is appalling. 

Small orders, and lots of them, 
are a major purchasing headache. 
Lack of a single screw or washer 
can make a giant assembly line 
grind to a halt. It makes no dif- 
ference that these things are worth 
a fraction of a cent, or that you 
could put enough of them in an 
aspirin box to keep the factory go- 
ing for days. The industrial bill of 
material is full of these widgets, 
insignificant in cost but tremendous 
in their propensity to cause trouble. 

Preoccupation with small order 
trouble has caused many a purchas- 
ing agent to dig into inventory con- 
trol. Let me tell you how we ap- 
proached the problem. 

Several things about our inven- 
tory control looked screwy. We 
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seemed to be placing far too many 
orders under $20, and having too 
many troubles with the same items 
month after month. We were order- 
ing $2 worth of the same washer 
every other month when a $10 order 
would have kept us out of trouble 
for nearly a year. Fundamentally, 
to use the same policy on things 
worth $0.0001 as on complex parts 
worth $10 each didn’t make sense. 

So we started to analyze the true 
costs of carrying and replacing in- 
ventories. We saw right away that 
all inventory had to be put into a 
common denominator — dollars, 
rather than pieces, feet, or pounds. 
Investment cost, we found, was di- 
rectly related to the basic decisions 
of how much to buy and carry in 
inventory; replacement or purchas- 
ing cost was directly related to the 
decision of when to buy, or how 
many times a year we buy an item. 
This purchasing cost, while almost 
insignificant in percentage on large 
value material, was a large factor 
on small value items. In some cases, 
the cost of buying was worth more 
than the material itself, over a year’s 
time. 

Equating for both elements of 
cost, we soon worked out a rela- 
tionship which told us that the 
lowest total cost of operation was 
one in which the carrying cost and 
replacement cost during a year were 
equal. And for each item in inven- 
‘tory, there is an economical order- 
ing quantity, which yields this 
lowest cost of operation. We tried 
it out on a block of our inventory. 
Here’s what happened: 

Number of purchase orders de- 
creased by 40%. 

Number of open purchase orders 
decreased 30%. 

Stock-outs reduced, magically, to 
less than half. 

Inventory level rose about 10% 
as we ordered large quantities of 
small value material—then fell to 
20% under our previous level. 

Inventory availability and balance 
was improved. 

Because we had fewer orders to 
place, buyers began to negotiate 
effectively with the extra time. 

With fewer open orders to follow, 
we needed fewer expeditors. 

Management found inventory 
could be reduced, with less trouble 
from outages, thus costs were re- 
duced. 

Everyone was happy—including 
suppliers, who now received larger 
orders at less frequent intervals on 
small value materials. 

Science and the analytical ap- 
proach to purchasing are wonder- 
ful, but they don’t make purchasing 
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agents. The most penetrating analyst, 
the most methodical investigator, 
and the technical whiz are likely 
to be the greatest duds the pur- 
chasing profession has ever seen. 
Why? Because of the old human 
equation. They are most susceptible 
to the idea that people behave and 
react in a logical way. They just 
don’t. 

The human element is important 
in purchasing because the purchas- 
ing agent buys what another de- 
partment has decided is needed, in 
quantities determined by others, at 
a time chosen by others. To the 
extent that their decisions are im- 
possible to modify, the area of his 
effectiveness is narrowed to fire- 
fighting and bargain hunting. Yet, 
to do a creative job, he must be 
able to influence these decisions. 
He must earn the authority to 
modify courses of action already 
decided by others in positions of 
equal or lower status in the organ- 
ization. 

If that isn’t a problem in human 
relations, I never saw one. If he 
fails in this, all the analysis in the 
world will not make him a nickel. 
Also, if he fails, he becomes a clerk 
in the eyes of everyone on his own 
level and many levels below him. 
Sometimes he even loses the right 
to make decisions he should be en- 
titled to make, because of the hu- 
man faculty for smelling out failure. 
Pretty soon maintenance men are 
telling him what to buy, where to 
buy it, and at what price. They'll 
prove that what he wants to buy 
won't work. They won’t let it work. 
Authority is always granted from 
below, not bestowed from above. 

I learned this rather early in the 
game from a design engineer. I had 
taken advantage of the know-how 
of several suppliers to develop a 
new design component for one of 
our pieces of equipment. It wasn’t 
entirely original, since some of our 
competition was using a _ similar 
type. Its suitability and performance 
had been proven, and it looked like 
a 20% cost reduction on very large 
volume. I turned over the prelimi- 
nary sketches to our design en- 
gineer, who read me the riot act. 
He wrote a beautiful 3-page report 
on why our customers wouldn’t ac- 
cept such a design, on the money 
we had invested in equipment for 
the old design, and a number of 
other well detailed reasons why we 
shouldn’t use it. But he never men- 
tioned the major reason he wasn’t 
interested in it—which was, of 
course, that it wasn’t his idea. 

Several years later we came out 
with a design using most of the 


features that hed been suggested 
earlier. In this case, the engineering 
department wasn’t willing to grant 
purchasing the authority even to 
speculate on possibilities for new 
design. Today, I can assure you 
that this is the exception rather than 
the rule in our company. 

Life is full of little examples like 
this, where humans rise to triumphs 
of scientific logic to justify decisions 
they have made on purely emotional 
grounds. 

Fred Little is a tool supervisor~— 
a pretty fair one. Emotions rule him. 
Like some men of small authority, 
he makes every inch of it count, 
Jealous of prerogatives, convinced 
that nobody without 30 years of 
shop experience (exactly parallel 
to his, of course) knows anything, 
because experience is the great 
teacher—he delights in making the 
decisions on materials which he 
knows are rightfully his. 

I shall never forget some of the 
battles we had over tooling. For 
instance, one of our buyers found 
a manufacturer of taps who was 
willing to sell us at a considerable 
discount below our previous dis- 
tributor sources. We brought in 
some of these taps and had them 
put into several machining sections 
on a variety of applications, where 
they proved very satisfactory. At 
this point I explained to the tool 
supervisor that I hadn’t wanted to 
bother him with the problem since 
he was busy with large scale tool- 
ing problems, but I thought we had 
proved the acceptability of the prod- 
uct and should save a lot of money. 
He said “Hrrumph” and left’ the 
office abruptly. 

A week later he stormed in, 
slapped a bundle of papers on the 
desk, and said that we had just 
about ruined the quality of threads 
throughout the factory by introduc- 
ing such an inferior product. He 
had a report from quality control 
illustrating that thread quality, par- 
ticularly on Class 3 fits, had de- 
teriorated very badly and assembly 
sections were having trouble putting 
things together. 

Investigation gave us the answer 
about two weeks later. We found 
that the storerooms carried as many 
as 10 varieties of a single tap size. 
We had gun taps; bottoming taps, 
spiral pointed taps; 2, 3, and 4-fluted 
taps; cut thread taps; eommercial- 
ground and precision-ground taps— 
apparently every variety that was 
ever made. When an operator went 
to a storeroom for a 10-32 tap, he 
had only one chance in ten of get- 
ting the same kind of tap he had 


(Please turn to page 318) 
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Profits Through Quantity Buying 


By J. E, Bedford, Associate Professor of Marketing, Armstrong College 


NE phase of creative purchas- 
O ing that may be overlooked 
as a means of reducing procure- 
ment costs is quantity buying. This 
situation has been brought about 
by the increasing emphasis which 
is being placed on inventory control 
in many firms, with smaller stock 
and ordering quantities. 

Procurement directors realize 
that there is need for and value in 
a good inventory control system. 
Yet, by taking a long range view of 
inventory control it is often possi- 
ble for a creative purchasing execu- 
tive to realize substantial savings 
for his firm. 

Regardless of the merits or justi- 
fications of quantity discounts in 
our economic system, there are 
many ‘suppliers who do have a 
schedule of discounts based on 
quantity purchases. These price re- 
ductions vary with producers and 
with products, but careful consider- 
ation of these discount schedules 
may open an entirely new area for 
more profitable buying. 

Quantity purchasing has some 
hidden costs that must not be over- 
looked—storage, handling, invest- 
ment, and deterioration. Then, of 
course, there is always the danger 
of a market change that will put 
the quantity purchase in a specu- 
lative buying classification. 

Another danger of quantity buy- 
ing that procurement officers con- 
sider is the concentration of orders 
with one supplier. This may make 
the purchasing firm more and more 
dependent on a limited num! er of 
sources, It will work a hardship on 
a firm when shortages or alloca- 
ions develop in the market. 

In spite of all these dangers of 
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quantity buying, there are many op- 
portunities for more profitable pur- 
chasing through quantity orders. 
Many procurement officers have re- 
discovered quantity buying as a 
means of creative purchasing for 
greater profit. 

Here are some of the ways pro- 
curement directors are using cre- 
ative purchasing in quantity buy- 
ing: 


1. Combine Like Materials 

Like materials may be the same 
item in different sizes according to 
some vendors’ price books. This 
may be overlooked when each item 
has separate inventory control rec- 
ords that are not cross-referenced. 
For instance, some suppliers of 
brass rod base their quantity dis- 
counts on total weight of the order 
with larger orders producing sav- 
ings up to 40%. 

Some wire manufacturers base 
the quantity discounts on wire of 
the same gauge. However, it is pos- 
sible to combine orders of the same 
gauge but of different colors. Sav- 
ings of up to 15% may be realized 
by this combination order through 
quantity buying. 

Other suppliers have a more lib- 
eral plan on granting quantity dis- 
counts. For instance, a procurement 
officer was buying several chemicals 
in 500 pound quantities. Checking 
with the source revealed thet by 
combining like items it would make 
a 5000 pound order possible, which 
was eligible for a discount that 
would make a large saving per 
pound for the buying firm. 

Another opportunity for combin- 
ing like materials into an order that 
will qualify for a quantity discount 


is buying for all jobs at one time. 
Some plants working on a job or 
custom basis set up requirements 
for individual contract requirements 
that do not demand large scale buy- 
ing when separately considered. By 
checking the needs for all jobs and 
combining like materials, it is pos- 
sible that substantial savings may 
result through quantity discounts. 


2. Concentrate on Sources 

Concentrations of orders has some 
dangerous aspects that should be 
carefully considered. However, it 
may be possible to realize purchas- 
ing savings by eliminating some 
sources and concentrating larger 
orders with fewer suppliers. 

One procurement officer reported 
that he was buying from several 
small producers. This required extra 
work in placing orders, handling 
shipments, making inspections, dis- 
cussing price changes with vendors, 
and making payments. Although 
these were indirect costs they could 
be reduced or eliminated by con- 
centrating the purchasing with a 
large supplier. In a check on this 
situation, it was revealed that the 
small quantity price from the larger 
supplier was higher. On a larger 
purchase, however, the quantity dis- 
count resulted in a direct savings 
plus the reduction of other indirect 
buying costs. 

A case was reported by a plant 
that purchased about 1000 small ani- 
mals a month for laboratory work. 
These were purchased from various 
raisers in small quantities as needed 
by the laboratory. Purchasing real- 
ized that the hidden costs of this 
many-source buying plan was ex- 
pensive but there was no single 
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raiser who could supply the amount 
needed. 

The director of purchasing con- 
tacted one of the raisers and sug- 
gested that he act as a broker for 
the other raisers. This eliminated a 
great deal of paper work for pur- 
chasing and brought about a direct 
saving of approximately 40% on this 
purchase for the firm. 


3. Study Discount Schedules 

Some quantity discount schedules 
are established to discourage small 
orders. However, with a strict in- 
ventory control program, it may be 
that many small orders are placed 
without a careful analysis of the 
vendor’s discount schedule. 

As a case in point an electrical 
company has a schedule for electri- 
cal components that requires a pur- 
chase of 500 units to qualify for a 
better price. A plant was using lots 
of 300 pieces and was placing orders 
with a jobber at less than the price 
for buying 300 units direct, which 
seemed like a good buy. 

Further investigation of the sup- 
plier’s discount schedule revealed 
that an order for 500 pieces pur- 
chased direct from the source would 
qualify for a 50% discount. The total 
cost of 500 units purchased direct 
was less than the total cost of 300 
units purchased through a jobber. 

Another procurement director 
found that he could save his firm 
10% on the price of processing oil 
through quantity purchasing. The 
supplier has a set price for drum 
lots and a discount price for a full 
transport truck. Investigation re- 
vealed that a full transport truck 
was 50 drums. This was only 10 
drums more than regular purchases, 
but since the discount schedule was 
not stated in drums all the way 
through, it had been overlooked. 

Discount schedules of different 
suppliers may reveal other savings 
that are possible. As a case in point, 
one company saved $30,000 annually 
on one item by comparing the quan- 
tity discount schedules of two sup- 
pliers. The firm from which they 
were buying had a lower small 
quantity price and gave quantity 
discounts on orders of one million 
units or over. The second firm al- 
lowed a quantity discount on orders 
of 50,000 units. By taking advantage 
of this 50,000 quantity discount, the 
purchasing department was able to 
keep the inventory at a workable 
level and still make the buying 
more profitable. 


4. Check Storage Facilities 
Storage costs and space limitations 
are both stumbling blocks for some 
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quantity purchasing. Yet, for the 
creative procurement officer this 
storage problem may provide the 
key to more profitable buying. 

In one plant that used a consider- 
able quantity of crating lumber 
the procurement director was ad- 
vised that there wasn’t enough stor- 
age space for a carload of crating 
lumber. He contacted the local lum- 
ber yards and made arrangements 
for buying from them in small quan- 
tities. As the cost of these local de- 
liveries kept rising, the purchasing 
director got more and more inter- 
ested in the carload price. A re- 
check on the storage problem and a 
minor change made it possible to 
buy the crating lumber in carload 
lots and to save more than $2,000 
a year for the firm on this one item. 
Another possible solution developed 
in the course of this investigation 
was that some of the yards were 
willing to take orders for carload 
quantities at a discount, to be or- 
dered out as needed over a reason- 
able period, with a nominal charge 
for the use of their storage facilities. 

Another procurement director was 
checking prices and discovered that 
he could save 10¢ a gallon on cutting 
oil by buying in a larger quantity. 
Storage was a problem—the only 
problem in this case. Further inves- 
tigation revealed that a 6,000 gallon 
tank could be purchased for $500. 


This not only saved the firm 1% a 
gallon on the cutting oil, but re- 
duced the indirect labor costs on the 
former barrel buying method. 


5. Check Freight Savings 

Transportation costs are another 
factor that makes quantity purchas- 
ing worth considering for more cre- 
ative purchasing. In some cases the 
freight charges alone make quantity 
buying more profitable than small 
order placement. 

For instance, the freight rate on 
sawdust and shavings is fixed at 30,- 
000 pounds. One buyer discovered 
that his firm was paying transporta- 
tion on sawdust and shavings that 
it did not receive. A change in or- 
dering to a per ton basis and a re- 
quirement that large cars be shipped 
as full as possible has resulted in a 
saving of more than $2,000 a year 
for this company on its purchases 
of sawdust and shavings. 

Creative procurement officers do 
not accept any one method as the 
best for all cases to keep purchasing 
costs at a minimum. They know the 
value of inventory control but they 
also check on the savings possible 
through quantity purchasing. Then, 
they weigh the evidence and make 
a decision that is most profitable for 
the firm. Thus, they are creating 
profits through creative purchasing. 
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How To Get Results 
Through Committee Action 


By Clyde i Hardwick, Asso.iate Professor, Management, University of Detroit 


NDUSTRIAL democracy aims to 

secure individual contributions 
through group decision and action. 
Progressive business men who be- 
lieve in democratic methods thus 
subscribe to and make use of various 
group participation methods. Among 
the more recent methods of this sort 
are “conference techniques” and 
“consultive supervision”. But one 
very old and useful group action 
method, employed at one time or 
another by almost all organizations, 
is the “committee plan”. 

In considering purchasing depart- 
ment use of committee action, one 
paradox must be faced at the very 
outset—the choice between develop- 
ing and retaining capable individual 
decision while still using group ac- 
tion. Nevertheless, many of today’s 
complex purchasing situations are 
beyond individual solution. For ex- 
ample, problems concerning specifi- 
cations and material control are 
closely interwoven with the concerns 
of other major departments, so that 
any satisfactory solution depends on 
cooperative group action. For use in 
such cases, the committee method 
must be fully understood and care- 
fully applied. 

Even for those who believe in the 
general principle of group action, 
one basic question must be an- 
swered: 


When and Where Can 
Committees Be Useful in 
Purchasing 


The purpose of this article is to 
answer that question in three broad 
areas: 

1. To indicate the circumstances 
where purchasing committee action 
1S most appropriate and useful. 

2. To identify the major kinds of 
purchasing committees. 

3. To establish guiding principles 
that will help make purchasing com- 
mittees effective. 

The concept of committee action 
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as a working technique excludes the 
ordinary business conferences, cas- 
ual meetings or group discussions 
that occur daily in all business op- 
erations. It implies formal recogni- 
tion, organization, and status, and 
specific responsibility. Thus, a com- 
mittee consists of a small group, ap- 
pointed by competent authority, to 
carry out a specific assignment. 

While the idea of group action is 
inherent, a good committee is usu- 
ally a small group. There is no 
magic number, but experience favors 
the practice of keeping the group 
within manageable limits — three, 
five, or seven members. Some suc- 
cessful committees have a greater 
number of members, but it is best 
to have as few as practicable con- 
sistent with proper representation. 
The reason for suggesting an odd 
number is obvious—to avoid a dead- 
lock when conflicting opinions can- 
not be reconciled or compromised. 

One primary characteristic of 
business committees is that members 
are usually on a part-time assign- 
ment. With few exceptions, purchas- 
ing personnel appointed to commit- 
tees will be expected to carry on 
regular duties along with committee 
work, This may be one of the serious 
practical handicaps to smooth com- 
mittee action. To offset it, clerical or 
staff assistants can and should be 
provided for continuity of work. 
Sometimes the chairman or secre- 
tary should be relieved of regular 
duties during periods of heavy com- 
mittee workloads on major projects. 
Other members will usually have to 
budget their time and energy be- 
tween “two masters”. 


Classification of Committees 


Committees can be classified in 
two broad categories: 

1. Policy or Administrative. 

2. Operating Committees. 
Purchasing personnel can participate 
and contribute constructively to both 
kinds. For example, a “Make or 


Buy?” committee is normally con- 
cerned with policy decisions; a 
“Standards and Specifications” com- 
mittee deals with factual operating 
details. 

Committees can also be classified 
as (a) departmental, or (b) inter- 
departmental, depending on the 
scope of assignment and member- 
ship. For example, a “Construction 
and Facilities” committee will un- 
doubtedly be an interdepartmental 
type, with representatives from pur- 
chasing, engineering, manufacturing, 
construction, real estate, and finan- 
cial divisions. 

Another distinction is between 
temporary committees created for a 
specific and probably limited task, 
as contrasted with the permanent 
or “standing” committee. The latter 
type enjoys indefinite existence—or 
at least as long as its need and pur- 
pose remains. Since the temporary 
committees usually depend on local 
circumstances, this discussion is lim- 
ited to the permanent type of pur- 
chasing committees. 

Five such commonly found com- 
mittees will be examined. In each 
of these, purchasing representation 
is essential. In many instances, the 
purchasing representative can qual- 
ify as the chairman. 


Specifications and Standards 


This committee should be a cross 
section of all major departments 
concerned, The need for technical 
data earns a place for engineering 
or production members. To keep 
specifications consistent with com- 
mercial tolerances, practices and 
availability, purchasing members are 
indispensable. 

Information and experiences of 
material inspectors can also help in 
the preparation of specifications; if 
not directly participating in the com- 
mittee, this department should be 
consulted. In like manner, consultive 
information should be secured from 
users, legal staff, and research per- 
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sonnel whenever special problems 
are encountered. 

The detail work may be volumi- 
nous, especially during the early 
stages of its development. This com- 
mittee usually requires a full time 
staff for writing, editing, and issuing 


specifications. The committee can 
usually do a better job than an in- 
dividual so long as its members con- 
centrate on setting policy, weighing 
alternative proposals, and checking 
specification data as to reasonable- 
ness of requirements for vendors as 
well as for the buyer. Without com- 
mittee action, specifications tend to 
be restrictive and biased. 

Meetings should be held regularly, 
and on call for special needs that 
may arise. Time can be conserved 
by advance circulation of drafted 
specifications. Procedures for re- 
search and preparation of specifica- 
tion data should be agreed on at an 
early meeting. 

The committee’s results must 
stand the acid test of providing a 
sound basis for buying the “right” 
quality. Its decisions usually will be 
published in a catalog of standards 
for buyers’ use. Definite means 
should be provided for prompt and 
continuous revision of specifications 
that become outdated or are capable 
of improvement. 


Capital Equipment 


The addition or replacement of 
capital assets often involves the in- 
vestment of large sums over long 
periods of time. This committee usu- 
ally includes top-management rep- 
resentatives, e.g., controller, budget 
director, or treasurer. Also, expert 
technical members are needed, from 
engineering, manufacturing, and de- 
sign. Finally, a purchasing repre- 
sentative should be present for the 
consideration of policy and practi- 
cal economic questions such as mar- 
ket trends, used market values or 
leasing arrangements available, as 
well as actual procurement. 

This committee need not meet 
very often. It should meet before 
budget allotments are approved, and 
in connection with contracting con- 
siderations. 

Questions arising before this com- 
mittee are centered around financial 
aspects of how much to invest in 
new equipment as contrasted with 
repairs or alterations, and expected 
rate of annual return on the pro- 
posed expenditure. Also, the ques- 
tion of timing is significant. Advance 
planning requires the preparation of 
a great deal of economic and statis- 
tical data to guide the placing of 
orders for capital goods at the right 
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time for the best buy and in time to 
meet the anticipated need. 

This committee can help all de- 
partments by developing objective 
criteria to assist in requisitioning 
and deciding between alternative 
capital expenditures. The purchase 
of equipment can be effected smooth- 
ly and efficiently only when pur- 
chasing representatives have been 
participating throughout the com- 
mittee planning and _ discussion 
stages. 


Inventory Levels and Control 


How much money should be tied 
up in the inventory stock account is 
very important to most companies. 
Management wants the financial and 
accounting aspects explained and 
protected. Manufacturing and serv- 
ice departments ‘will present their 
arguments for adequate protection 
of uninterrupted production. Stores 
and purchasing departments are 
concerned with right quantity buy- 
ing. 

This committee will usually have 
to develop broad rules for “time 
coverage” —e.g., 60 days, 90 days, or 
120 days of stock, for various classes 
of items. Also, rules as to stock con- 
trol methods, and for disposal of 
surplus stocks. During recent years, 
this committee has had the additional 
problem of conforming to govern- 
ment regulations on permissible in- 
ventories. 

There should be periodic meet- 
ings—perhaps quarterly, or as need- 
ed. Detailed minutes of all meetings 
should be kept, and reports made to 
management and operating depart- 
ments annually as well as whenever 
some specific change occurs. 


Forward and Speculative Buying 


Decisions in this field, even when 
made by top management, should 
not be unsupported by other judg- 
ment. Nor should the responsibility 
rest solely on the shoulders of pur- 
chasing. Committee action is often 
the best solution. 

The problems generally center 
around what commodities should be 
purchased, and in what quantities, 
in anticipation of price changes 
rather than according to production 
needs, Decisions must be made reg- 
ularly and quickly, so that meetings 
need to be held often—at least week- 
ly, and perhaps daily. 

Representatives depend on the 
type of materials involved. A market 
analyst, a financial official, and a 
special commodity buyer may be the 
typical members. Reports are not 
freely circulated. 

This question assumes that a com- 





ponent part or assembly can either 
be made in the plant, or manufac- 
tured in some “captured” facility 
(subcontracting), or purchased from 
outside sources. Problems of capital 
expenditure may be involved. 

Obviously this committee needs 
representatives from manufacturing 
and purchasing. Top management 
may also wish to balance the com- 
mittee with the cost accounting and 
perhaps the sales point of view. 
Sometimes the industrial relations 
staff will want to have personnel 
and union relations considered if a 
drastic change of policy may materi- 
ally affect employment figures. 

Besides establishing general op- 
erating rules, individual and repeti- 
tive decisions may have to be made 
concerning split orders, where a por- 
tion of total needs is retained for 
self-production and the balance is 
contracted for with outside vendors. 
Records of this committee should be 
retained and summarized for future 
as well as current use by manage- 
ment and purchasing. 


Other Committees 


A master list of company commit- 
tees on which purchasing personnel 
might serve with advantage would 
depend on the specific company and 
on the individual ability of purchas- 
ing members. Some _ appropriate 
committee assignments for purchas- 
ing personnel would include: 

Production Plans and Schedules. 

Safety. 

Research. 

Forms and Procedures. 

Suggestion Program. 

Budget and Appropriations. 

Construction and Facilities. 

Government Controls and Material 
Allocations. 

Termination of Contracts. 

This list may seem extensive, but is 
not exhaustive. As long as any com- 
mittee’s work. involves materials, 
equipment, and market considera- 
tions, purchasing participation should 
be useful and welcomed. 


Committee Organization 


Like any authentic organization, 
committees should be created by 
official sanction. All appointments te 
committee work should, without ex- 
ception, be made through regular 
channels, by competent authority. 
Also, before the committee can begin 
to function, the scope of its objec- 
tives, duties, and authority should 
be decided and spelled out. 

The structure of committee organ- 
ization consists of (1) Chairman, (2) 
Members, (3) Secretary, and 
Staff and Clerical Assistants. 
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ADVANTAGES AND DISADVANTAGES OF COMMITTEE ACTION 


FOR 


Encourages democratic action. 

Obtains representative suggestions and 
broadens the base of judgment for deci- 
sions. 

Secures coordination. 


Stimulates cooperation. 


Fosters objectivity by discussion. 


AGAINST 


Is a slow process. 
ls cumbersome and inefficient. 


Stresses factors of conflicting interests and 
opinion; likely to become argumentative. 


Ils wasteful of time and energy. 


Compromises best ideas. 





r Promotes uniformity and consistency. Discourages personal initiative. 
s 

; Protect inst ext : : 

: ee a Lessens individual authority. 
sa Suppresses unsound action by weighing alter- 

i. natives. Divides and hides responsibility. 


- TEN RULES TO MAKE COMMITTEES MORE EFFECTIVE 


e] 
ld 
d 
S- 
. 1. Establish and define the specific duties and authority of each committee. 
2. Select members and chairman who are qualified to accomplish the work on 
* time and up to expected standards. 
3. Make appointments to the committee through regular channels of authority. 
4. Keep the number of committee members at a minimum consistent with adequate 
representation of departments concerned. 
al 5. Set up definite committee procedures as to agenda, methods, time and place 
of meetings, records and reports. 
" €. Provide staff and clerical assistance for research and preparation of data, and 
rs for committee routine. 
ll 7. Designate specific means for carrying out committee work and decisions. | 
8. Avoid formal voting until a working agreement is reasonably assured; poll the ; 
group to get the general feeling at key stages. 
on, 9. Begin with a good first meeting that “sells” the need and purpose of the com- 
by mittee’s work and goals. 
to 
X- 10. Terminate committees when need and usefulness is over. 
lar 
ity. 
gin 
ec 
- The Chairman should be selected concerned with the purpose of the out of disunity and cooperative ac- 
~ according to two standards—(a) committee, tion out of specialists in different 
(2) personal ability, interest, and capac- In general the Chairman should fields. The diplomatic Chairman who 
(4) ity; (b) representative of the major be of the “democratic leader” type. can depersonalize highly personal 
function or department primarily He must have the ability to get unity attitudes into an objective discussion 
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will achieve committee success. His 
impartial judgments can win over 
argumentative members and resolve 
conflict into cooperative action. 

The Chairman, without reserva- 
tion, holds the key to committee suc- 
cess. A capable chairman can achieve 
successful results with an ordinary 
committee, whereas the inept chair- 
man will be lucky to salvage mod- 
erately workable results with a com- 
mittee of capable members. Some- 
times he has to be the moderator 
who guides disorganized ideas into 
a cohesive plan; again, he must be a 
dominator who controls and directs 
the separate advocators toward one 
goal, 

In most cases, the Chairman sets 
the pace of committee operations. 
Many members will do their assign- 
ments on time only as long as the 
Chairman follows up on each one. A 
dynamic leader can stimulate and 
motivate even the ordinary members 
to contribute and build a successful 
result, 

Committee Members, like the 
Chairman, should be selected ac- 
cording to their individual ability to 
contribute, and as representatives of 
concerned groups. The best commit- 
tee members are those who can be 
objective, analytical, and construc- 
tive participators. Avoid members 
whose minds are closed. Also, be- 
ware of the “advocator” who has to 
win for his side at any cost. The 
impartial and even indifferent com- 
mittee member should be preferred 
to the stubborn fighter who will 
never retreat from his personal opin- 
ions, so that the result is a watered- 
down compromise without sub- 
stance, 

The committee as a whole should 
reflect a balance of the major groups 
concerned. In larger companies, both 
line and staff representatives are de- 
sirable. Also, the committee needs 
some one who knows how to ar- 
range, prepare, and write a report. 

Committee members who contrib- 
ute the most are those with broad 
knowledge and experience rather 
than limited specialists. Individuals 
who have demonstrated resourceful- 
ness and the ability to improvise 
should be welcomed on every com- 
mittee. Another type needed is the 
one who can apply principles and 
theory to actual cases facing the 
group. A committee cannot afford 
even one “character” who may be 
too talkative, or just lazy, or always 
stubborn, or even a genius. 

Committee Secretary and Staff 
Assistants. For coherence and con- 
tinuity, as well as to expedite com- 
mittee action, certain routine work 
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has to be performed. On policy 
committees which meet infrequent- 
ly, this phase of the task may fall 
on the Chairman. On the other hand, 
some operating committees may need 
a full time secretary and appropri- 
ate clerical workers to dig out and 
present detailed facts, figures, and 
records—a task that may be beyond 
the time available to part-time com- 
mittee members. 

The secretary and staff, under the 
direction of the Chairman, prepare 
the agenda and discussion material 
before each meeting. They carry 
out detail assignments as noted 
above, and record what happens 
at each meeting for all to study. 

Any effective committee needs a 
specific set of operating procedures. 
Standard steps and rules for routine 
action should be established. Time 
and place of meetings should be 
settled for the convenience of the 
majority—preferably on a regular 
basis. Adequate meeting quarters 
should be provided. Putting these 
routine matters into effect usually 
await the decision and leadership 
of the Chairman. 


Getting Results 


A Chairman should expect many 
groups to include some members 
who go off on tangents, or who insist 
on discussing personal problems and 
irrelevant ideas. Many committees 
pass through periods of conflicts and 
disagreements because of the strong 
proposals offered by several op- 
posing factions. Again, the commit- 
tee may seem to be getting nowhere 
because of lack of suggestions or 
creativeness. The Chairman can 
help resolve these situations by 
bringing in outside consultants to 
fill the void or to counteract com- 
mittee “arguers”. 

Sometimes the committee comes 
up with more ideas and proposals 
than the available manpower or 
other resources needed to carry out 
the suggestions. It is up to the 
Chairman to time the action with 
the needs and means of the moment. 

Further, the group must be led 
to discard as well as to accept pro- 
posals. This includes cutting out 
old plans as well as adding new 
ones. In many cases, the time avail- 
able will not permit the creation 
or development of the perfect plan, 
or even reaching complete agree- 
ment as to what is the perfect pro- 
posal. A workable good solution 
should be accepted until something 
better can be evolved. 

Notwithstanding this principle of 
accepting the best of imperfect pro- 
posals, the committee is responsible 





for preventing and rejecting wrong 
proposals or incorrect solutions. 
Try talking the weak proposals to 
death by analysis and counterpro- 
posals. Avoid formal voting or fina] 
show-down on conflicting proposals 
until a workable compromise is de- 
veloped. An experienced chairman 
can get the “feel” or “sense” of a 
group without going through the 
process of firm voting. A resourcefy] 
chairman presents the compromise 
in a way that integrates the separate 
plans and “saves face” for all. 

Make provision for “majority” and 
“minority” reports if necessary, if 
higher approval of committee action 
is required. But be sure that this 
cannot be interpreted as indecision. 
Be prepared to deal with committee 
members who fear change, or are 
afraid of what will happen to their 
own work area if the committee pro- 
posals are put into effect. 


Appraising Committee Work 


Committees are no miracle drug 
for all administrative problems, nor 
are they the only tool of democratic 
business administration. Committee 
action can be a very effective tech- 
nique, but it should be appraised 
in the light of results in everyday 
business practices. Before setting up 
a new committee, or deciding to 
continue an old one, ask yourself 
these questions: 

Can some individual handle the 
assignment better than a commit- 
tee? 

Is the subject appropriate for 
committee action? 

Does the problem require more 
speedy or decisive action than can 
be expected from committee de- 
liberations? 

Is the decision important enough 
to warrant the time and energy of 
group discussion? 

Is interdepartment information 
and judgment needed before a de- 
cision is made? 

Are significant decisions as to in- 
vestment and return involved? 

Is widespread understanding re- 
quired for coordination? 

Is continuity and stability of the 
program desirable? 

The answers to questions such as 
these usually make the decision 
on whether or not to use the com- 
mittee method fairly obvious. If the 
purpose is appropriate for commit- 
tee action, then be sure that the 
committee itself is adequate in re- 
spect to personnel, leadership, or- 
ganization and procedures. If these 
principles are observed, the com- 
mittee method can be a most effec- 
tive management device. 
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COLUMBIA-SOUTHERN 


INSTALLS TWO NEW 


CAUSTIC SODA 


SUPPLY DEPOTS 


TO ASSURE YOU EVEN BETTER NATION-WIDE DELIVERY SERVICE 


These two new Columbia-Southern liquid caustic soda 
storage depots in Chicago, Illinois, and Carteret, New 
Jetsey, are examples of Columbia-Southern’s progressive 
attitude on Customer service. 

The addition of these new storage facilities will assure 
continuing prompt deliveries to Columbia-Southern 
Customers in the two market areas. 

Consumers of liquid caustic soda can be serviced by tank 
cars from the two new areas as well as from these strategic 
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plant sites: Barberton, Ohio; Corpus Christi, Texas; Lake 
Charles, Louisiana; and Natrium, West Virginia. 

Deliveries to less-than-carload customers are made in 
tank trucks by jobbers who maintain caustic storage 
facilities at many points. 

Specify Columbia-Southern caustic soda for a good 
product, fast dependable delivery, free technical assist- 
ance, Courteous treatment, special care in the handling 
of your orders. Contact your nearest district office today. 


DISTRICT OFFICES: CINCINNATI* CHARLOTTE 
* CHICAGO * CLEVELAND * BOSTON * NEW 
YORK © ST. LOUIS © MINNEAPOLIS * NEW 
ORLEANS®* DALLAS* HOUSTON * PITTSBURGH 
© PHILADELPHIA * SAN FRANCISCO 
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Be sure the contract says what you mean 










Legal Rights of Purchasers 


By Leo T. Parker 


URING the past few months the 

higher courts in different lo- 
calities rendered several outstand- 
ing decisions on legal rights of pur- 
chasers. A very important point of 
law, as illustrated by these de- 
cisions, is this: A purchaser cannot 
under any circumstances expect a 
favorable verdict in a suit involving 
a sale contract unless he “proves 
his case”, establishing the fact that 
a valid contract does exist. 


“Consideration” Is Required 


For example, a _ contract or 
guarantee without valid considera- 
tion is unenforceable. Recently a 
reader asked whether he could com- 
pel a seller to comply with a guaran- 
tee on merchandise made after he 
had tested and found it to be un- 
satisfactory. All contracts and agree- 
ments must have valid “considera- 
tion”, otherwise neither party is 
obligated in any way to fulfill the 
assumed obligations. Such a situa- 
tion may arise, for instance, when 
a seller makes a fraudulent state- 
ment to a purchaser as to the quality 
of merchandise. If at this time the 
purchaser knew that the seller’s 
false statements were untrue there 
can be no future liability. 

Also, assume that the buyer and 
seller signed a sale contract and 
then, afterward, the seller made 
various and many guarantees relat- 
ing to the quality of the merchandise 
the purchaser already has purchased. 
In subsequent litigation, the pur- 
chaser cannot hold the seller re- 
sponsible for any of these state- 
ments, because there was no valid 
“consideration”. In other words, the 
purchaser did nothing for the bene- 
fit of the seller to justify the latter 
being obligated or assuming any 
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further responsibilities after the 
sale contract finally was signed. 

The higher courts define “con- 
sideration” as anything which bene- 
fits or otherwise causes the obliga- 
tor some inconvenience, disadvan- 
tage or detriment. 

An excellent illustration of a con- 
tract void for lack of “consideration” 
is as follows: A pedestrian walks up 
to another pedestrian and promises 
to pay him $1,000 tomorrow. Such 
an agreement is void for lack of 
“consideration” because the pedes- 


NOW THAT THE CONTRACT IS SIGNED, 
TELL ME EXACTLY WHAT GUARANTY 
GOES WITH IT 











trian to whom the promise was made 
promised nothing to the other 
pedestrian. 

On the other hand, assume that a 
pedestrian says to another pedes- 
trian “I will pay you $400 if you 
touch me on the back.” The instant 
the accosted pedestrian touches the 
first spoken pedestrian on the back, 
the latter absolutely owes the other 
the sum of $400. This is so because 
there is valid “consideration” by 
both pedestrians. One agreed to pay 





WW 


the other $400 for the service of 
being touched on his back. This is 
a simple but dependable illustration. 
The fact that contract obligations 
are “one-sided” or the agreed pay- 
ment of $400 for the simple act of 
touching the other’s back is “unrea- 
sonable” is not important, because 
all higher courts hold that “foolish” 
agreements or contracts are enforce- 
able and no court-will decide a con- 
tract to be unenforceable simply be- 
cause one contracting party makes 
a contract which is to his detriment. 


i'LL PROMISE ANYTHING 
NOW. IT DOESN'T AFFECT 
THE CONTRACT 





The higher courts agree that a 
guarantee without mutual “consid- 
eration” is void and unenforceable. 
Last month a higher court clearly 
held that a guarantee given after 
the purchaser has accepted delivery 
of the merchandise, or signed the 
sale contract, is void and has no 
legal effect. 

For example, in Budrow v. Wheat- 
craft, 252 Pac. (2d) 637, the testi- 
mony showed facts as follows: A 
dealer sold certain equipment to a 
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get DOUBLE- BARRELED 
CAVINGS with 


NIBROC 


TOWELS (7 TOILET TISSUE 





You can cut washroom costs by ordering 
Nibroc Towels and Toilet Tissue together, 
thereby getting quantity discount. Absorb- 
ent, soft and strong, Nibroc products are the 
best washroom good-will-builders you can 
buy. No wonder they are first choice among 
industrial and institutional purchasing 
agents everywhere. White or natural; towels 
multifold or singlefold. 





NEW-NIBROC 
TOILET TiSSuE | 


~~” 


SAVE $$$—ORDER BOTH AT ONCE 
A new combination of 100% pure cellulose 
fibres makes Nibroc Toilet Tissues softer, 
stronger. 

For name of nearest distributor and towel 
and tissue samples, write Dept. GN-2, 
Boston. 


COMPANY, Berlin, New Hampshire 
CORPORATION, La Tuque, Quebec 


General Sales Offices: 
150 Causeway Street, Boston 14, Mass. 
Dominion Square Building, Montreal, Quebec 





SOLKA & CELLATE PULPS + SOLKA-FLOC + NIBROC PAPERS + NIBROC 
TOWELS + NIBROC KOWTOWLS ~- NIBROC TOILET TISSUE - BERMICO 
SEWER PIPE, CONDUIT & CORES + @QNCO INSOLES - CHEMICALS 
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purchaser named Budrow. At this 
time the dealer gave no guarantee: 
The printed conditional sale con- 
tract provided that the sale of the 
equipment was made “in its present 
condition.” Also: “This agreement 
constitutes the entire contract and 
no modification shall be valid unless 
written upon or attached to this 
contract.” Attached to the agree- 
ment was a purchase order reading: 
“No saleman’s verbal agreement is 
binding on the Company; all terms 
and conditions of this sale are ex- 
pressed in this agreement.” 

After taking delivery, Budrow 
took the equipment back to the 
dealer and complained about cer- 
tain defects. 

In view of the above mentioned 
clauses in the sale contract the 
‘ dealer was relieved of any guarantee 
made before the sale contract was 
signed. However, Budrow sued the 
dealer for breach of a guarantee 
made by the dealer when he took 
the equipment baek after discover- 
ing the defects. In holding the dealer 
not liable, the court said: 

“It appears that appellant’s (Bud- 
row’s) reliance is placed squarely 
on a warranty subsequent to the 


YOU SOLD MY MACHINE AT A LOSS 








sale. If no representation of war- 
ranty was made at the time of the 
sale, a subsequent representation or 
agreement to warrant will be of no 
legal effect unless new consideration 
is given to it. No attempt was made 
to show that there was any con- 
sideration for the subsequent prom- 
ise relied on.” 

For comparison see William A. 
Davis Company v. Bertrand Com- 
pany, 94 Cal. App. 281. In this case 
after a machine was delivered to 
the purchaser, the seller made cer- 
tain written statements in his cor- 
respondence with the purchaser 
which constituted a warranty. In 
other words, the guarantee was 
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made after the contract of sale was 
signed by the contracting parties. 
In holding the guarantee” void, *the 
court said: 

“There was no consideration fe- 
ceived or accepted which would sus- 
tain any new or additional warranty 
for goods already sold and de- 
livered.” 

Therefore, the law is well settled 
that if the seller makes either an 
oral or written guarantee on mer- 
chandise after the original contract 
was signed there is no liability, un- 
less some new consideration or pay- 
ment was made by the purchaser at 
the time the seller gave the guar- 
antee. 

As to whether there was good 
“consideration” to render valid a 
promise or agreement made by a 
seller to a purchaser, after the origi- 
nal sales contract was signed, will 
be decided by a jury upon careful 
weighing of all testimony presented 
by both the buyer and seller. 


Must Be Mutual 


Modern higher courts consistently 
hold that a contract is not entered 
into nor enforceable so long as in 
the contemplation of both parties 


YOU TOLD ME TO SELL 
AND | GOT THE BEST 
PRICE | COULD 





something remains to be done to 
establish contract relation, or if ma- 
terial terms are left for future ad- 
justment or are not agreed upon. 

Stating the law in a different way, 
before a valid contract is made the 
minds of the contracting parties 
must meet as to all essential terms 
of the agreement and they must 
assent to the same thing in the same 
sense at the same time in order to 
constitute a contract. 

For example, in Finley v. Hund- 
ley, 252 S. W. (2d) 959, decided the 
past weeks, the testimony showed 
facts as follows: One Hundley pur- 
chased from a seller named Finley a 
hay press, having a motor thereon to 











operate the press. Later Hundley de- 
cided that the capacity of the mote 
was too small and Hundley pur 
chased from Finley a new and more 
powerful motor than was originally 4 
on the hay press, for a cash o 
sideration of $535.40. The new motor 
was to enable the press to perforr 
more efficient and satisfactory serv~ 
ice in the baling of hay. 
Hundley dismantled the regu 
motor and securely bolted the new” 
motor to the press in its place. Soon 
thereafter Hundley expressed com- 
plaint to Finley of the nonperform- ~ 
ance of the press with the new ~ 
motor attached. Then Hundley vol- ~ 
untarily took the press with the © 
attached new motor to Finley’s place ~ 
of business and verbally authorized 
Finley to sell the press and its at- 
tachments, including the new motor, 
and apply the proceeds of sale to 
payment of the note then owed by 
Hundley. Hundley owed money on 
the note to finance the original 
transaction. At this time Finley 
made no definite agreement or 
promise to Hundley that he would 
sell the press at a price that would 
reimburse Hundley for the amount — 
of $535.40, the cost of the new motor. — 
The testimony showed that Fin- 
ley had stated verbally to Hundley, 
before witnesses, that the “chances 
were” that he “wouldn’t lose any- 
thing on it at all, that he would get 
more money for it”. Also, Finley 
testified that “he thought” and he 
“supposed” as Finley “indicated” 
that the hay press with the attached 
motor would bring enough so that 
he, Hundley, would receive back 
the $535.40 he had paid for the new 


motor. 
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Responsibilities Defined 


Notwithstanding all these various 
conversations, nothing was reduced 
to writing. In accordance with the 
authorization, Finley sold the hay 
press with the new attached motor 
for the sum of $1,650.00 and from 
the proceeds of the sale paid the 
finance company the sum of $1,552.- 
18, the amount of principal and 
accrued interest, leaving net bal- 
ance of $97.81. Of this balance 
($97.81) Finley paid $36.80 for 
needed repairs that he had placed 
on the press to enable the sale, and 
paid out $125.00 commission fees to 
a salesman, and after applying the 
proceeds as directed, Hundley came 
out owing Finley the sum of $63.99. 

In other words, instead of Hund- 
ley receiving $535.40 out of the sale 
proceeds, he owed Finley $63.99. 

In subsequent litigation, these 
questions were presented the court: 
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CUTTING. New S.E.C.O. keeps parts and tools cooler. GRINDING. New S.E.C.O. improves surface finishes 
Tools last longer, require fewer grindings; produc- because its increased detergency prevents loading 
tion is increased; finishes are uniformly good. and glazing of grinding wheels, prolongs wheel life. 


Now Better Than Ever! 

















New refining facilities improve industry’s most widely used cutting oil 
and permit it to give these added benefits 


@ HIGHER MACHINING EFFICIENCY— better finishes, longer tool life, increased production 
in cutting operations 


@ MORE EFFICIENT GRINDING—increased detergency provides better surface finishes, pre- 
vents loading and glazing of the wheel, prolongs wheel life 


@ WIDER APPLICATION—can be used for rolling, washing and rustproofing, too 
@ BETTER MIXING QUALITIES—in hot, cold or hard water 


@ A PURER, CLEANER CUTTING 0lL—whiter, more stable emulsions; cleaner parts and 
machines; better operator acceptance 


@ EASIER HANDLING—pumps from storage tanks more readily, flows from drums faster 


TEST NEW S.E.C.O. IN YOUR OWN PLANT. For information, call your 
nearest Sun office or write SUN Ort CompPaANyY, Phila. 3, Pa., Dept. PG-2. 


INDUSTRIAL PRODUCTS DEPARTMENT : 
SUN OIL COMPANY ™WHOe 


PHILADELPHIA 3, PA. e« SUN OIL COMPANY LTD., TORONTO & MONTREAL 
Made by the producers of famous Blue Sunoco Gasoline and Dynalube Motor Oils 





Was there valid “consideration” be- 
tween Hundley and Finley to make 
the secondary contract valid by 
which Finley agreed to sell the hay 
press, including the new motor? If 
so, did the agreement between 
Hundley and Finley obligate Finley 
to sell the press at a price that 
would net a sufficient sum of money 
that Hundley would receive back 
the $535.40 he had paid for the new 
motor? 

The higher court answered the 
first question in the affirmative and 
explained that valid “consideration” 
on the part of Hundley was paying 
for a new motor, and valid “con- 
sideration” on the part of Finley 
was his promise to sell the hay 
press. In this respect, the higher 
court said: 

“A promise or obligation tanta- 
mount to a contract must be free 
and voluntary, mutual, and each of 
the parties must communicate their 
reason to the other so that both may 
know that their minds have met. 
To constitute a contract the minds 
of the parties must meet with re- 
spect to the subject matter of the 
agreement, and as to all of its es- 
sential terms; and all of them 
must assent to the same thing in 
the same sense at the same time.” 

The court answered the second 
question in the negative, and said: 

“The mere statement that one of 
the parties “thought,” “supposed,” 
and expected a thing, and the other 
party “indicated” and stated that 
the “chances were” that he would 
get something, or more, by sale of 
the article without foreclosure pro- 
ceedings, and to that end agreed 
to sell at private sale, is not such a 
contract of pecuniary liability. Un- 
der the relatea facts, appellant (Fin- 
ley) was duty bound only to exer- 
cise his best judgment in the sale 
of the hay press. We are of the 
opinion that all the facts point in- 
dubitably to a conclusion that the 
appellant (Finley) made no bind- 
ing obligation to Hundley other 
than to exercise his best judgment 
and obtain the highest price for the 
hay press and attached motor.” 


Custom vs. Oral Agreement 


Recently a higher court rendered 
an unusually important decision 
which establishes this law: Oral or 
verbal agreements cannot vary or 
limit a valid written guarantee made 
before or at the time a contract 
was signed; and usual “custom” 
proves the intentions of contract- 
ing parties where the written con- 
tract is not specific or is ambiguous. 

For example, in Henningsen v. 
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Mayfair Packing Company, 253 Pac. 
(2d) 35, the testimony showed facts 
as follows: In September, 1946 one 
Griffin, doing business in Norfolk, 
Virginia, visited San Jose, Cali- 
fornia, with a view to making a 
business connection with one May- 
fair, which was a packer of various 
kinds of fruits. Mr. Battaglia repre- 
sented Mayfair in the negotiations, 
which resulted in Griffin ordering 
5 carloads of dried fruit, mostly 
prunes, from the 1946 crop and pro- 
cessed and packed by Mayfair. 
At first they discussed handling 
the sales on a consignment basis 
whereby Griffin would be paid a 
brokerage when the goods were dis- 
posed of, but it was ultimately 
agreed that the sales would be made 
outright to Griffin, to which he con- 
sented provided Mayfair agreed to 
give him a guaranty against a de- 
cline in the invoice prices. The 5 
carloads were shipped to Norfolk; 
the first two were promptly sold 
by Griffin. The last three, after be- 
ing warehoused by Griffin in Nor- 
folk, were slow in moving, but the 
invoices, aggregating $36,677.29, 
were promptly paid by Griffin. 


THE STUFF IS WORTH LESS 
EVERY DAY 





The promised guaranty by May- 
fair was not fulfilled. In January, 
1947 a Canner’s Convention was 
held in Atlantic City, and Griffin, 
anticipating Battaglia’s attendance, 
prepared, and Battaglia there signed, 
a contract which reads in part as 
follows: 

J. B. Griffin Co. 
225 W. Main St. 
Norfolk, Va. 
Gentlemen: 

In accordance with our conversation 
when you visited our offices in San 
Jose, we guarantee your floor stocks of 
Mayfair Dried Fruits against decline in 
our prices. This agreement covers the 
following three cars shipped you as fol- 
lows: . [The contract here de- 
scribed the 3 carloads of dried fruit 
then in Griffin’s floor stock. It was 
signed by Battaglia for Mayfair.] 


January 15th, 1947 








The importance of this contract 
is apparent because in it Mayfair 
clearly guaranteed to refund to 
Griffin the difference between $36,- 
677.29 Griffin had paid Mayfair for 
the 3 carloads of fruit and the 
subsequent decline in the market 
value of the fruits. However, May- 
fair failed to pay back to Griffin 
the amount of money representing 
the decline, and Griffin filed suit 
against Mayfair for approximately 
$17,000.00 which he claimed was the _ 
amount he lost on the transaction 
due to decline in the market value 
of the fruit. a 


Court Enforces Guaranty i 


Mayfair defended the suit, first, 
on the grounds that the guaranty _ 
had been obtained by misrepresen- — . 
tation in that Griffin had led Battag- 
lia to believe that his purpose in 
getting it was merely to make a ~ 
showing to his banker that would 
satisfy him; that Griffin was finan- 
cially embarassed and that no claim 
would ever be made on the guar- 
anty. At the trial Battaglia testified 
that Griffin had made these verbal 
representations to him. 5 








I'LL HOLD THE BAG 
90 DAYS -NO LONGER 





It is interesting to observe that 
the higher court refused to believe 
this testimony and in holding the 
guarantee valid which was signed 
by Battaglia for Mayfair January 
15, 1947, this court said that the 
alleged verbal agreement or promise 
could not be used to vary or invali- 
date the written guarantee against 
decline of the market value of the 
fruit. 


Duration Fixed by Custom 


Then Mayfair presented to the 
court an argument that although the 
contract did not state the duration 
of its guarantee against decline in 
prices, yet there was no implica- 
tion that the duration was unlimi 
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@ Here is the up-to-date story of 
Yoloy Continuous Weld Pipe—a re- 
markable low alloy steel whose 
nickel-copper content gives it unique 
ability to withstand corrosion, abra- 
sion and shock. These outstanding 
advantages combined with high 
strength, ductility and weldability 
make Yoloy Pipe an excellent selec- 
tion. 

Proved by 18 years of satisfactory 
performance, Yoloy is highly recom- 
mended by users in such service as 
radiant heating, snow melting, gas 
line gathering, brine lines and other 
industrial piping. 

This new folder presents the facts 
and figures on Yoloy’s physical and 
chemical properties, with data on 
sizes now available and other infor- 
mation you'll need to select Yoloy 
Continuous Weld Pipe to meet your 
special requirements. Write for a 
copy today. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY ="! °#= 


Manufacturers of Carbon, Alloy and Yoloy Steel Export Office-500 Fifth Avenus 
COLD FINISHED CARBON AND ALLOY BARS - ELECTROLYTIC TIN PLATE COKE TIN PLATE - WIRE - P] 
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Griffin contended that it should 
continue as long as any of the fruit 
bought from Mayfair remained un- 
sold on his floor. Battaglia testified 
that by custom such guaranty period 
never ran beyond 90 days. 

The lower court adopted this view 
and fixed the terminal date at April 
14, 1947. Hence, although Griffin 
contended that his total losses were 
as high as $17,000.00, the court’s 
adoption of the 90-day period set- 
tled the amount of damages or re- 
fund due Griffin at $7,593.11, the 
price decline from January 15, 1947 
to April 15, 1947. In this respect, 
the higher court said: 

“It will be noted that the writing 
is silent with respect to the dura- 
tion of the guaranty. Most of the 
testimony was given by Griffin. He 
testified respecting market condi- 
tions and prices. It was the func- 
tion of the trial judge (lower court) 
to weigh his testimony against that 
of the defense witnesses. The find- 
ings show that the court was satis- 
fied with Griffin’s testimony and 
with the fairness and accuracy of 
his computation of the price de- 
cline.” 

Therefore, although Griffin intro- 
duced testimony showing that he 
suffered a financial loss of near 
$17,000.00 total decline, yet he was 


re 








OK 3 


allowed the amount of $7,593.11, the 
decline during a 90-day period 
adopted by the court. The outcome 
of this new higher court decision 
rendered in April 1953 clearly estab- 
lishes at least two important points 
of law relating to sale contract law, 
namely: The courts will not listen 
to or consider verbal testimony to 
vary or render void a valid written 
guarantee; second, where a con- 
tract guarantees a purchaser against 
financial loss, resulting from decline 
in the market price of purchased 
merchandise and such contract does 
not specify the duration of the 
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guarantee, the court will investigate 
the normal and usual custom among 
sellers of the same kind of mer- 
chandise, and limit the guarantee 
according to the prevailing custom. 


Right to Rescind 


Generally speaking, a purchaser 
who without good cause rescinds a 
contract cannot sue the seller and 
recover damages. However, this 
rule of law is different, according 
to a new higher court decision, if 
the buyer attempts to use the sub- 
ject of the sale and afterward dis- 
covers that the seller breached his 
contract. 

Stating this new law in a different 
way, the law is: Generally, a pur- 
chaser who elects to rescind a con- 
tract cannot recover damages for 
the breach, but where the contract 
contemplates the furnishing of mer- 
chandise or material for a particular 
purpose and the purcheser expends 
time or money in attempting to use 
it, and later rescinds the contract 
because of the failure of the mer- 
chandise or material to comply with 
the contract, he is entitled to a re- 
covery of not only the money he has 
paid under the contract, but also 
the reasonable expense he was put 
to in attempt to use the merchandise 


BE CAREFUL OF THAT ROOF, 
BUDDY, IT'S MORE IMPORTANT 
THAN THE TV 


or material for the contemplated 
purpose. 

For illustration, in Miller-Piehl 
Equipment Company v. Gibson 
Commission Company, 56 N. W. 
(2d) 25, the testimony showed facts 
as follows: A purchaser signed a 
contract with one Hopkins for the 
construction of a concrete slab or 
floor and paid Hopkins $2,743 for 
this. 

After the concrete slab was in 
use for some time the purchaser 
for a good reason elected to rescind 
the contract. The higher court held: 

“A purchaser who has rightfully 





rescinded such a_ contract may de- 
mand the complete restoration of 
the status quo, which includes the 
return of any expenditure made by 
him which was contemplated by the 
contract. The defendant (purchaser) 
is entitled to recover $2,743 with 
interest.” 

Also, this court held that a pur- 
chaser may recover as additional 
damages any and all expenses, loss 
of time and the like, which resulted 
from the seller’s breach of a valid 
contract. 


Purchaser Has Option 


Purchasers who desire to avoid 
any particular phase of legal re- 
sponsibility and liability should not 
hesitate to insert a clause in the 
contract which is clear and un- 
ambiguous. 

For example, the United v. Foster 
Company, 183 Fed. (2d) 494, the 
testimony showed facts, as follows: 
A purchaser entered into a written 
contract with a company. A special 
clause in the contract was that the 
purchaser “reserves the right to 
cancel the contract at any time for 
what may be deemed good and 
sufficient cause.” 

The company began performance 
under the contract but it seems 
that its performance was not satis- 
factory to the purchaser. Without 
any notice, the purchaser wrote a 
letter to the company cancelling the 
contract. 

The company sued the purchaser 
alleging that it fully and faithfully 
performed all things required under 
the contract and asked the higher 
court to award heavy damages. The 
higher court explained that persons, 
firms and corporations are responsi- 
ble and bound by clauses in con- 
tracts which authorize the purchaser 
or other party to cancel the contract 
without notice or liability. 

In view of this late and higher 
court decision purchasers should 
carefully revise purchase contracts 
to favor themselves, instead of 
sellers. 


Jury Favors Purchaser 


A reader asked this question: “If 
a purchaser is dissatisfied with mer- 
chandise, what can he do to be cer- 
tain to compel the seller to take 
back the merchandise and refund 
the full contract price?” 

Last month a higher court held: 
If a sale contract is uncertain or 
indefinite a jury can decide the 
rights and liabilities of the pur- 
chaser. 

For example, in Western v. Clark, 

(Please turn to page 320) 
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The Bower tapered roller bearing design features 
shown on this page are vitally important to 
every bearing user. For they illustrate the high 
quality, precision workmanship and close atten- 
tion to engineering detail that go into every 
Bower bearing. Even more important, these 
Bower design features will give you significant 


bearing advantages such as reduced wear, longer 


Here’s how BOWER Spher-o-honed 
design lengthens bearing life... 
cuts maintenance costs! 


bearing life and lower maintenance require- 
ments. They've been thoroughly proved by 
extensive use in virtually every type of bearing 
application. If your product uses bearings— 
whatever it may be—specify Bower now. Or 
better yet, call in a Bower engineer while your 
product is still in the blueprint stage. 

BOWER ROLLER BEARING COMPANY © DETROIT 14, MICHIGAN 











A COMPLETE LINE OF 
TAPERED, STRAIGHT AND 
JOURNAL ROLLER 

BEARINGS FOR EVERY 

FIELD OF TRANSPORTATION 
AND INDUSTRY 


Fepruary, 1954 


SPHERICAL ROLLER HEADS ARE GENERATED TO 

THE CONTOUR THEY ACQUIRE IN THE COURSE 

OF WEAR. This helps Bower bearings hold adjustment 

and pre-load longer and better. Normal running-in time > 
is virtually eliminated. 





‘Min HIGHER FLANGE PROVIDES A LARGE, TWO-ZONE 
CONTACT FOR ROLLER HEADS, thereby reducing unit 
_ pressure. This exclusive Bower feature improves roller 
alignment, greatly reduces wear and practically elimi- 
nates resultant “end play.” 





peels: a | 
TION at the critical point—where the roller head thrusts 
itself against the cone flange. Here Bower design pro- 
vides a larger recess that holds o generous supply of 
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New Products 


Double Wall Drum Liner 
Reduces Chance of Rupture 


A double wall drum liner with an 
insulating air space reduces the pos- 
sibility of rupture by distributing 
stresses more evenly over the en- 
tire surface. Made of polyethylene, 
the liner is designed for use with 
either fiber or steel drums. Protect- 
ing the surface of the drum, it 
ean be used to transport acids, al- 
kalis, foods or other “hard to han- 
dle” products. Liquid or solid mate- 
rials can be filled into the liner 
since the polyethylene is chemically 
inert. The transparent double wall 


Ideas 


not only increases the strength of 
the liner but distributes shocks and 
pressure through relative movement 
of the two walls. It is made by Mehl 
Co., Cincinnati 2, Ohio. 


LF oF 


Proximity Meter Capacitance 
Gage Has No Physical Contact 


A proximity meter capacitance 
gage is said to open a new era of 
measurements in the fields of re- 
search, industrial laboratories and 
pilot plant operations. The unit pro- 
vides a general utility instrument 
for comparing, measuring or moni- 
toring dimensions and distortions 





TITANIUM LOCKNUTS, the first commercially available, are made by Elastic Stop Nut 
Corporation of America, Union, N.J. They meet the same tensile strength specifications as 
steel nuts of the same thread size, but weigh less than half as much. These are 12-point 
(double hex) nuts. Other sizes will be added later. 
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not possible by mechanical means. 
An unusual feature of the gage is 
that measurements are made with- 
out any physical contact with the 
specimen which means that the 
master gaging head will not change 
due to wear or abuse. Variations in 
the order of 1/100 of a microinch 
can be detected. The instrument is 
also applicable to unusual measure- 
ments of dielectric change. It is a 
product of the Fielden Instrument 
Div., Robertson-Fulton Controls 
Co., 2920 N. Fourth St., Philadelphia 
33, Pa. 


Electric Hoists Hold Loads 
Even with Power Failure 


The Chester Hoist Div., National 
Screw & Mfg. Co., Lisbon, Ohio, is 
introducing a line of eight electric 
hoists, % to 2 ton. Basic design fea- 
tures are high torque electric mo- 
tors with 30-min 55-sec C time 


rating, triple reduction gearing un-— : 


der continual lubrication, and dual 
breaking on load and motor for 
precise spotting control and maxi- 
mum safety. The unique load brak- 
ing system employs a non-revers- 
ing automatic spring clutch to 
actuate the oversize Weston brake 


without pawls or ratchets. Either | 


motor or load brake can hold the 
rated load indefinitely suspended, 
even with power failure. Of the 
eight new hoists, five have flexible 
wire-rope cable lift: and pendent 
push button control, three have 
welded alloy steel link chain lift 
and pendent rope control. 
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First year’s savings can repay 
your investment in A. O. Smith D.C. Rectifier 
welders that replace motor-generator sets. 











44°) more efficient in operation than heavy 


rotary equipment! End costly maintenance 
add the benefits of better, smoother, 





| faster welding at much less cost. 
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1. Rectifier stacks are cooled resh air wn in at op by 
2. Life-time industrial fan, whi lasts down ov Heavy 
»pper, fibrous glass-insulated transformer coils. 4. Primary coils move 
p or down for current settin ball-bea i" acks und tepless, 
on-creep current control. An illuminated scale is easy to coal. ll 
parts are easily accessible for maintenance removing a screws 
and a panel of the 5. Attracti restful-green, batietl-a nameled 
steel case. 6. Eye-bolt for hois Floor clearance f ndling 

ith fork-truck makes the A mith Rect portable. 

Made by weld - for welders 
Write Dept. P-254 for complete details 


& A0Smith AQSmith 


aa noc en, Me hen n, Milwaukee 1, Wiscon 
ae 


cob wan kee 1, Wisconsin 
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Tape it 
with 
Behr-cat 








BEHR-CAT Masking Tape 
is quick to stick and strips 
off clean every time. 

You can’t beat it for 
cost-saving masking, 
stenciling, sealing and many 
other jobs only tape can do. 
Behr-Manning Corp., Troy, N. Y. 


in Canada: Behr-Manning (Canada) Ltd., Brantford. 
For Export: Norton Behr-Manning Overseas Inc., 
New Rochelle, N, Y., U. S.A. 


SEHR: MANNING 


COMPORATION 


Pi of NORTON Company 
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A COATED ABRASIVES 
A SHARPENING STONES 
A PRESSURE-SENSITIVE TAPES 


T-1 


Please mention PURCHASING Magazine when writing to advertisers. 











Announce Medium Capacity 
Torsion Spring Tester 


John Chatillon & Sons, 85-93 Clig 
Street, New York 38, N. Y,, an. 
nounces a medium capacity spring 
tester-Model No. 942. Designed 
to test right-hand and _ left-hand 
torsion springs it is available in cg. 
pacities from 5 inch pounds up to 
100 inch pounds or the equivalent in 
the metric system. The dynamo- 
meter dials are graduated in in- 
crements of from .02 inch pounds to 
.5 inch pounds. The deflection dig] 
is graduated to 360° in increments 
of 1° figured every 10°. The tester 
is accurate within 1%. It is easily 
operated by attaching the spring to 
be tested to the operating shaft and 
outer flange. 


Tiering Tote Box Holds 
Quantities of Small Parts 





A nested tiering tote box holds 
reasonable quantities of small parts 
in the stockroom, on _ production 
lines, at assembly benches or for 
transport to shipping operations. 
Made of 20 gage steel in green 
enamel, it handles 200 Ib. with 
standard handle and 400 Ib with 
heavy handle. Measuring 12” long, 
7%” wide and 434” deep, it weighs 
3 lb and has volume of 238 cu in. 
The “NesTier” nests and tiers by 
simply flipping the handles at both 
ends. When nested it occupies only 
1/12 of tiered space. Made by 
Charles Wm. Doepke Mfg. Co, 
Rossmoyne, Ohio. 


High Capacity Springs Use 
Compressible Liquids 


High capacity springs, using com- 
pressible liquids have been at- 
nounced by the Hydra Spring Di- 
vision, Wales-Strippit Corp., No 
Tonawanda, N. Y. The two new 
Hydra springs eliminate many age 
old problems by providing respec- 

(Please turn to page 134) 
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TAYLOR Forming 


‘1 Materials are specially . 
: made for use in intricate 
= shapes, compound curves 


ng and relatively dee . 

draws. They are available Tt & 
ee yassk Want to make something of them? 
me; with a wide variety of 
= physical, mechanical and 
p- electrical characteristics. 
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Make them into all kinds of panels, guards, barriers, ribs, masks, covers, 
ducts, containers, shields, shims or any other complicated formed part 


your product may require. While many grades of Taylor Vulcanized 
olds Fibre and Laminated Plastic can be formed to some degree, these four 
= grades are ideally suited for most forming operations. 
'e LAMINATED PLASTICS: 
ions. Grade C-7—for applications requiring toughness, resilience, 
reen mechanical strength and abrasion resistance. 
with Grade XX-7—for applications where mechanical strength is 
with . secondary to good electrical properties and low cost. 
long, VULCANIZED FIBRE: 
eighs Trunk Fibre—for applications requiring good mechanical strength, 
u in. toughness, abrasion resistance, surface finish and resistance to 
s by organic solvents. 
both Taylor Insulation—for applications requiring superior dielectric strength, 
only toughness and abrasion resistance as well as good mechanical strength. 
» by A Taylor Engineer will be glad to help you select the grade best 
Co., suited to your forming requirements. 
Let us form it for you in our Fabricated Parts Division . . . completely 
e equipped to turn out formed and punched parts to your specifications, 
at the right price, with deliveries to match your production schedules. 
com- Taylor Fibre Co., Norristown, Pennsylvania—La Verne, California 
an- 
s Di- 
= TAYLOR 
new , 
age- ; Laminated Plastics 
ial” Vulcanized Fibre 
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_ UPSON-WALTON 


wire rope slings 
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engineered for safety 


PSON-WALTON’S long experience in the 
manufacture of wire rope and rope fittings 
pays off when it comes to slings. Factory assembled 
by skilled craftsmen, Upson-Walton slings are 
tops in strength and safety. 
Upson-Walton slings are sold 
through selected distributors 
everywhere to assure you of quick 
delivery and a wide choice of /{ “*m,.. 
associated fittings. Catalog on ~~ 
request. 


Wi 
Rope 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE e CLEVELAND 11, OHIO 
New York © Chicago °* Pittsburgh 





MANUFACTURERS OF WIRE ROPE, FITTINGS, TACKLE BLOCKS — ESTABLISHED 1871 





(Continued from page 132) 
tively up to 6000 lb and 8500 lb force 
in a relatively small space. This js 
the result of utilizing the compres. 
sibility of special fluids. The com. 
pact springs measure only 2%” by 
444” long and produce as much 
spring force as a large 6” diameter 
by 8” long with 1%” wire railroad 
car spring. Force and stroke of the 
springs may be adjusted by chang. 
ing preloads or volume or type of 
the special fluids—the Wales Com. 
proils. 


Metal-Cutting Band Saw 





Machine Tool Division, Kalama- 
zoo Tank & Silo Co., 135 Harrison 
St., Kalamazoo, Mich., makes a 
horizontal metal cutting band saw 
which cuts 8” round stock, 16” flat 
stock and a variety of shapes includ- 
ing very thin sections. It will cut 
with an accuracy of a few thou- 
sandths with a minimum of kerf 
and leaves no burr. Ruggedness, ac- 
curacy, operating ease and safety 
are featured throughout. Saw frame 
descent through the sawing opera- 
tion is correctly maintained by a 
hydraulic mechanism. Cutting ac- 
tion of the saw blade is easily visi- 
ble to the operator. All parts are 
completely enclosed and _ blade 
changes can be made in a matter 
of seconds. 


Miniature Precision Motors 

Globe Industries, Inc., 1784 Stan- 
ley Ave., Dayton 4, Ohio has a line 
of 400 cycle hysteresis motors, pre- 
cision made for application where 
size, weight and high performance 
are the governing factors. They are 
wound for operation from single 
phase supply, requiring a capacitor 
(not furnished) for starting and 
running. The motors are 14” diam 
by 2%” long, being available with 
a two-pole or four-pole winding, 
for 24,000 or 12,000 rpm. These 
miniature hysteresis - synchronous 
motors are well adapted for power; 
servo or timing applications. For 
servo applications the motors cam 
be wound for two-phase operations, 
and for timing and power, they are 
available as single-phase capacitor- 
run motors. 
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40 YEARS’ LEADERSHIP LOW COST 

Yes, for 40 years GITS has been Yes, GITS oil cups can do a com- 
setting the stanéard for industry plete lubricating job for you ... 

. solving tough lubricating prolonging bearing life, reducing 
problems. . . earning the confi- maintenance costs, cutting 
dence of manufacturers. . . it’s ; down-time, boosting production 
the reason people say, ‘‘Call ... and GITS oil cups cost so 
GITS first’”’. little. 


ra 


WORLD’S LARGEST SELECTION 


Yes, only GITS can offer you 
such a wide range of standard 


CONSISTENT TOP QUALITY 


Yes, GITS is known for uniform 
quality in design, materials and 





stock sizes. From just one source machining . . . this means con- 
you can get all lubrication de- stant, dependable performance 
vices in any design for any for you. Inferior products can 
purpose. cost you time and money. De- 


mand the best . . . get GITS. 





—F 


Bcd 


Oil Hole Covers « Oil Cups * Grease Cage * Bottle Oilers ° Gauges « Gravity-Feed « * Wick- eed 
Constant Level + Vibrating Rod Styles * Threaded or Drive-Type ¢ Elbow or Straight 


[T s BROS.MFG. Co. 


1865 S. Kilbourn Ave. Chicago 23, III. 











; 
Write today for Free Catalog No. 60A. Use it as your handy reference for lubricating devices. 4 
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The LUBRICANT 
EXTENDED 
BEARING LIFE 
50%" 


v 
—says REPUBLIC AVIATION CORP. 








Mokers of the famous F-84E THUNDERJET 3 


“Underactual tests, LUBRIPLATE 
extended bearing life fifty 
cent or better as compared to other 
lubricants. It was also found that, dur- 
ing test, LUBRIPLATE increased effi- 
ciency of machines twenty per cent by 
reducing friction loss. Republic has 
been using LUBRIPLATE successfully 

for the past eight years.’ 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 























LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ‘““LUBRIPLATE DATA BOOK”’...a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
srothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 
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Offers New Low Speeds for 
Flexible Speed Drives 





New low speeds have been made 
possible for flexible speed drives, 
says Reeves Pulley Co., Columbus, 
Ind., by means of a new variable 
speed disc assembly. The model 
may be mounted in almost any po- 
sition around the driven equipment, 
may drive it in any direction, and 
can deliver any desired speed with- 
in a ratio of 6:1. The drive also of- 
fers the maximum in mounting 
flexibility. The driven shaft may be 
located anywhere around the motor 
shaft and the speed control hand- 
wheel may be located parallel to or 
in any eight positions perpendicu- 
lar to the motor shaft. The new low 
speeds make the drive especially 
adaptable for driving at recom- 
mended speeds to practically any 
gear reducer. 


Screw Washers Remove 
Waste And Water From Sand 


McLanahan & Stone Corp.. Holli- 
daysburg, Pa., has developed a new 
series of screw washers for the re- 
moval of waste and water from sand 
and similar materials. Produced in 
single and double screw models, 
these units may be engineered for 
either fine or coarse materia!s. They 
are manufactured with 20’ and 25’ 
screw lengths—an important con- 
sideration since the amount of de- 
watering is dependent on the screw 
length. The 20’ screw produces sand 
with 12-15% moisture, while the 25’ 
screw provides 10-12% moisture. 
The single screw units have capac- 
ities ranging from 35 to 125 tph; the 
double screw units produce at rates 
of from 70 to 250 tph—all capacities 
based on plus 100 mesh materials. 


Compact Permanent Magnet 
Chucks Have Greater Holding 
Area 


Compact permanent magnet 
chucs, from 15% to 20% lower in 
height than conventional ones, af- 
ford increased clearance between 
wheel and chuck. At the same time, 
the incorporation of more magnetic 
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poles in relation to chuck 

has made possible a greater effec. 
tive holding area. The chucks utij. 
ize the latest development in special] 
alloy magnet material to achieve 
maximum power, and under normal 
conditions will retain their peak 
energy indefinitely. Ideal in surface 
grinding, they are extremely ver. 
satile and can be readily employed 
for other operations such as mill- 
ing, planing and shaping. Made by 
Taft-Pierce Mfg. Co., Woonsocket, 
R. I. 


Portable Heater for Workers 
in Exposed Areas 





Men at work in places imprac- 
tical to heat by ordinary methods, 
can do their jobs in comfort if fur- 
nished with a _ portable oil-fired 
heater. Distributed by Cauhorn 
Distributing Co., 9999 Broadstreet, 
Detroit 4, Mich., it is self-contained 
unit which can be rolled on its own 
wheels by one man. It operates on 
kerosene or No. 1 fuel oil and pro- 
duces up to 190,000 Btu’s of heat 
per hour. No installation vent, flue 
or chimney is required because of 
the completeness of combustion. All 
that is required is a plug-in to any 
110-115 v, a-c electrical current. It 
is recommended for loading, docks, 
warehouses, repair shops, foundries, 
etc. 


Plastic Closures Protect Products 
in Many Ways 


Protective Closures Co., Inc., Ca- 
Plugs Div., 2207 Elmwood Ave. 
Buffalo 22, N. Y., has developed 
multi-purpose plastic closures to 
protect threading, tubing ends and 
fittings of all types of products dur- 
ing processing, storage and transit. 
They are impervious to all common 
chemical reagents, such as solvents, 
sterilizing agents, caustic and acid 

(Please turn to page 142) 
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to promote sanitation 
in your plant 


Yes, in one modern cooler you get the two important features 


that mean so much in trouble-free maintenance in any plant! 


Enduring Stainless Steel Top—easy to maintain, sanitary 


and wear-resisting, clean. 


Two-stream Halsey Taylor projector —drinking mound 
at uniform height regardless of pressure variation, contami- 
nation-proof, ever hygienic! 


THE HALSEY W. TAYLOR CO., WARREN, OHIO 


Halsey Taylor 


COOLER FOUNTAINS 














standardize on standard 
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HALLOWELL 
Ot TT 


SOLID STEEL 
COLLARS 


now Size-marked for 
easy identification 





42 stock sizes—each marked with shaft 
diameter for easy identification—are 
now available at your HALLOWELL dis- 
tributors’. And these precision ma- 
chined solid steel collars—in sizes from 
3%"’ to 3” inclusive—have the famous 
self-locking UNBRAKO Socket Set Screw to assure 
positive positioning on the shaft. 
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Write for literature and the name of your nearest 
HALLOWELL distributor. STANDARD PRESSED STEEL 
Co., Jenkintown 31, Pa. 


HALLOWELL POWER TRANSMISSION DIVISION > 





JENKINTOWN PENNSYLVANIA 
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(Continued from page 138) 


baths. Standard, non-threaded Ca. 
Plugs are available in sizes to fit 
any diameter from 4” to 11”, spe- 
cial sizes up to 3%”. New threaded 
plugs range from 5/16”-24 thread 
to 244”-12 thread. 


Roller Assembly on Jib 
Crane Eliminates Shimming 





Cleveland Beacon Products Co., 
2435 Orange Ave., Cleveland 15, 
Ohio, makes a jib crane with a fea- 
ture providing more _ economical 
handling of loads or servicing ma- 
chines or furnaces. In this crane a 
self-aligning roller assembly makes 
full line contact on a steel wear 
band on the mast. This roller as- 
sembly is adjustable by means of 
adjusting screws which eliminate the 
need of shimming to level boom 
and compensate for deflection or 
wear over prolonged usage. The 
adjustment and alignment is accom- 
plished by turning external adjust- 
ing screws with an ordinary wrench. 


New Air Tool Series 


A new series of air tools, cover- 
ing applications from %” drilling to 
3%4” bolt size nut setting, has been 
announced by Thor Power Tool Co., 
Aurora, Ill. The series are: No. 3, 
No, 35, and No. 5. In the No. 3 
series one basic No. 3 air motor 
powers four straight drills, four 
right angle drills and four right an- 
gle nut setters. Speeds range from 
3400 rpm to 800 rpm, with capaci- 
ties of 4%”, 5/16” and %”. The No. 
35 series features three grip handle 
drills in speeds of 1150, 800, and 550 
rpm and capacities of 34” and 7/16”. 
The drills are convertible to direct 
drive nut setters of 5/16 thread size. 
In No. 5 series, right angle nut 
setters are of 600,450,300 and 225 
rpm for setting nuts of %”, 54” and 
%,4” thread size. 
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SAFETY-U 
large gu: 
lets you 

guard bj 





MAN-SIZE CONTROLS... big trig- 
ger switch, heavy wing nuts 
give faster action, quicker ad- 
justments! 


SAFETY-LIFT GUARD... 
large guard lift - lever 
lets you retract lower 
guard by hand safely! 


















HUSKIER BUILD... . larger shoe... 
for solid base, greater stability 
on every cut you make! 


EASY-GRIP HANDLE . . . at natural saw- 
ing angle . . . plus second hand-hold 
. . and cord is out of way! 


POWER TO SPARE. . . on the 
toughest jobs . . . because 
all motors are B&D-built 
just for these saws! 


2-POINT SUSPENSION . . 

not one but two big wing 
nuts hold saw steady at 
every depth and angle! 





Sudustny asked, for these saws... 


Black & Decker 
built *em from the job up! 


E asked the men who use saws 

what features they wanted 
most. We asked carpenters, builders, 
maintenance men, plant supervisors 
++. and they sure told us! 


They told us they wanted saws 
with all the features described 
above. We called in our engineers, 
our designers, our production ex- 

rts. And we built these new B&D 

eavy-Duty Saws from the job up! 


For maintenance, for construc- 
tion, for production, these new B&D 

Ws just can’t be beat. B&D- 
designed-and-built motors give them 
power to spare for the toughest saw- 
ing jobs! The new B&D 6-inch Saw, 
for example, can often do jobs that 
€ven some 8-inch saws are not 
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powerful enough to do without 


stalling! 


The power-packed B&D Heavy- 
Duty 8-inch Saw is ideal for all- 
round work. Cuts from 0 to 2'% 
inches deep. Bevel cuts from 0 to 45 
degrees . . depth of cut at 45 
degrees is 2% inches. Easy to adjust. 
Expertly designed and constructed. 


In addition, B&D Heavy-Duty 


For the address of your 
neorest B&D outlet see 
"*TOOLS-ELECTRIC” 


Saws are available in 7-and 9-inch 
sizes—both of which include all the 
features described above. Prices: 
6-inch— $64.50, 7-inch—$84.50, 8- 
inch—$96.50, 9-inch—$114.50. See 
your B&D outlet for additional in- 
formation and demonstration. Also 
write for free catalog No. 513. 
Address: THE Brack & DECKER 
Mra. Co., 607 Pennsylvania Ave., 
Towson 4, Md. 


Block Decker aii 


PORTABLE ELECTRIC TOOLS ) 
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with GENERAL ENGINEERED CONTAINERS 


Packaging six porcelain insulators in a bulky nailed crate was a 
time-consuming two-man operation at Victor Insulators, Inc., Vic- 
tor, New York. Introduction of the sturdy, lightweight General 
Wirebound Box and the jig-assembly system shown here enabled 
Victor engineers to reduce packaging to a quick, efficient, one-man 
operation, cut packaging costs by an estimated 25%. And their 
customers benefited by he substantial saving in on-site uncratin 
time—now a matter of seconds, thanks to General Wireboun 
Design. 

This is only one example of hundreds of packaging problems 
solved each year—at a saving—in General Box Company’s two 
fine Industrial Packaging Laboratories. General packaging experts 
stand ready to help you cut costs, too. Write today for complete details. 





“Fluxes For Automatic 
Hardsurfacing 


A new technique for automatic 
hardsurfacing, developed by The 
Lincoln Electric Company, Cleve. 
land 17, Ohio, has its alloy content 
of the deposited metal supplied by 
an agglomerated granular flux 
rather than by an electrode. Any 
standard automatic welding head or 
Manual Lincolnweld equipment may 
be used without any changes. The 
new fluxes are available in standard 
100 pound bags. The electrodes 
come in sizes from 7/32” to 3/16”, 
in coil form for continuous auto- 
matic operations. 


Magnetic Sheet Floater 





ig ae 


The problem of stacking steel 
sheets is eased by a magnetic sheet 
floater developed by Dings Mag- 
netic Separator Co., 4740 W. Elec- 
tric Ave., Milwaukee 46, Wis. The 
unit operates on the principle that 


like magnetic poles repel. Sheets next — 





to one, or between two sheet float- ~ 


ers, assume the polarity of the mag- t 


net poles, repel one another and fan 
out. Top sheets in a stack are clear- 
ly separated from those below and 


are easily grasped. This eliminates © 
fumbling with thin oily sheets. It= 


minimizes the possibility of feeding 


doubles and so protects dies. There ~ 


is also less danger of finished sur- 
faces being scratched. The series 


handles 28 through 10 gage blanks | 


up to 30” x 20”. 


Leakproof Valvespout Oiler 














Continental Arms Corp. 6977 
Fifth Ave., New York, N. Y., is 
Find out how other manufacturers are cutting packaging offering a guaranteed leakproof 
costs. Write for your free copy of “The General Box.” yi) oiler with precision valve built in samples 
=F the spout. Twisting the valve to the 
right or left either opens or her- 
Factories: Cincinnati; Denville, N. J.; . . ———— 
Detroit, East St. Louis, Kansas City, metically seals the oiler. Spouts 
COMPANY Lovisville, Milwaukee; Prescott, are drilled of solid brass rod and | 
1843 Miner Streer Atk: Sheboygan; Winchendon, are available in six models with |“ 
Lx x« x k j zames ws a ae nae ee six interchangeable spouts in | ‘iy, 
’ ° ssissippi, Meridian, Miss.; ne ” ” . 
tinental Box Company, Inc., Hous- lengths from 1 to 10", either Kearville 6, 1 
ton, Texas. straight or bent. They deliver 4 Ln hagets, 
, single drop at a time. Valve spout “a 
ENGINEERED SHIPPING CONTAINERS FOR EVERY SHIPPING NEED is suited for all precision lubrica- 
Tne olits Pallet Boxes © Corrugated Fianna eS aa tion requirements. The special 10 Milwaukee 4 
® Cleated Corrugated and Watkins-Type Boxes © Wirebound Crates and Boxes spout is designed for special hard- Minneapolis. 
to-reach lubrication points. 
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Compare actual samples. Ask your Parker O-ring 
distributor to check your specifications and give you 
samples of the right O-ring for your application. Then 


Bee 





prove for yourself the advantages of using Parker O-rings 








by comparing them impartially with other makes in 
actual use under your own service conditions. 





Indianapolis, ind. 
Kansas City, Kan. 
Keerville 6, Tenn. 

Lan Angeles, Cal. 
Wiami, Fla, 

Witwaukee 4, Wis. 
Minneapolis 5, Minn. 





Fepruary, 1954 


Avels Sales & Engineering Co., 
1728 West 16th St. 

Standard Products, Inc., 

3041 Fairfax Rd. 

Leinart Engineering Co., 

412 E. 5th Ave. 

Aero Bolt & Screw Co., Inc., 

1071 Arbor Vitae Ave., Inglewood 
Air Associates, Inc., 
International Airport 

Allrubber Products & Supply Co., 
612 South Second St. 

Van Dusen Aircraft Supplies, Inc 
2004 Lyndale Ave. South 


New York 77, N. Y. 
New York, N. Y. 
Oakland 8, Cal. 
Philadelphia 40, Pa. 
Pittsburgh 24, Pa. 
Portiand 10, Ore. 


Sacramento 14, Cal. 


Durham Aircraft Service Inc., 
56-15 Northern Bivd., Woodside 


Nielsen Hydraulic Equipment, Inc., 


4 Penn Place Pelham Manor €5 
Bearing Specialty Co 

2928 Poplar St. 

Goodyear Supply Co.., 

1605 W. Hunting Park Ave. 
Bearing Distributors, Inc., 
4515 Liberty Ave. 

Hydraulic Power — Co., 
2316 N. W. Savier St. 

Bearing Specialty Co., 

2314 nf St. 


San Francisco 3,Cal. Bearing Specialty Co., 
790 Brannan St. 


Seattle 8, Wash. Palmer Supply Co., 
222 Westlake North 
St. Lowis 15, Mo. Metal Goods Corp., 
5239 Brown Ave. 
St. Louis 3, Mo. Sealtite Corp., 
1925 Washington Ave. 
Tuisa 3, Okla. Metal Goods Corp., 
302 N. Boston 
Wichita 11, Kan. Standard Products, Inc., 
650 E. Gilbert 
Canadian Representative: Railway & Power 
Engineering Corp., Ltd. 
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Hesitation — 


can be very costly! Call the right company — 
9 AMERICAN RED BALL moving specialists! 
+4 Home, office service is complete, yet cost is LOWER 
THAN MOST! Consult yellow pages of your ‘phone 
directory for nearest AMERICAN RED BALL 
agent! FREE PERSONALIZED ESTIMATE! 


Rely on AMERICAN RED BALL 


TRANSIT COMPANY INC 
& PIONEER NATION-WIDE MOVERS 


Got 2 
moving 
problem ? 
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5 DEPARTMENT OF COMMERCE 


Seeclass Geake Seeretorr 


PACTS FOR INDUSTRY 


INTERNAL COMBUSTION ENGINES 
(excerpt AUTOMOTIVE AN AIRCRAFT) 








Proof of 
Sustained 
Leadership 

for 


in Cooled EINGINES 













w4in- Cooled 





Single-cylinder 
3 to 9 hp. 


2-cylinder 


V-type 4-cylinder 
7 to 15 hp. 


15 to 36 hp. 









Again official U. S$. Government sta- 
listics provide proof of Wisconsin 
Air-Cooled Engine leadership, based 
on figures contained in the Bureau 
of The Census release, Oct. 5, 1953. 


These statistics, compiled from reports 
received by the Census Bureau from 
94 manufacturers of Internal Com- 
bustion Engines, indicate that Wis- 
consin Motor Corporation produced 
more engines within our horsepower 
range, than all other engine manu- 
facturers combined — exclusive of 
automotive, aircraft, outboard mar- 
ine, and engines made by machinery 
manufacturers for use on their own 
equipment. This includes all Census 
Bureau classifications from 11 to 175 
cu. inch piston displacement. 


The aggregate average of Wisconsin 
Heavy-Duty Air-Cooled Engines pro- 
duced within the above power classi- 
fications, amounts to more than 50% 
of the total . . . in excess of the 
combined output of the other 93 
engine manufacturers. 


This Proof of Preference should be 
of interest to original equipment pur- 
chasers, users, distributors and dealers 
because it is indicative of outstand- 
ing Customer Satisfaction . . . based 
on Wisconsin Engine Structural and 
Operating Power Advantages. It 
pays to stay with a “Winner.” 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 46, WISCONSIN 
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Carbide Tipped Gun Drill 
Features Economy, Efficiency 


Chicago Latrobe, 411 W. Ontario 
St., Chicago 10, Ill., recommends its 
carbide tipped gun drill for deep 
hole drilling operations. It states 
that, it is more economical and suc. 
cessful than the conventional twig 
drill. Among the reasons: the gun 
drill enables deep holes to be drilled 
that would be otherwise impossible; 
runout is minimized by maintaining 
closer drilling concentricity; the gun 
drill produces a finish and hole size 
that in many instances are compar- 
able to those obtained by a ream- 
ing operation. In addition, produc. 
tion is increased due to longer tog} 
life which makes for more inches 
drilled between regrinds. 


Hopper Gives More Material 
Storage at Use Point 
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Vertical mass material storage at 
work-level position is provided by 
a gravity fed hopper, made by the 
Union Metal Mfg. Co., Canton, Ohio. 
Its use can eliminate in-process 
storage and_ costly rehandling. 
Called the Work-O-Matic, — the 
rugged hopper has a capacity of 472 
cf and is portable. When a loaded 
Work-O-Matic drop bottom box is 
stored under the hopper, total ma- 
terial supply volume at the work 
station is increased to 67.4 cf. Use 
of the hopper releases boxes for 
other work. Material handling dur- 
ing processing is kept to a mini- 
mum. “Between-shifts” material 
handling is a reality in many cases. 
The hopper can be easily fork lifted 
to different work stations in the 
plant. 


Light Weight, Low Cost Sheaves 


Sheaves with “B” grooves -only 
and with bushing bore range from 
14” to 134” are made by Browning 
Mfg. Co., Maysville, Ky. They fea- 
ture less weight at lower cost, with- 
out sacrifice in strength, quality, 
finish or design. These “BP” 
sheaves do not have a combination 
groove but are for “B” belts only. 

(Please turn to page 150) 
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Install it... 
forget it... 


its U.S. Uscolite Pip 





No leakage, no corrosion, 
no maintenance 


The Uscolite® pipe shown above is carrying alum in a wood 
fibre plant in the Far West. Leakage was a big problem in 
the piping previously used—and a man had to be in constant 
attendance to insure proper care of the line. With Uscolite, 
leaks can’t happen. You simply install Uscolite and forget 
about it. What’s more, Uscolite’s smooth interior delivers 
material with less friction loss, and resists corrosive action 
of most chemicals. 

Uscolite Pipe is made of plastic, by United States Rubber 
USCOLITE DIAPHRAGM VALVI Company. Its light weight’ means it requires less support. 
Hills-McCanna (Saunders Patent) It is easy to handle, won’t break if dropped. Furnished in 
standard lengths, it can quickly be cut to length and threaded 
on the job. Also available are Uscolite fittings and Uscolite 
diaphragm valves, shown in inset. 





Next time you need piping, we suggest you consult any 


7 5 Hi a Lale ice eT es te > 7 imeere 

“U.S.” Research perfects it of our 25 District Sales Offices, each staffed with engineers. 

“U.S.” Production builds it They can show you how Uscolite can step up efficiency and 
U.S. Industry depends on it reduce costs. Or write to address below. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting « Expansion Joints *« Rubber-to-metal Products «+ Oil Field Specialties + Plastic Pipe and Fittings « Grinding Wheels « Packings « Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 
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Your Competitor’s Eyes are on the Wedges that are 
"*FORM-CONDITIONED”’ to Make Insertion a Breeze 
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FIBRE 
MOTOR SLOT WEDGES 


They slip into the slot almost effortlessly. That’s one of the reasons 
other motor manufacturers are skyrocketing the sales of “Inmanco” formed- 
fibre motor slot wedges. 











SQUARE-FORMED STYLE 


Time-wasting, difficult insertion of wedges into the slot is eliminated by 
the improved ability of “Inmanco” fibre wedges to hold their shape. Mark 
it up to the “form-conditioning” process used to make “Inmanco” wedges. 
This gradual conditioning of flat fibre stock into smoothly formed wedges 
reduces the tendency of formed wedges to flatten out later. 


Increased density results in better moisture resistance—another advan- 
tage of “form-conditioning.” This makes “Inmanco” wedges extra tough, 
and provides them with just the right amount of springiness to fit snugly 
so windings are held tightly in their slots. 


“Inmanco” fibre wedges are made in many standard and special sizes, 
and two spacesaving shapes. One is curve-formed for curved-top slots, while 
the other is a nontwisting, square-formed style for rectangular-top slots. 


Ask your nearest office or distributor today for more information on 
easier-to-insert “Inmanco” “form-conditioned” fibre motor slot wedges. 


Free... New Sample Card! 


Selection of wedge size is ever-so-easy with the 
new “Inmanco” formed fibre slot wedge selector. 
Samples of 11 standard curve-formed sizes are 
mounted on one side, while 10 standard square- 
formed sizes are on the other side. Get your free 
selector and literature from your nearest IMC 
o,;fice or distributor. 


INSULATIO 


“CLEVELAND 14 





ECTRICA, 
a 


MANUFACTURERS * 
CORPORATION 


NSO at om 





"CHICAGO 6 DAYTON 2 


565 W. Washington Blvd. 1231 Superior Ave., W. E. 120 W. Second St. 312 E. Wisconsin Ave. 535 Smithtield Street 
Phone CEntral 6-7320 Phone SUperior 1.2310 -Phame Michigan 1391 Phone DAly 8-5359 Phone GRont 1-7100 
- AUTHORIZED REPRESENTATIVES — 

"CHICAGO 6 ‘DETROIT 2 “MINNEAPOLIS 3 PEORIA 
Complete-Reeding Elec. Ce. inc. Harry R. Brethen Ht. A. Holden, Inc. W. ©. Johnson 
1005. Jefferson St. rence Ave, 1208 Harmen Place 101 Heinr Court 


*LOCAL STOCKS AVAILABLE AT THESE LOCATIONS — 


Also distributed by Electrical Specialty Co., Western Fibrous Glass Products Co., 
Tri-State Supply Corp., Russell Electric Co., Inc., and Robert McKeown Co. 
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(Continued from page 148) 
The bore range from '%” to 13” 
covers 80% of all bores now ogy. 
ered by “TB” sheaves of corre. 
sponding sizes. In other words, fo 
4/Sths of all sheave usage in this 
range, real savings can be made at 
no sacrifice in quality. There ar 
thirty-three stock sizes in twenty. 
one bushing bores. The bore range 
%” to 134” features 1/16” incre. 
ments. 


Air Operated Tape Dispenser 
Delivers Metered Lengths 


centage eC 





Time can be saved and expendi- 
tures of tape reduced, according to 
Air Fixtures, Inc., 202 W. Main St, 
North Manchester, Indiana, by 
means of its air-operated tape dis- 
penser. A predetermined length of 
pressure-sensitive tape is dispensed 
at the touch of a foot valve. The 
unit handles tape rolls from %4” 
to 1” wide. A larger unit is also 
available for tape up to 2” wide. 
The foot operation feature leaves 
both hands free and enables work- 
ers to turn out more units per day. 
The dispenser also allows the oper- 
ator to use tape without removing 
eyes from the work. Air regulation 
and pressure control produce con- 
stant speed of delivery, thereby as- 
suring uniform lengths of tape. 


Self-Leveling Mountings Speed 
Installation of Machinery 


Time can be saved in installing 
and leveling heavy machinery, 
claims the Barry Corp., 1000 
Pleasant St., Watertown, Mass., by 
means of new vibration isolators, 
the LM3 and LM5 Barrymounts. 
They do away with shims and bolts. 
They lift a machine fast to the re- 
quired height for leveling by 4 
simple turn of the attaching bolt. 
To manufacturers in a score of in- 

(Please turn to page 152) 
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--e- Lead 
--- Line 
eco DAM 
--- Antimony 
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If you’re in the market for these metals, here’s 
a one-stop “shopping” service that offers obvious 


advantages. 


You’re dealing with a source that can supply 
virtually everything in “heavy” white metal al- 
loys for all purposes... and in practically every 
form. 


You're dealing with a source that has the 
manufacturing equipment and production know- 
how, the laboratory apparatus and metallurgi- 
cal skill to hit your specifications right on the 
button. 


You’re dealing with a source that is as truly 


“national” in scope as it is “National” in name, 


1954 


--- get it from 


National Lead 
Company 





with offices, plants and warehouses all over the 
map. 


When we ask “What's yours?” tell us... by 
letting the nearest office quote on your require- 
ments. 


NATIONAL LEAD COMPANY 


General Offices: 111 Broadway, New York 6, New York 
Atlanta * Baltimore * Buffalo * Chicago * Cincinnati 
Cleveland * Dallas * Detroit * Kansas City ' 
Milwaukee * New Orleans ¢ Omaha * Phila- ® 
delphia * Pittsburgh ¢ St. Louis ¢ St. Paul 
Boston: National Lead Co. of Mass.; Pacific 
Coast: Morris P. Kirk & Son, Inc., Los An- 
geles, Emeryville (Calif.), Phoenix, Port- 
land, Salt Lake City, Seattle; Canada: Can- 
ada Metal Co. Ltd., Montreal, Toronto, 
Vancouver, Winnipeg. 
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Cool, Convenient Drinking Water 


Means A More Efficient Plant Or Office 
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For Fast, Economical Water Cooling 
At Its Best—Choose Frigidaire 


a 





> 





Please mention PURCHASING Magazine when writing to advertisers. 


Flash-o-Matic Pressure Models provide step- 
saving water cooling service to quench thirst, 
relieve fatigue, and kcep all employees on 
their toes all year ’round. Look at all these 
outstanding Frigidaire features that mean so 
much in dependability, economy, and con- 
venience ! New instantaneous “‘flash cooling’’ 
chills only as water is used — lowers operating 
costs as much as 30%. All-electric toe-tip 
control activates bubbler. Also available with 
push button control, if desired. 

Automatic regulator compensates instantly 
for all water pressure changes—no surging 
or spurting. Anti-splash top of easy-to-clean 
porcelain. Powered by famous Meter-Miser 
compressor, warranted for 5 full years. In 6, 
12, 18-gallon-per-hour capacities. 


New Bottle-Type Models. Executive Model 
has door with lock that conceals a refriger- 
ated compartment. Freezes 2 Quickube trays 
of ice. Cools quart bottles, up to 36 soft drinks, 
and other items. Also available without 
compartment. Powered by Meter-Miser com- 
pressor. Requires no plumbing; plugs into any 
115v. AC outlet. Call your Frigidaire Dealer 
today. Or write Frigidaire, Dayton 1, Ohio. 
In Canada, Toronto 13, Ontario. 


Frigidaire Water Coolers 


\— — | BUILT AND BACKED BY GENERAL MOTORS 





(Continued from page 150) 
dustries, this means lowered insta]. 
lation and maintenance costs, Ag 
there is no bolting or cementing of 
machines to the floor, installation 
can be made in 90% less time. The 
isolators permit height adjustment 
to 42” and carry 4,200 loads “each 


Hydraulic Screw Machine 
Feed Speeds Production 





Feeding of screw machine stock 
is said to be substantially increased, 
by a new, low cost attachment. It 
speeds stock handling and also re- 
duces many subsequent operations 
because the hydraulic feeding elimi- 
nates feed fingers which often score 
bars. This makes it possible to feed 
ground and polished bars without 
the usual scratches, mars and digs 
that result in excessive scrap. Fur- 
ther saving in time is made because 
a signal light turns on automati- 
cally as the bar end approaches, en- 
abling the operator to be ready with 
a new bar without interval delays. 
Made by Aurora Precision Devices 
Inc., Geneva, IIl. 


Portable Polishing Head Is 
Lightweight, Versatile 


A portable polishing head for 
contour finishing of metal, wood, 
plastic or ceramic workpieces is 
made by Grinding & Polishing Ma- 
chinery Corp., 2530 Winthrop Ave. 
Indianapolis 5, Ind. The head weighs 
just 2 lb. Featuring 12 brushes and 
12 relatively narrow strips of abra- 
sive, each only 114” wide, and 8 
diameter of only 6%”, the head 
requires less power than the larger 
16 and 32 Brush Vonnegut heads. A 
variety of adaptors are made for 
applying the head to almost any 
type of small power tool up to 3,500 
rpm. The small diameter of the head 
permits its use in small concave 
areas. 
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Towmotor LT-90, removes Cyclone Engine from 
TWA Constellation, at Fairfax Airport, Kansas City. 


Mts Plane Eup 


Just as a TowMorTor greatly simplifies and speeds removal and han- 
dling of this 5,600 pound engine, TowMorTor can save considerable 
time and labor in your plant. From receiving all the way through to 
shipping, TOWMOTOR moves more tons per dollar. TowmoT orque, 
the drive especially designed for TowMoror Lift Trucks, saves clutch 
and shifting time, brings new economies to stop-and-go driving, posi- 
tions loads with precision—and, with Power Steering, boosts operator 
endurance and efficiency. More than 35 TowMoTor attachments en- 
able you to handle “plane or fancy” loads with equal ease. The total 
savings produced, will make a big hit with your boss. Ask for free 
booklet, ““What Makes It Tick?” TowmMoror CorporaTION, Div. 
1102, 1226 East 152nd Street, Cleveland 10, Ohio. 





-TOWMOTOR 


THE ONE-MAN-GANG 


FORK LIFT TRUCKS and TRACTORS 


SINCE 1919 
TOWMOTOR ENGINEERED FOR QUALITY PERFORMANCE 
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Slitter and Rewinder Handles 
Several Different a: 


John Dusenbery Co., 271 
Grove Ave., Verona, N. oe ‘offers a 
pressure sensitive tape bench slitter 
and rewinder, designed primarily for 
the slitting and rewinding of pres- 
sure sensitive tapes but which can 
be used for other materials. It will 
do a professional slitting and re- 
winding job on short runs and spe- 
cial orders. By use of this machine, 
inventory is held to a minimum and 
shelf spoilage is eliminated. Special 
widths can be slit on short notice 
eliminating lead time from factory 
to users. The slitter requires no 
trim and all rolls are usable, The 
machine is available in score cut 
or razor blade cut. 


New Type Drilling Machine 
Speeds Hole Production 





Walter P. Hill, Inc., 22183 Tele- 
graph Rd., Detroit 19, Mich. is 
manufacturing a new type of semi- 
automatic, hydraulically controlled 
machine tool designed to speed 
drilling operations on medium sized 
and large metal parts in both small 
lot and semi-mass production quan- 
tities. Named the Opposed Spindle 
Drill, the machine combines the 
speed of a two-way drilling ma- 
chine with the flexibility of a radial 
drill and the accuracy of a horizon- 
tal boring machine. Closely spaced 
holes, impracticable with conven- 
tional drill head and bushing plate 
drilling methods are simply pro- 
duced on the machine. Power heads 
are V-belt driven by 10 hp motors. 


Heat Resistant Belting 


Belting, designed for long eco- 
nomical service in handling hot ma- 
terials, has special wire reinforc- 
ing for maximum resistance to abra- 
sion and impact. Two types are 
available: (1) insulated for han- 

(Please turn to page 160) 
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Au too often, price seems to be confused with 
value in buying lubricating oils. 

Sure, you can save a few cents a gallon on the 
lubricating oil for an expensive machine by buy- 
ing a specification product on a bid basis. But re- 
member that you’re asking for the lowest quality 
oil that will meet your specification. And remem- 
ber, too, that there is not much relationship be- 


tween an oil specification and actual lubricating 
performance. 
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but one may cost you 
$200 more a barrel 


The chances are that a low-priced, specification 
oil will not deliver the same degree of protection 
as a branded quality oil made specifically for the 
job. Actually, it can well cost you $200 a barrel or 
more in needless maintenance expense! 


For best performance of equipment, and lowest 
maintenance costs, don’t settle for less than the 
best lubrication you can buy. What other impor- 
tant products do you buy by the gallon that are so 
inexpensive as quality lubricating oils? 


GULF OIL CORPORATION + GULF REFINING COMPANY 


Gulf Building, Pittsburgh, Pa. 
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(Continued from page 156) 
dling materials of 300 F to 450 F; 
(2) super insulated for materials 
450 F to 600 F. In these belts, wire 
is spun together with asbestos fibers 
in the outer ply. This tough rein- 
forcement, combined with a surface 
hardening treatment, gives greater 
strength and resistance to impact 
damage as well as to sharp cutting 
edges that tear and scrape belt sur- 
faces. The belting is made by Im- 
perial Belting Co., 1750 S. Kilbourn 
Ave., Chicago 23, Ill. under brand 
name of Sahara Armored Belting. 


Hand Unit Moves 2-Ton Loads 


Handling heavy loads in confined 
areas, where conventional mate- 
rials handling equipment is not 
feasible or economical is facilitated 
by “Tug Bar.” It easily raoves loads 
in excess of two tons. Designed and 
developed by Western Gear Works, 
P. O. Box 182, Los Angeles, Calif., 
the unit applies motive power 
through a gear box on what is 
known as a micro-lever bar. It com- 
prises a reduction gear powered by 
either a-c or d-c type motors, 
mounted on wide driving wheels. 
Operating controls are brought out 
to the adjustable handle attached 
to the unit. Weighing but 110 lb, the 
“Tug Bar” is small enough so that 
it can be operated wherever there 
is room for a man to stand and 


ideally handles bulk loads. 


New Line of Pipe Wrenches 
Unconditionally Guaranteed 


Pipe wrenches in nine sizes, rang- 
ing from six inches to 48 inches in 
length and exceeding even Gov- 
ernment specifications for type 11 
heavy duty wrenches have an un- 
conditional guarantee for satisfac- 
tory service. They have a double- 
action spring which assures instant 
grip and release. On removal of the 
hook jaw, the spring stays in the 





handle and will not fall out, yet it 


160 Please mention PURCHASING Magazine when writing to advertisers. 


is easily snapped out for cle 

or replacement. All parts of the © 
new line of wrenches are inter. © 
changeable with other wrenches of 7 
similar design with the exception © 
of this new spring which is an ex. ~ 
clusive feature. Made by Capewel] 
Mfg. Co., Hartford, Conn. 


Photoelectric Relays Feature 
Higher Contact Ratings 


Two new photoelectric relays | 
featuring higher contact ratings, © 
improved circuit design, and a full © 
line of enclosures are announced by 
the Specialty Control Dept., Gen- ~ 
eral Electric Co., Schenectady 5, 
N. Y. One relay is rated at 45) © 
operations per min and the other, a © 
high-sensitivity, high speed model, 
at 600. Both may be used in many © 
applications of counting, sorting, © 
indicating and controlling. A choice © 
of enclosures permits installation of 7 
the relays either indoor or outdoors, — 
in high humidity atmospheres, or 
hazardous locations. Available en- 
closures include dust-tight and 
weather- resistant, explosion -proof 
and water-tight. Both operate on 
115/230 v, 50/60 cycles. 





Cold Crimping Machine 
Attaches Tandem Terminals 





STRETC 

with G- 

A machine for attaching tandem can be | 
terminals, crimps and cuts off in —at the 
one operation, producing fast, effi- GE dry 
cient, economical terminations. Built costly s 
specifically for the sole purpose of costs a 
attaching terminals to wires, many way the 
practical improvements in the ma- roug: 
chine reduce tool set-up and pro- oo ! 
duction time. For example, inter- eines, 
changeable rolling tools are quickly pure 
and easily set up in a completely EASILY 
accessible, removable die-set which can be 
can be placed on bench for faster column 
tool changing under favorable light- rge 


ing conditions. Extra die-sets are 
available for keeping tools set up 
for ready placement in machine on 
a production schedule change. 
Manufacturer is Patton-MacGuyer 
Co., Providence, R. I. 
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FORGING INDUSTRY application shows typical use of G-E dry- 
ype transformers to change voltage at the load. These Type 


D’s serve heating elements of G-E Roller Hearth Electric Furnace 
at Fremont, Ohio, plant of Bingham-Herbrand Corporation, 


t-E dry-type transformers cut power loss 
because they change voltage at the load 


STRETCH YOUR POWER DOLLARS 
with G-E dry-type transformers; they 
can be installed where you need them 
~at the load. Efficient and economical, 
GE dry-types eliminate long runs of 
costly secondary feeders, reduce wiring 
ests and cut line losses. That’s the 
Way they’re helping cut power losses 
ltroughout industry. You can use 
them in your plant wherever ma- 
thines, lighting or portable tools 
require voltage changes. 


EASILY INSTALLED, G-E dry-types 
tan be mounted out of the way on 
columns, wall brackets, or platforms. 


arge wiring compartments do away 


with need for junction boxes, help 
reduce installation time. 


QUIET IN OPERATION, G-E dry- 
type transformers are designed for 
eficient cooling and require virtually 
no maintenance. Type M’s can be used 
indoors or out, are rated .25 through 
15 kva. Type D’s, for indoor use, are 
rated 25 kva and above. 

GET FULL INFORMATION on how 
G-E dry-type transformers can help 
cut power losses in your plant. Call 
your nearest authorized G-E Distrib- 
utor today. Or write for new bulletin, 
GED-2024 to Section 411-116, General 
Electric Co., Schenectady 5, N. Y. 


You can foul your conflidence in — 


GENERAL 


ELECTRIC 


EASY HANDLING is feature of G-E Type 
M’s like this one in Multi-Slide Machine 
made by U.S. Tool Co., Ampere, N. J. 





40-A Series—Double 
Ball Race Structural Steel 
Swivel Caster 


3-A Series—Single Bal! 
Race Swivel Caster 


23-A Series—Double 
Ball Race Swivel Caster 


for, Efficient 
Materials Handling 


Bo 


CASTERS 
are Best 


36-A Series—Double 
Ball Race Swivel Caster 


1-A Series — Station- 
ary Caster 


40-AH-VG Series 

Double Boll Race Struc- 
tural Steel Swivel Coster 
with V-grooved Wheel 


Ask your Bond. distributor . . . 


he knows that year after year 
Bond casters “‘ring-up’’ remark- 
able records in service. The designs, 
the materials and the workmanship 
of these casters are constantly being 
proved and improved to guarantee 
peak performance. Remember, for 
efficient materials handling with 
casters . . . Bond is best! 
See your Bond distributor or Reduces handling effort to 
write for your copy of the free — 
Bond Catalog K-38—it’s packed Spring action chime hook 


= for easy engaging and 
with facts. releasing of drum or barrel. 


BOND FOUNDRY Maximum drainage. 
& MACHINE co. Stands upright when not 


in use. 
Manheim, Pennsylvania Write for Bond Bulletin R-61 








Filter Resistant to Nitric 
Acid and Other Corrosives 


Highly corrosive materials 
as fuming nitric acid, hydrogen Pe- 
roxide and hydrochloric acid can 
now be effectively filtered. Com. 
pact-in-line filters, use a medium 
made of porous Kel-F plastic 
which is completely resistant to all 
common acids and gases in all com. 
binations, as well as to common 
organic chemicals. Standard pops 
ous Kel-F filter elements will reo 
move all particles larger than five’ 
microns in liquid filtration ang 
much finer particles in gas filtra- 
tion. They can be used at tempera- 
tures up to 350 F and are resistant _ 
to thermal shock. Tensile strength 
is 900 psi. Made by Porous Plaster” 
Filter Co., Glen Cove, N. Y. F 


More Ventiliation, Better Vision 
in New Cover Goggle 


A cover goggle made by Amerie” 
can Industrial Safety Equipment 
Co., Lakeside Ave., Cleveland 14, 
Ohio, fits over modern large-f + 
prescription glasses. Ventilation has” 
been improved and area of vision” 
increased by this new 22% larger 
design, yet weight has been kept to” 
a minimum by the use of the light- 
est, strongest plastics. The goggles’ 
use standard 50 mm round lenses 
and have aluminum rims and side 
shields. Welders’ cover goggles have 
baffled side shields to eliminate 
light and glare and are furnished 
with Federal specification glare fil- 
ter lenses. Chippers’ and grinders’ 
goggles have perforated side shields 
for extra ventilation and _ clear 
lenses. 


Lightweight Gasoline Engines 


Power Products Gorp., Grafton, 
Wis., has two new lightweight eg 
line engines, models AV47 and 
47 in which a concentric cylindet 
cooling fan arrangement contrib- 
utes to increased operating efficien- 

(Please turn to page 164) 
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These superior tools retain a sharp edge under high tempera- 
tures and have excellent resistance to abrasion. Additional 
tool life and economy result from the use of the best hard- 

ened high speed steel bodies. 


THE CLEVE LAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 + Detroit 2 « Chicago 6 * Dalles 2* Sen Francisco 5 * Los Angeles 58 
E. P. Borrus, Ltd., London W. 3, England 
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‘mid all the confusion, 
remember this: 


Pittsburgh Brushes 
offer the best hogs’ bristle 


There’s a 
Pittsburgh brush 
for every home 

and industrial use 


“ail 


Sash 
Brushes 


Pf 


Enamel 
and Varnish 
Brushes 


Maintenance 
Brushes 


available today! 


The phrase ‘‘Pure Bristle’ stamped on a paint brush 
doesn’t mean a whole lot nowadays. It doesn’t tell a 
thing, for example, about the source of the bristle— 
and we don’t have to tell you how the source affects 
quality! 


What can you go on? The Pittsburgh name... 
the Red Stripe label! You can be sure that when 
you use Pittsburgh’s pure bristle brushes, you’re 
painting with the best hogs’ bristle brushes obtain- 
able today! Pittsburgh’s contacts are world-wide, 
and our buyers are constantly searching for the best 
bristle possible. Although bristle on today’s market 
is not always good enough for our Gold Stripe label 
(Gold Stripes in short lengths are still available), 
Pittsburgh buys the best of it and makes it into 
Red Stripe brushes. 


Next time you need paint brushes, make sure you 
specify Pittsburgh. Then you'll know you’re get- 
ting brushes second to none on the market today! 
For the address of the Pittsburgh supplier nearest 
you, write: PITTSBURGH PLATE GLASS Co., 
Brush Division, Dept. M, 3221 Frederick Ave., 
Baltimore 29, Md. 


PITTSBURGH 


BRUSHES * PAINTS ¢ GLASS * CHEMICALS * PLASTICS * FIBER GLASS 


Fad Stipe as 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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(Continued from page 162) 
cy. Model AV47 is a vertical Shaft — 
engine for general purpose, particy. 
larly adapted to such applications 
as rotary lawn mowers; model AH. 
47 is a horizontal shaft engine fop 
general purpose, giving excellent 
performance in such applications, 
for example, as chain saws. Special 
features applying to both engines 
are: ball bearings at both ends of 
crankshaft; crankshaft induction 
hardened at rod bearing surface; 
full carburetion and positive fly ball 
governor, fully enclosed. 


New Safety Glove Uses 
Steel Box Principle 


A new safety glove uses the steel 
box principle, as employed in safety 
shoes, to provide protection from 
smashed fingers. The glove, known 
as the “Free Touch Armortip 
Safety Glove,” is light in weight. It © 
is said that the safety tips do not 
interfere with complete hand free- 
dom of the workman. A tempered 
carbon steel cap is cemented into 
the tips of three fingers of each 
hand. Compression tests made on 
these steel boxes have shown that 
each tip resists a pressure of two 
tons, giving a combined resistance 
of six tons for each hand. To aid 
safety supervision the gloves are 
made of distinctive green sueded 
pigskin. Made by Wolverine Shoe 
& Tanning Corp., Rockford, Mich. 


Attachment Converts Manual 
Honing Machines to Automatic 


Manually operated honing ma- 
chines can be converted into com- 
pletely automatic units by means of 
an automatic stroking and timing at- 
tachment, according to National 
Pioneer Co., 1134 Nebraska Ave, 
Toledo 7, Ohio. Tests have shown 
that, when the unit is used, an op- 
erator can add 1/3 to his manual 

(Please turn to page 166) 
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>» The knights of old used shining armor plate to protect 
themselves against the dangers of their trade. When you 
move long-distance the Mayflower way, Mayflower’s expert 
packers protect your dishes, glassware and other valuables 
with the latest scientific methods and materials. Mayflower 
packers are specially trained 
to safeguard all your fragile 
articles so that they will 
ride safely to your new 
home anywhere in the 
United States or Canada. 
For a move that’s easy for 
you and safe for your furni- 
ture, use Mayflower Mov- 
ing Service. 





AERO MAYFLOWER TRANSIT COMPANY - INDIANAPOLIS 


Mayflower’s organization of selected warehouse agents provides on-the-spot 
representation at the most points in the United States and Canada. Your local 
Mayflower agent is listed in the classified section of your telephone directory. 
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(Continued from page 164) 
production on a single machine, or 
he can run several machines at the 
same time, depending on work cycle, 
Even spherical honing, previously 
impractical, is now placed in the 
realm of economical manufacture by 
means of a special automatic strok- 
ing attachment. 


Punch Delivers Variable 
Impacts Up to 3500 Lbs, 





An impact tool, called Series 4 
Electropunch, delivers variable im- 
pacts up to 3500 Ib at rates of more 
than 121 blows per min. Solenoid- 
operated it has a base which gives 
more working surface and a skirt 
to protect the recessed hand switch 
from breakage or accidental opera- 
tion. An adjustable bracket gives 
the solenoid better support and 
alignment. The bracket also houses 
the plunger and return spring, pro- 
viding complete safety and keeping 
out dust or other dirt. The entire 
solenoid on the Electropunch is en- 
closed in a perforated steel housing 
for added protection. Made by 
Black & Webster, Inc., 445 Water- 
town St., Newton 58, Mass. 


Industrial Water Sterilized 
By Electronic Unit 


Costs of water sterilization are 
reduced by the elimination of the 
need for chlorination, heating and 
cooling and tank storage. An elec- 
tronic sterilizer built by Adquafine 
Co., 1005 S. Santa Fe Ave., Los 
Angeles 21, Calif., does just this. 
The sterilizer operates simply by 
guiding water by helical baffles into 
contact with a number of Westing- 
house sterilamps, which emit pow- 
erful germ-killing ultraviolet rays. 
The lamps have a 6,000-hour life 
and the stainless steel sterilizer is 
designed for ease of maintenance 
and lamp replacement. Capable of 
handling up to 7,000 gpm, the com- 
pact unit has no moving parts 
operates on 110 v, 60 cycle a-c. 
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Erecutives’ offices in the 
itv building of the Alumi- 
tum Company of America, 

rgh, are tastefully 
dcorated to provide a 
“home-like” atmosphere. 
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Survey of Office Equipment 
Purchasing 


Purchasing Agent has vital role in providing the 


facilities for modern efficient office operation 


By George H. Gutekunst, Jr. 


UST as mass production in the 

plant has stimulated the develop- 
ment of more efficient machine 
too, has the broadening 
‘f office procedures brought about 
progress toward better and more 
efficient office tools. This has been 
particularly true over the past few 
years. The peaks of wartime re- 
quirements provided the need and 
incentive for extraordinary techni- 
cal development in production ma- 
chinery. There has been a parallel 
-though perhaps less publicized— 
development in office equipment. It 
reflects in part the sheer increase 
in volume of industrial operations; 
in part, management’s recognition 
of the need for better controls and 
records as business becomes more 
complex; and, in part, the mam- 
moth requirements of “government 
paper work” in connection with 
wartime regulations, military con- 
tracts, tax and social security rec- 
ords, and the like. The office simply 
had to be put on a mass production 
basis too. 

How far has America’s industry 
progressed in office mechanization? 
And what part does the purchasing 
agent play in this process? To 
answer these questions, PURCHASING 
queried representative firms in re- 
spect to their office equipment and 
buying practices. Some 400 replies 
were received, from companies of 
all sizes, in all types of industry, 
all over the United States. The re- 
sults of that survey are tabulated 
in the two charts accompanying this 
article. 

The survey shows, first of all, 
that office mechanization is defi- 
nitely a thing of the present. More 
than 90% of the offices have elec- 


tools, so, 


170 


tric adding machines and high speed 
calculators; more than 80% are 
using accounting machines, postage 
meters, and electric typewriters; 
70% use dictating machines; more 
than half have tabulating machine 
installations; and better than one 
out of four have turned to micro- 
filming some of their records. 

It is evident from this that the 
pattern of office procedures and 
methods is changing. Take the rela- 
tively simple operation of handling 
general correspondence, for ex- 
ample, as reflected in the figures on 
dictating equipment and electric 
typewriters. It means that in place 
of former stenographic methceds, in- 
volving high personal skills, time 
consuming dictation periods, and 
a considerable hazard of human er- 
ror, more and more companies are 
turning to typing pools, with high 
speed equipment and uninterrupted 
production in turning out the grow- 
ing volume of transcription. 

A similar development is noted in 
calculating equipment. Not many 
years ago, the high speed calcula- 
tors were employed only in the 
larger, more complex organizations. 
Today, their use is almost universal. 
And while the chart shows that 
61.6% of the companies use hand 
adders (and there will always be 
a place for such machines), it 
should be noted that many of the 
repies indicated that these ma- 
chines were purchased some time 
ago and approximately one-third of 
them will not be replaced, giving 
way to more highly mechanized 
equipment. 

Obviously, this situation reflects 
an active purchasing program, and 
with the indicated trend this pur- 


chasing activity will continue and 
increase in the months ahead. How 
is this buying done? 

Three purchasing methods are re- 
ported: (a) the using department 
specifies the make of equipment to 
be purchased; (b) the purchasing 
department selects the make and 
the supplier, from an “approved list” 
acceptable to using departments; 
(c) the purchasing department has 
sole responsibility for selecting the 
equipment best suited to do the job. 
As in all purchasing, suitability in- 
cludes acceptance by the users, and 
the practical purchasing agent will 
consider this factor along with 
others in making his decision, or 
will see to it that the equipment of 
his choice is “so'd” to the depart- 
ment heads and operators who are 
to use it. 

The significant point is that with 
the exception of just four items of 
the 41 listed, in the majority of cases 
the final decision as to make and 
supplier rests with the purchasing 
department—methods (b) plus (c). 
These exceptions are readily under- 
standable. Accounting machines, 
checkwriters, check protectors, and 
tabulating equipment are far more 
specialized than most of the other 
items listed. And particularly in the 
installation of tabulating equipment, 
there are factors of office methods 
and of substantial investment re- 
quiring decision from well up in the 
management staff. 

In all of the other categories, 
whi'e needs originate of course with 
the office manager or department 
head, majority practice places the 
responsibility for selection of make 
and supplier with the purchasing 
agent. In respect to the more com- 
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CHART 1 CHART 2 
MODERN OFFICES ARE WELL EQUIPPED AND HIGHLY MECHANIZED PURCHASING DEPARTMENT HAS PREDOMINANT ROLE IN SELECTING OFFICE EQUIPMENT 
: ; «aR 
41 selected items of office equipment and supplies, and the percentage of a make and supplier is made solely by Purchasing 
offices in which each is used, as reported by 400 representative companies. 
GERI Selection of make and supplier is made by Purchasing Department 
from an “approved” list acceptable to using departments. 
(J Selection of make and supplier is specified by using department. 
item Usedby 10 20 3 4 SO 6 70 8 90 100% 
Item 0 2 8 #© SS 6 0 © 90 100%) 
ACCOUNTING MACHINES Ae ee ee ee 
ACCOUNTING MACH 
ADDING MACHINES NOES ACES 
HAND-OPERATED ADDING MACHINES | L | 
ELECTRIC HAND-OPERATED 
i 
ADDRESSING MACHINES —— 
PLATE ADDRESSING MACHINES | | | 
STENCIL PLATE 
STENCIL 
BINDERS (ALL TYPES) 
BINDERS (ALL TYPES) 
CALCULATING MACHINES 
CALCULATING MACHINES 
CARBON PAPER & RIBBON 
CARBON PAPER & RIBBON 
CHAIRS—OFFICE 
: CHAIRS —OFFICE 
CHECKWRITERS 
CHECKWRITERS 
CHECK PROTECTORS | = i 
CHECK PROTECTORS 
COPYING EQUIPMENT | | | 
COPYING EQUIPMENT 
COLLATORS | | 
COLLATORS 
DESKS—OFFICE 
DESKS—OFFICE 
DESK ACCESSORIES 
DESK ACCESSORIES 
DICTATING MACHINES 
ICTATI | 
DUPLICATING EQUIPMENT CCRT SES 
GELATIN DUPLICATING EQUIPMENT 
SPIRIT GELATIN 
STENCIL ACNE 22 SERRE SPIRIT 
OFFSET STENCIL 
OFFSET 
DUPLICATING SUPPLIES 
PLICATI 
FILING CABINETS etatt ie cthican 
INSULATED FILING CABINETS 
NON-INSULATED INSULATED 
NON-INSULATED 
FLOOR COVERINGS 
FLOOR COVERINGS 
FORMS (FANFOLD, ETC.) 
FORMS (FANFOLD, ETC.) 
FURNITURE—GENERAL 
FURNITURE—GENERAL 
INTERCOM SYSTEMS 
INTERCOM SYSTEMS 
LETTERHEADS & ENVELOPES LETTERHEADS & ENVELOPES 
oe Geer MAIL ROOM EQUIPMENT 
LETTER FOLDERS ENVELOPE SLITTER 
OTHERS LETTER FOLDERS 
OTHERS 
MICROFILMING EQUIPMENT MICROFILMING EQUIPMENT 
PARTITIONS —OFFICE PARTITIONS —OFFICE 
SAFES ae 
oer oe 
SORTING DEVICES SORTING DEVICES 
MACHINE HAND 
MACHINE 
STAPLERS & FASTENERS STAPLERS & FASTENERS 
TABULATING FOL! 
ABULATING EQUIPMENT TABULATING EQUIPMENT 
ar veya 
ELECTRIC PES eR, Se. MANUAL 
ELECTRIC 
oa] 
mon items of office furniture, filing gle return indicated that the com- units are practically interchange- 


equipment, stationery and forms, 
staplers, and carbon and duplicating 
supplies, usual practice makes this 
solely a purchasing responsibility. 
The survey brought out some 
other interesting details. While sev- 
eral of the replies noted that the 
companies had standardized on 
Specific makes of desks, adding ma- 
chines, typewriters, etc., not a sin- 
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pany had selected a particular make 
of filing cabinet as “standard” for 
its use. On the contrary, some com- 
panies are using blueprint cabinets 
of one make, card cabinets of an- 
other, letter-size cabinets of a third, 
and insulated cabinets of still an- 
other. Why? Well, for one thing, 
the manufacturers have so stand- 
ardized their own product that the 


able as to dimension and appear- 
ance. Then, from this starting point, 
somewhere along the line of order- 
ing the file, some one had taken 
the time to investigate and select, 
from the long list of manufacturers, 
the cabinet which he felt was best 
suited to his company’s needs and 
represented the best value. With the 
(Please turn to page 172) 
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Choose THE RIGHT POINT 
FOR THE WAY YOU WRITE... BY NUMBER 
























For busy desks. Al- 
ways ready to write. 
Giant ink-fountain in 
base needs ink only 4 
times a year. Uses any 
ink. Fountain base au- 
tomatically fills pen 
every time pen is re- 
turned to socket. 


MORE THAN 
28 POINT STYLES 


Finger grip never touch- 
es ink. No chance for ink 
to touch you. 


Point instantly interchange- 
able, instantly renewable in 


against accidental spillage. case of damage. 


Only the pen unlocks the ink. 


-——-=— 
a me 


e . 
“TO SELECTOR “s 


\ 
7 REPLACE...HERE'S 

’ 

' 

‘ ! 

U 

/ 


Fountain base holds 
40 times more ink than 
ordinary fountain pen. 
Won't leak. Won't flood. 
Easy to clean as a saucer. 





DESK PEN SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


The Esterbrook Pen Company of Canada, Ltd. 
92 Fleet St., East; Toronto, Ontario 


COPYRIGHT 1954 
THE ESTERBROOK 
PEN COMPANY 
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(Continued from page 171) 
responsibility for specifying filing 
cabinets vested predominantly 
(96%) in the purchasing depart- 
ment, it is obvious where these de. 
cisions are made. 

To a considerable extent, the same 
situation prevails in respect to other 
types of equipment. The office 
equipment industry is a reputable 
and reliable one. Making due al- 
lowance for personal preference and 
habit, any one of the leading makes 
are “acceptable”. It comes down, 
then, to careful selection on the 
basis of special features, suitability 
for the particular job, service, and 
value. 

To summarize, industry is fast 
approaching the point where high 
speed automatic equipment is a 
necessity in the office, with the next 
step of electronics just beyond the 
horizon. The representative office 
today is equipped with the machines 
to do far more complex work, faster, 
more accurately, and more economi- 
cally, than the most efficient and 
well trained battery of clerks could 
possibly do. The machines don't 
actually think, but their ability to 
go through complex gyrations at 
the touch of a key and produce in 
minutes what a paper and pencil 
operation would take hours to ac- 
complish, is astonishing. 


More Records and Controls 


With the trend toward constantly 
increasing requirements in office 
records and controls, and with the 
availability of more and more effi- 
cient office equipment, the purchas- 
ing agent should realize that his 
purchases in office tools must be 
made on the same basis as his buy- 
ing for the production line. Meet 
today’s needs—and at the same time, 
take a good look at tomorrows 
possible problems and see if the 
new equipment can’t possibly satisfy 
some of those needs too. 

There is much to be learned about 
the latest in office equipment, and 
there are many new developments 
continually appearing. It is impor- 
tant to keep up-to-date on them. 
Failure to do so may be reflected 
in loss of efficiency throughout the 
company, and in loss of production 
time through delayed orders, slow 
processing of paperwork, poor rec- 
ords, misplaced correspondence, and 
the like. 

The production line must be fed 
with materials and equipped with 
machines for the manufacture of 
products. The office digests incom- 
ing and outgoing facts vital to pro- 
duction. Don’t let your company 
suffer from “office indigestion”. 
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New Vice President In Charge 
Of Sales For A. B. Dick Co. 


C. Mathews Dick, Jr., has been 
named vice president in charge of 
sales for the A. B. Dick Co., Chi- 
cago. Mr. Dick succeeds J. G. 
Beadle, who is leaving the company 
after 26 years of service. Mr. Dick 
has «served in the personnel rela- 
tions, purchasing and controller’s 
divisions of the company. For the 
past 18 months he has been staff 
assistant to the vice president in 
charge of sales. 


New Building Block Said to 
Be Superior to Cement Block 


A new lightweight, all-ceramic 
building block is said to have many 
advantages over the common cement 
block. The block was developed by 
Armour Research Foundation of 
Illinois Institute of Technology, 
Chicago. 

The project for development of 
the block was sponsored by the 
Arabian American Oil Company in 
an effort to solve the problem of 
low-cost housing in Saudi Arabia. 

The new block is composed large- 
ly (90%) of bloated clay, bonded 
with fused clay. It contains no port- 
land cement. It is a standard size, 
8” x 8” x 16”, three-cavity block. 

These are listed as its superior 
features: 

It weighs only 22 lbs., consider- 
ably less than most cement-bonded 
blocks; it is highly insulative; it 
will not crumble or chip; it has a 
compressive strength of 1,000 lbs. 
per square inch; its walls will 
“breathe” and will not sweat; it 
may be produced in a variety of 
colors; blocks can be easily cut or 
trimmed, and nails can be securely 
driven into them. 


IBM Names Two As Special Reps 
In Electronic Data Processing 


International Business Machines 
Corporation, New York City, has 
appointed Edwin S. McCollister and 
R. B. Smith as special representa- 
tives in its electronic data process- 
ing department. Mr. McCollister 
Was previously an administrative 
assistant in the market analysis and 
field testing department. Mr. Smith 
was a sales representative in the 
company’s Santa Monica, Calif., 
office. Mr. McCollister has been with 
IBM Since 1941 while Mr. Smith 
Joined the firm in 1950. 
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Prominent Users of Strathmore Letterhead Papers: No. 109 of a Series 


“La Fortaleza”...residence of 
the Hon. Luis Munoz-Marin, 
fir st elected governor of 
Puerto Rico, was begun in 
1533. Since 1639 it has been 
the official home of the 
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For an ancient culture... 


new economic freedom ! 





To the people of Puerto Rico, whose ancestors came from the 
land of Cervantes and Lope De Vega, the twentieth century 
has brought a new determination...a will to live and work 
together for the well-being of all. 


Puerto Rico, today, guided by a government to which it has 
been giving its votes since 1940, is transformed into an island 
that looks forward to its future with great hope and confidence. 


By the introduction of modern methods and techniques of 
production... by encouraging continental investors through 
a liberal tax policy and a trained labor force... by broaden- 
ing the commercial land uses of its agricultural pattern... 
the government is gradually realizing its ambitions to bring 
a higher standard of living to all Puerto Ricans. 


Strathmore is proud to have one of its letterhead papers 
chosen for the executive correspondence of the government of 
the Commonwealth of Puerto Rico. 


Strathmore Letterhead Papers: Strathmore Parchment, Strathmore Script, Thistlemark 
Bond, Alexandra Brilliant,. Bay Path Bond, Strathmore Writing, Strathmore Bond. 
Envelopes to match converted by the Old Colony Envelope Company, Westfield, Mass. 


STRATHMORE 


MAKERS OF FINE PAPERS 


Strathmore Paper Company. West Springfield. Massachusetts 
| pan | ¢ 
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BUSINESS EXECUTIVES: Here's a real 
economy for you... 










HOW envelopes are used in mailings, 
packaging and business system 
WHAT envelopes to use: you'll find 
all these in the U.S.E. “Handbook”, 
a pocket-size volume 142 pages. 


But most important to you j 
... for a Wrong answer here 
your plans. So— you'll be/especially 
interested in a new 64-pa 
titled ‘“‘What’s in it for 
like a telecast, and tells 
Envelopes help create/favorable im- 
pressions — WHY théy are easy to 
print + WHY they séal easily and stay 
sealed — WHY th arry overloads 
securely... . s booklet tells the 
story of quality/control, the never- 
ending work at U.S.E. plants and lab- 
oratories to m@intain the high quality 
standards which enable us\to back 
every U.S.E/ Envelope with\a firm 
guarantee. 


Pare, 





it pays - 
to specify U.S.E. Envelopes 


envelopes 
solve business problems 


envelopes 
offer the best solution 









en, — 
—— 


eae 


a 
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“One last speedy but practiced inspection’”’ 
j 


J | © is ready to help you? 


The World’s largest manufacturer of envelopes and your printer and 
envelope supplier — ready to tell you the HOW-WHAT-WHY story. Ask 
them for free copies of the U.S.E. “Handbook” and the booklet “What's 


in it for me?”. 


UNITED STATES 


E1-BI 


ENVELOPE COMPANY Springfield 2, Massachusetts 


15 Divisions from Coast to Coast 
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American Dictating Machine Go, 
Appoints Cleveland Dealer 


The American Dictating Machine 
Company, New York City, has ap. 
pointed the Norton Dictating Ma. 
chine Company as the exclusive 
dealer of the Rex Recorder in the 
Cleveland, Ohio, area. The Rex Re. 
corder is a disc type machine using 
magnetic activity for recording, It 
features word, phrase and sentence 
backspacing. 


 <« © 


Single Unit Drafting Tool 
Solves Many Problems 


A device, called Paraline, that 
combines the functions of a T. 
square, triangles, straight-edge, 
scales and protractor, or drafting 
machine, in one simple unit with- 
out adjustments or additional parts, 


at i / f 
Pe 
* 


is being manufactured by Pickett 
& Eckel, Inc., Chicago. It may be 
used on any flat surface and pro- 
jects its angles and tangents by 
alignment of the transparent in- 
strument at the point of intersec- 
tion with a base line. It is extreme- 
ly rapid for cross-hatching. It is 
available in two models. Profes- 
sional Model Paraline is 12%” by 
3%” and is available in either ar- 
chitect’s or engineer’s scale at $5.50. 
The Standard Model Paraline 
measures 10%” by 3-3/16” and 
comes in architect’s scale only at 
$3.95. 
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Clary Multiplier Opens 
34th Factory Branch Office 


The 34th factory branch office of 
the Clary Multiplier Corporation, 
San Gabriel, Calif., has been opened 
at Salt Lake City, Utah. Bruce 
Morgan has been named as mamn- 
ager of the new branch. Mr. Mor- 
gan joined Clary in 1951 and was 
one of the company’s leading sales- 
men the following year. He was 
named assistant branch manager in 
San Francisco just six months ago. 
The new branch covers Salt Lake, 
Utah, and Tooele counties. 
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New Flexibility 


Same desk adapts 
for different uses 


engineering inside 
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to get: 
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Replace typewriter 
pedestal with drawer 
pedestal to get: 
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Replace pedestal with 
end panel to get: 








-————_r — 1 


Here’s an X-ray look into | = 
+ - | LJ 
the easiest operating desk you can buy U U 


Reverse pedestal and 
end panel to get: 











This new “Y and E” desk keeps its handsome, accepted style—but 20 engi- 
neering changes make it the most adaptable, easy-to-use desk you can buy. 
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LJ 
New You can meet many 
changing needs through 
ease of rearrangement of original 
operation parts. By stocking a few 






spare parts youcan quickly 
and easily change this new 
desk to almost any model. 





I. New Nylon Stationary Bear- 2. New Effortless Locking— 
ings glide drawers quietly in and new spring and locking mecha- 
out with effortless ease. nism give easy and positive lock- 
ing and uz.lociiag. 


* 


3. New Sliding Reference Shelf is 4. New Drawer Stop, spring con- §« New Roomier Utility Tray for @. Choose either Recessed or Flush 
reversible, can be used as utility trolled, positive action—drawer more convenient storage. All Back on original equipment. Can 
drawer. Glass insert or pin tray removal simplified. compartments full height of be easily changed from one to the 


is available. drawer—no spillage. other at any time. 


For complete information on how 


these new desks can benefit your YAWMAN 4»? FRBE MFG.(. 


company, please write for free bro- Nationally distributed through 
chure No, 3808. 1060 JAY STREET, ROCHESTER 3, N. Y., U. S. A. branches, agents, and dealers. 
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WHY DO WEBSTER DUPLICATING 


SUPPLIES ACTUALLY COST LESS? 





use they last longer 


Beca “ 
better service 


and give 
icating dollars 

our duplicating 
Youcheuys Oe ae These high qual- 


; ou buy Webster s tet 
- panes assure you of dependable service y 
1 


after day after day! 











EXTRA WEAR MEANS EXTRA VALUE 
IN EVERY WEBSTER PRODUCT 


Webster'’sNew Daramefrée Carbon 
. Papers — Crispness, durability, plus scien- 
tific non-curling treatment built right into 
each sheet for more satisfaction and service. 
with Webster’s 
exclusive Micrometric scale edge, of course. 


Newest and finest carbon 


Webster's MultiKopy MICROMETRIC 
Carbon Papers — For years the best, 
and still out in front. This is the quality 
carbon made famous by the Micrometric 
scale edge that measures the typing space on 
the page — prevents errors. 


Webster’s MultiKopy PENCIL Carbon 


Papers — 100 impressions, legible and 
lasting, from every sheet of this carbon. 


Webster's STAR Tabulating Ribbons 
— Highest quality silk or cotton, correctly 
inked for each machine requirement. Longer 
wear guaranteed! 


Webster’s MultiKopy Typewriter Rib- 
bons — Need changing only half as often 
as standard ribbons. Made in extra lengths 





with special ink formulas for every typewriter. 


All these and many more available from... 


F.S. WEBSTER COMPANY 


7 AMHERST STREET, CAMBRIDGE, MASS. 
Webster warehouses in key cities from coast to coast: 
New York, Philadelphia, Pittsburgh, Chicago, San Francisco, Cambridge 
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Strathmore Paper Co. Buys 
Massachusetts Firm 


Strathmore Paper Co. West 
Springfield, Mass. has purchased 
the Keith Paper Co., Turners Falls, 
Mass. Strathmore intends to main. 
tain Keith as a separate organiza. 
tion at this time, rather than merg- 
ing it as an operation division of 
the Strathmore Mills. Aside from 
changes in the top executive level, 
Strathmore is not contemplating any 
major changes in operating person- 
nel at Keith. 


rs. 7 


Table-Top Collator By Thomas 


A new fast-action, improved 
table-top collator that incorporates 
many refinements previously avail- 
able only in larger floor models, has 
been announced by Thomas Colla- 
tors, Inc., New York City. It fea- 


x 






tures tilted bins, patented “Ejecto- 
matic Feed”, and the ball bearing 
mechanism of floor units. It is 
available in 5-bin and 8-bin capaci- 
ties and occupies only 16” x 27” of 
desk space. 
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Eastman Kodak Booklet Tells 
Photo Line Drawing Process 


Eastman Kodak Company, Ro- 
chester, N. Y., has issued a book- 
let, “Line Effects from Photographs 
by the Kodak Tone-Line Process”, 
which explains the means of con- 
verting a continuous tone image in- 
to a line drawing by means of a 
new photographic technique. In 
operation, the process combines a 
negative with a positive of nearly 
equal contrast, so that the positive, 
in effect, acts as a mask for the 
negative. The two are then taped 
together in register and placed in 
contact with a sheet of Kodalith 
Film. Exposure is made by rapidly 
spinning the printing frame under- 
neath a fixed light. This method is 
quite distinct from _ solarization 
methods of producing outlines or 
from the pseudo-relief effect ob- 

(Please turn to page 180) 
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Remington Rand Methods News 








LA 


Purchasin 


g Agent reports 75% more purchase 


orders turned out on Remington Electric Typewriters 








Visible-signal follow-up 
folders assure adequate 
lead time 


An efficient system of lead time, as 
well as in-process, follow-up is essen- 
tial to the maintenance of a balanced 
inventory. 

Remington Rand Visible-Signal 
Follow-Up Folders provide colored sig- 
nals that flash the next date for follow- 
up on each order. Signals are then 
moved to dates on which follow-up are 
needed again. From acknowledgment 
of order, to approval of invoice all cor- 
respondence concerning the order is 
kept in folder for systematic check and 
instant reference. Folders are filed by 
vendor name and purchase order num- 
ber. 

For “PURCHASING PROCE- 
DURES THAT SAVE TIME AND 
MONEY”, containing the full story 
on Remington Rand Visible-Signal 
Follow-Up Folders, circle X1202 on 
the Order Form. 
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Tremendous sales increase places 
heavy burden on Purchasing Dept. 


Annual sales for Southwest Airmotive 
Co., Dallas, Texas jumped from a half 
to 6 million dollars in five years. The 
resulting work-load would have cost 
SAC many dollars if it weren’t for 
Remington Electric Typewriters. 

J.J. Nelson, SAC Purchasing Agent, 

in a report to his Treasurer, says: 
“With the new Remington, we can turn 
out 75% more purchase orders. There 
are 50% more inserts and 40% more 
information put on each purchase 
order. We have clearer copies with less 
chance for error and the machine re- 
quires less maintenance.” 

Get a Certified Report of this amaz- 
ing story by circling CR914 in the 
order form. For your 14-page booklet 
on “THE DIVIDENDS YOU GET 
WITH REMINGTON RAND ELEC- 
TRIC TYPING” circle RE8612. 





And...to get the greatest 
value from your Remington 
Electric, Standard or Noise- 
less use the Supplies that help 
these machines provide top 
service. In any typewriter, 
Nylex Ribbons and Beautyrite 
Carbon Paper provide better 
printwork as well as greater 
economy through longer wear 
and easier handling. Circle 
RSR141 for detailed informa- 
tion on Nylex Ribbons — 
RSC238 for all the facts about 
Beautyrite Carbon Paper. 











Tailor-made binders for your company 





Exclusive “Rem-Bossed Process” per- 
sonalizes binders with beautifully clear 
reproductions of your logotypes, trade 
marks or corporation seal. For pro- 
cedure manuals, catalogs, price lists, 
Remington Rand Binders offer long- 


wearing value.. 
binder field. 

Incorporated in these fine binders 
are many improvements resulting from 
years of research and development. 
Improved locking and unlocking mech- 
anisms, for instance, make sheet chang- 
ing easier. Handsome cover materials 
and superior styling provide a back- 
ground worthy of your finest products. 

In order to cover the binder story 
completely, including all the facts, 
ideas and suggestions for making your 
product literature and sales presenta- 
tions more effective, we’ve prepared this 
40-page fully illustrated book. Don’t 
miss this opportunity to find out what’s 
newest and best in the field. Circle 
LL234 on the Order Form provided for 
your convenience. 


.a best buy in the 











Management Controls Reference Library 

| Room 1779, 315 Fourth Ave., New York 10 | 
| Yes, I’d like to have the literature | 
| circled. | 
| cRO14 RE8612 RSR141 | 
RSC238 LL234 X1202 
| Name —_ ia 
| — 
j Tile ala . | 
| Company | 
sabes Beg 
| ~~ 
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Apsco products ince 








at least pencil sharpener 


centrally located 


for every office employees 





iy 


(AARNE » al 


Mai 











induces increased efficiency through 
convenience of location 

to employees’ use. Improves 

work and MOST IMPORTANT, 
employee moral. Supervised 
experimentation and unsolicitated 
testimonials definitely prove 

the soundness of this plan. 


for maximum efficiency 





place an Apsco pencil sharpener 
on each desk. 
Write Apsco today for full details. 


336 No. Foothill Rd. 
Beverly Hills, California 
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tained by using a negative and a 
positive slightly out of register. 
Copies of the booklet may be ob. 
tained by writing Sales Service 
Division, Eastman Kodak Co., Ro- 
chester 4, N. Y. 
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C-Thru Spee-dotter Draws 
Three Types Of Dotted Lines 
The C-Thru Ruler Co., Hartford, 

Conn., is marketing a C-Thru Spee- 
dotter for drawing three types of 
dotted lines with either an ordinary 
pencil or pen. It is fabricated of 





transpsvent plastic and has inter- 
changeable inserts which give an 
ordinary dotted line, dot and dash, 
or two short and one long dash. It 
comes in both metric and inch 
scales in 12 and 8-inch sizes. A 
complete catalog of other C-Thru 
products may be obtained by writ- 
ing the C-Thru Ruler Co., 827 
Windsor St., Hartford, Conn. 
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New Permanent Cement Binds 
With Fingertip Pressure 

A new industrial adhesive is so 
sensitive it takes only fingertip 
pressure to join materia's together. 
At the same time it is so strong that 
it would take more than a tug-of- 
war between giants to tear them 
apart, C. H. Smith, general man- 
ager of the Cycleweld Products 
Division of Chrysler Corporation, 
has revealed. 

The adhesive will permanently 
fasten rubber, metals, wood, plastics, 
ceramics or fibers together in any 
combination. 

This new liquid adhesive is now 
being manufactured for industrial 
use at the division’s Trenton, Mich- 
igan, plant. 

Smith announced that the adhes- 
ive is the first practical pressure- 
sensitive cement that has been 
formulated for bonding together in 
any two types of structural surfaces. 
A pressure-sensitive cement, he 


(Please turn to page 182) 
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Letters typed on an 
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A good first impression 16 "~ earance 


: outstanding in apP 
. Typewriter are 
IBM Executive 





™ 
Easy reading " in readability. 


are "superior 























me 





e. Depend on the 


i ns 
Successful letters get action and meee a 
IBM to win attention fo what your !e 


Above are samples of three of the 
twelve available Executive type faces. 


You can SEE the difference! Standard typewriters give the same 
amount of space to every letter regardless of the width of the 
letter. On an IBM Executive, each letter takes only the space its 
width requires. Don’t your letters deserve “Executive” typing? 











JBM. cy lupownitors 


INTERNATIONAL BUSINESS MACHINES 








*Trade Marks 


590 Madison Avenue, New York 22, N. ¥; 
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(Continued from page 180) 
said, is a bonding agent which re- 
quires only slight fingertip or hand 
pressure to effect a permanent bond 
between two materials. 

A force of 10,000 pounds per 
square inch would be required to 


New Safeguard Checksigner 


Safeguard Corporation, manufac. 
turers of Safeguard Checkwriters, 
Lansdale, Pa., have added another 
machine to their line of check han- 
dling equipment. It is called the 


E } : 
g 1 Papers ee 


Reduce 


pull apart any two metals joined 


together by the new cement, Smith 


Safeguard Checksigner. The ma- 
chine can be adjusted to any size Tt 


eae check and will accommodate single 
TYPING, MAILING Extremely stable, the new ad- oF double signatures in one oper- ay 
and FILING COSTS hesive completely resists attack by ation, or two signatures in succes- NO 


salts, alkalis, acids, moisture or sive operations if so desired. While T 
solvents which might affect the the machine can be purchased 














bonding quality of ordinary indus- through all established dealers and 
Use trial Bsa ? ; distributors, Safeguard states that 
° . signature plates will be delivered Her 
] eC | Y F. Gf <# direct from the factory to the user. oe 
. . to 
Columbia Ribbon Has New Offset ot 
O ; S k ; Sensitized Metal Plate oF aki It’s 
11 On IT] A new sensitized metal plate has long 
For been added to the line of Colitho Booklet On Automatic Typing - 
products for offset duplication A booklet recently prepared by € 
THIN LETTERHEADS manufactured by Columbia Ribbon American Automatic Typewriter . 
COPIES and Carbon Mfg. Co., Inc., Glen Company tells of 160 different ways elt 
Cove, N. Y. According to the manu- automatic typing can be profitably stai 
RECORDS FORMS facturer, the plate will produce used by institutions, business and BI 
more than 5,000 halftone impres- industry. It is divided into such ; 
S F sions and more than 20,000 line im- classifications as manufacturers, = 
end For Samples pressions. They also state that the banks, publishers, etc. The company or 
plate takes as much as 60% less ex- is the manufacturer of Auto-Typist sm¢ 
ESLEECK MANUFACTURING CO posure time than similar conven- equipment. Copies can be obtained mol 
— — iad tional plates. Identification of the from American Automatic Type- for 
Turners Falls, Mass. sensitized acetate surface is easy as writer Co., 614 N. Carpenter St. wo! 
it is colored yellow. Chicago, II. re: 
et 
GO PLACES with Waldon Roses Enonanr 
. 
(Photo courtesy National 
‘ema acces. sce’ | Every Purchasing Agent 
Should Have This Book 
121 ELLIPTIC. soit gray 
ee ie ee ee “Profiting From Industrial Standardization’— No 
—— on all types of $5.50 st 
3 By Benjamin Melnitsky oe: 
Foreword by Stuart F. Heinritz BA 
RNEY.. Y You will find complete and down-to-earth information 
BLA es and No on materials standards and specifications . 
is hy process and finish specifications . . . parts standards . On 
The picture above, yes! See manufacturing standards .. . design practice standards in] 
Blarney ine — hod — . proper review intervals... and on thro the en- lav 
Blarney one, an ris egen } 


tire subject of how your company can benefit from @ 
standards program. 

How to use tested methods to develop and revise stand- 
ards—how to organize and use a nomenclature system— 
how to allocate standards activities, responsibilities and 


iath it that you'll have all the luck = 
las 

authority—how to organize company standards—all these 4 
oe 

o 
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n the world! 
Don’t trust to luck, KNOW that 
you're getting the finest, best- 
uited erasers for your own par- 
icular requirements; the erasers 
that Ireland and all the world 
know best and use most. Weldon 
Roberts Erasers Correct Mistakes 
Any Lauguage! At your regular 
supply = 


and more are explained thoroughly and concisely in this 
practical guidebook to industrial standardization. 


Free 10-day Examination 
























Weddon Retest CONOVER-MAST PUBLICATIONS, INC. A 
WELDON ROBERTS viet 
Enoneus RUBBER CO. De ae = 
‘ ' : 365 Sixth Ave., 205 East 42nd Street, New York 17, N. Y. 
Correct Mistakes in Any Language Newark 7, N. J. 

; : SR World’s Foremost Eraser M 

Ce eg Specialists ec tt eR 
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NOW! THE MOST EFFICIENT...ECONOMICAL WRITING 


TOOL EVER MADE FOR BUSINESS AND INDUSTRY 


VELVET BALL PEN-CIL WRITES 2000 WORDS A DAY FOR 





NOTHING TO PRESS, 
TURN OR FILL IN NEW 
VELVET BALL PEN-CIL 


Here’s the simplest writing instru- 
ment you’ve ever seen. No filling 
mechanism, no ink bladder, nothing 
to push or click. You never have to 
stop to fill the Velvet Ball Pen-cil. 
It’s already filled with a remarkably 
long-lasting ink supply. 


PRECISION INK-CONTROL 


The Velvet Ball Pen-cil has a brand 
new kind of precision ink-control so 
it will never leak, blot, flood or 
smear. There’s no chance of ink- 
stained clothes or fingers. 


BETTER RECORDS... LOWER COSTS 


It’s so light, so perfectly balanced, 
that it offers new writing ease and 
comfort. Secretaries find it faster, 
smoother for dictation. It gives 
more legible carbon copies. It’s ideal 
for quick memos and clear figure 
work in accounting and bookkeeping 
departments. Everybody writes 
better with the Velvet Ball Pen-cil. 





No more time wasted 


' More legible records 
sharpening pencils 


with permanent ink 





BANKER-APPROVED INK IN 
NEW VELVET BALL PEN-CIL 


WON'T SMEAR, BLOT OR FADE 
Only the finest quality permanent 
ink—approved by bankers and 
lawyers—is used in the Velvet Ball 
Pen-cil. This miraculous ink won’t 
smear, won’t blot, won’t fade. It 
lasts longer than the paper itself. 





Approved for checks, 
all legal writing 


Permanent ink never 
smears or blots 











GUARANTEED BY 
MAKERS OF VENUS AND VELVET 
PENS AND PENCILS 











NATIONALLY 
ADVERTISED IN 


Here’s a whole new concept in writ- 
ing that promises every department 
in business and industry greater 
efficiency, better and longer-lasting 
records, lower costs. 

The new Velvet Ball Pen-til com- 
bines the best features of both a 
wood pencil and a non-smear ball- 
point pen! 


WRITES ANYWHERE... ANYTIME 


The Velvet Ball Pen-cil saves time 
because it’s always ready’ to write 
perfectly. There’s no point to break, 
so it never needs sharpening, never 
grows shorter. You never have to 
stop to fill it. There’s nothing to 
press, turn or click, not a single 
moving part to get out of order. 

It does better work .. . writes 
faster, easier and smoother. It comes 
already filled with a long lasting sup- 
ply of permanent, 
banker - approved 
ink that can’t 
smear, leak, blot 
or fade ever. 


MORE WRITING 
MILEAGE 


The new Velvet 
Ball Pen-cil prom- 
ises more writing 


Roll-test proves 
it writes longer 








SIX MONTHS —NEVER NEEDS SHARPENING OR FILLING! 


mileage per penny. Actual tests have 
proved it writes an unbroken line 
over 2 miles long—without stopping. 
Every Velvet Ball Pen-cil will write 
over 4 million words—up to six 
months writing 2000 words every 
working day. 


FOR EVERY DEPARTMENT 


Here’s a single writing tool that lets 
you give secretaries, bookkeepers— 
everyone from the office boy to top 
executives—the handiest and best 
instrument for his individual writ- 
ing needs. 

conomize and buy 
Velvet Ball Pen-cils by 
the dozen in ay et 
dozen-packs. Specially 
designed model for busi- 
ness use has no clip or 
protector so employees 
won’t carry it away. Itis 
available with either 
blue or red ink. Order 
from your commercial 
stationer today. 








TRY THE VELVET BALL PEN-CIL YOURSELF. 


Write on your office letterhead for a free sample 
of the Velvet Ball Pen-cil to: Dept. P-2 


American Pencil Company, Hoboken, N_J. 
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George Renard Is Guest Speaker 
At Chicago PA Association 


Following its annual custom, the 
Purchasing Agents Association of 
Chicago had George Renard, exec- 
utive secretary-treasurer of 
N.A.P.A., as guest speaker for their 
January meeting. Mr. Renard ad- 
dressed the group on the subject 
“From One P.A,. to Another”. This 
was a combined meeting with the 
Women’s Division and their assis- 
tants and was set up as Past Presi- 
dents’ and Past Secretaries’ Night. 


ot 


Wisconsin Buyers Discuss 
Civil Defense 


The Wisconsin Chapter of the 
National Institute of Governmental 
Purchasing met at Milwaukee, De- 
cember 4th, with a record attend- 
ance. Mayor Frank Zeidler wel- 
comed the members, including many 
from other Wisconsin communities. 
He had just returned from a meet- 


ing of American Municipal Asso- 
ciation at New Orleans, where the 
problems of obtaining needed civil 
defense equipment had been dis- 
cussed, together with the possi- 
bility of federal grants to match 
community expenditures. The same 
subject was pursued by Gil Guetz- 
kow, Milwaukee’s liaison repre- 
sentative in dealing with federal 
agencies. 

Enthusiastic reports were given 
on the benefits derived from the 
national convention in Cincinnati. 

J. L. Ashton of the Wisconsin As- 
sociation of Insurance Agents spoke 
on “Buying Insurance for Public 
Agencies”. He stressed the hazards 
of self-insurance for municipalities 
as well as for industries, citing se- 
vere losses suffered under that 
method. 

A motion picture “The Milwaukee 
Way” was shown. It illustrates the 
diversified industry, good living 
conditions, and other facilities of- 
fered by the city. 











Members of the Purchasing Agents Association of New Orleans were recent guests of the 
Esso Standard Oil Company installation at Baton Rouge. Part of the group preparing to 
board buses for the visit are shown above. Left to right; H. Schindler, E. Boh, W. Starr, 
S. Houlihan, J. Delaney, U. J. Hecker, M. Becker, W. J. Gleason, S. Mayo, J. Methe, 
E. Chalin, E. Stock, S$. McNair, W. Simpson, H. Prager, W. Binnings, E. Morvant, H. Haus- 
mann, E. Stolz, E. Koehl, H. Marchal, G. Gabler, A. Claverie (plant visitation chairman), 
G. Sanford, L. Prestopnik and M. J. Hilbert president of the New Orleans Association. 
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McVicar Addresses Feb. Meet 
Of Indianapolis Association 


The Purchasing Agents Associa- 
tion of Indianapolis will hear C, 
Warner McVicar at the February 
meeting in his address on “The 
Value of a Purchasing Manual to 
Purchasing and Management.” Mr. 
McVicar will point out the aim of 
coordination of purchasing policies 
and procedures and how this unity 
goes astray without a_ proper 
manual to prevent individual in- 
terpretation of policy. Mr. McVicar 
is chairman of the Education Com- 
mittee for the Sixth District, 
N.A.P.A., and chairman of the 
Education Committee and a director 
of the Purchasing Agents Associa- 
tion of Pittsburgh. 


ors: £ 


‘Drop ECA’, Congressman Tells 
Rochester Association 


Further economic aid to Europe 
is neither necessary, desirable nor 
justifiable, Representative Kenneth 
B. Keating of the 38th Congres- 
sional District of New York and a 
member of the U.S. delegation to the 
Interparliamentary Union, told 
members of the Purchasing Agents 
Association of Rochester at a recent 
meeting. Mr. Keating, once 4a 
staunch advocate of the foreign 
aid program, expressed his convic- 
tion that economic aid be discon- 
tinued in view of the recovery of 
production in most European na- 
tions. Some military aid should be 
continued, he claimed, but our main 
export should be technical “know- 
how”. He spoke highly of the anti- 
communist sentiment in Austria 
where 95 percent of the people in 
the Soviet zone voted non-commu- 
nist at the last election. “Russian 
efforts to make a showpiece of East 
Berlin are the same old Red tech- 
nique—all front and no substance”, 
he said. 
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LASTING POWER for Handling... 


THANKS TO BATTERY POWER! 


For the higher lifts and faster maneuvering required 

in today’s handling operations, industrial trucks are a lot 
more rugged than they used to be. Batteries to 

power them are more rugged, too. Their increased 
capacity gives them lasting power to work longer, with 
greater reliability and at lower cost than with 

any other type of power. Only with battery power 

do you get the complete dependability, flexibility and 
adaptability to meet modern handling needs. 

There’s no power like battery power. PP sc ®t, rear 
There’s no battery power like Gould power! America's Finest 
Industrial Truck Battery 


GOULD (Nousrriac BATTERIES 


GOULD-NATIONAL BATTERIES, INC., TRENTON 7, N. 5. 


Always Use Gould-National Automobile and Truck Batteries 





©1953 Gould-Notional Botteries, inc, 
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to control your product’s quality 


This NEW METHOD 
DRIES AIR 


PRECISELY as you want it 


to prevent condensation on your product or material 


to prevent changes due to moist air in contact with your product 


to protect your processing of moisture-sensitive material 


to DRY your material or product 


to pack or store your product safe from moisture damage 


> 
> 
» 
> to protect your material from dampness 
» 
» 
> 
> 


to get exact moisture control for the precise atmosphere 


condition you need 


to provide precise atmospheric conditions for testing 


> 
> to increase your air conditioning capacity 
> 


to DRY large quantities of fresh air from outdoors 


The Niagara’s Controlled Humidity Method using 
HYGROL moisture-absorbent liquid is 


Best and most effective because . .. it re- 
moves moisture as a separate function 
from cooling or heating and so gives a 
precise result constantly and always. 
Niagara machines using liquid contact 
means of drying air have given over 20 
years of service. 


Most reliable because... the absorbent 
is continuously reconcentrated automat- 
ically. No moisture-sensitive instruments 
are required to control your conditions. 


Most flexible because ... you can obtain 
any condition at will and hold it as long 
as you wish in either continuous produc- 
tion, testing or storage. 


Easiest to take care of because ... the 
apparatus is simple, parts are accessible, 
controls are trustworthy. 


Most compact, taking less space for in- 
stallation. 


inexpensive to operate because ... no 
re-heat is needed to obtain the relative 
humidity you wish in normal tempera- 
ture ranges and frequently no refrigera- 
tion is used to remove moisture. 





The cl st b ...no solids, salts 
or solutions of solids are used and there 
are no corrosive or reactive substances. 





Niagora Controlied Humidity 
Air Conditioning 
This method removes moisture from air 
by contact with a liquid in a small spray 
chamber. The liquid spray contact tem- 
perature and the absorbent concentra- 
tion, factors that are easily and positively 
controlled, determine exactly the amount 
of moisture remaining in the leaving air. 


Heating or cooling is done as a separate 
function. 


For complete information write 


NIAGARA BLOWER COMPANY 


Dept. PU, 405 Lexington Ave., New York 17, N. Y. 


District Engineers in Principal Cities of United States and Canada 
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New Virginia Ass’n To Be Calleg 
‘Old Dominion P.A. Association’ 


The new purchasing agents as. 
sociation in the State of Virginia 
have now officially adopted the 
name “Old Dominion Pur 
Agents Association”. They are now 
applying for recognition by the 
N.AP.A. 


- i: 


Carolinas-Virginia Elects New 
Officers At Annual 2-Day Meet 

The Carolinas-Virginia Purchas- 
ing Agents Association has elected 
the following slate of officers at their 
annual meeting: Jack T. Hole, Er- 
win Mills, Inc., president; W. F. P. 
Coxe, American Enka Corporation, 
vice president; F. N. Marler, Mengel 
Co., secretary-treasurer; L. B, 
Whitehouse, Jr., Morton Manufac- 
turing Corp., chairman of Finance 
Committee and P. C. Coggeshall, 
Sonoco Products Co., national di- 
rector. 

The annual meeting was a two- 
day affair with guest speakers ad- 
dressing the assemblage. National 
President E. F. Andrews spoke on 
“Selling Purchasing”; G. W. How- 
ard Ahl, vice president of the 8th 
district had as his topic “Member- 
ship in NAPA” while Kenneth R. 
Haagensen, director of public re- 
lations, Allis-Chalmers Manufac- 
turing Co., Milwaukee, spoke on 
“The Human Side of Business”. 


"oe 


Special Meeting On Federal 
Sales Tax At Montreal Ass’n 


The Purchasing Agents Associa- 
tion of Montreal held a_ special 
meeting in January with a panel 
group discussing “Federal Sales 
Tax”. The guest speaker was a 
senior member of the Department 
of National Revenue from Ottawa. 
The special meeting, arranged by 
John Crawford and Ed Fitzgerald 
of the Education Committee, was 
brought about by popular request 
from the membership. 


io. 8 


New England Ass’n Holds Its 

Christmas Meeting in Boston 

The New England Purchasing 
Agents Association held its Christ- 
mas Meeting at the Hotel Bradford 
Ballroom, Boston, on December 
14th. The meeting was arranged by 
Al Richards, chairman, with the 
assistance of Carmen Dragone, Tom 
Earley, Joe Gordon, Herman Grams- 
torff, Bill Grant, Joe MacArdle, 
Walter Morrison, Dan Serra, Oscar 
Swanson, Romeo Trebino, Henry 
Tyler and Frank Welch. 
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TAP 
ANALYSIS IS 
HY-PRO'S 
SPECIALTY! 


... they can save you man-hours 


Hy-Pro concentrates its operation on the production of taps. 
Every effort is made toward improving tap efficiency and cut- 
ting tap production costs. Time and time again manufacturers 
have saved man-hours in their operation with the help of 
Hy-Pro’s tap experts. This repeated success has won Hy-Pro 
their standing in business as “‘the tap specialists”’. 

It will pay you to contact your local Hy-Pro distributor today 
or call the company direct. They offer you a complete line of 
high quality taps and the experience of specialized tap produc- 
tion. 








HY-PRO TOOL CO., NEW BEDFORD, MASS., U.S. A. 


ADDITIONAL WAREHOUSES: 6046 College Ave. 10428 W. McNichols Rd. 6141 North Elston Ave. 
OAKLAND 18, CALIF. DETROIT 21, MICH. CHICAGO, ILL. 
Piedmont 5-4337 University 4-1077 Newcastle 1-6486 
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WITH ADEQUATE 
PLANT CAPACITIES! 


There is a.Cleveland Container 


Near to Serve You 

















CLEVELAND CONTAINER FACILITIES 
ENSURE PROMPT SERVICE AND DELIVERIES 
AT LOW CUSTOMER COST 


Our complete line of containers offers the customer a 
wide choice in packaging. Cleveland Containers can be 
used for practically all dry products. They are of sturdy 
construction and can be furnished with special liners, 


colored spiral wraps or labels. 


EFFICIENT ... ECONOMICAL... ATTRACTIVE 


Cleveland Containers enhance a good product through 
better packaging. We offer you our long experience in 
packaging a large variety of products. 


Send for our new descriptive folder. 


WHY PAY MORE? ... for the best, call CLEVELAND! 


(ie CLEVELAND CONTAINER GF 


6201 BARBERTON AVE. CLEVELAND 2, CHIO 


e All-Fibre Cans @ Combination Metal and Paper Cans 
© Spirally Wound Tubes and Cores for all Purposes 
* 


* 
PLANTS AND SALES OFFICES: Cleveland, Chicago, Detroit,Memphis, Plymouth, Wisc., 
Ogdensburg, N.Y, Jamesburg, N. J. © ABRASIVE DIVISION at Cleveland. 
SALES OFFICES: Grand Central Terminal Bldg., New York City; Washington 
Gas Light Bidg., Washington, D.C.; West Hartford, Conn.; Rochester, N.Y. 


Cleveland Container Canada, Ltd.: PLANTS AND SALES OFFICES: Toronto and 
Prescott, Ont. © SALES OFFICE: Montreal. 










Chicago Women Hear P, 
At Annual Executives Night 


The Women’s Division of the 
Purchasing Agents Association of 
Chicago held their annual Execy. 
tives Night at the Bismarck Hote} 
in December. Paul R. Godfrey, ag. 
sistant to the vice president, en. 
gineering and manufacturing, Ste. 
wart-Warner Corporation, spoke on 
“Standardization”. The Women’s 
Division designates one meeti 


each year as Executives Night at 


which time they entertain their 
“bosses” at dinner and have them 
participate at the meeting. 


. F. ¥ 


Buffalo PA’s Welcome Three 
New Members 


The December meeting of the 
Purchasing Agents Association of 
Buffalo was devoted to a Christmas 
Party with only the acceptance of 
three new members as the business 
part of the session. They were; 
Henry G. Gawl, Veterans Adminis- 
tration Hospital; C. Emerson Hay, 
Buffalo Weaving & Belting Com- 
pany and J. S. Metcalf, Sterilon 
Corporation. 

a ae 


Westinghouse Research Work 
Explained To New England PA’s 


The January meeting of the New 
Engiand Purchasing Agents As- 
sociation was held in the Hotel 
Vendome, Boston, with Edward X. 
Hallenberg, assistant director, West- 
inghouse Research Laboratory, as 
guest speaker. Mr. Hallenberg dis- 
cussed, in non-technical terms, the 
research activities of his company. 
During the afternoon, John H. Cor- 
coran, purchasing agent of the City 
of Cambridge, was forum leader for 
a discussion on “Specifications, 
Their Use and Value in Efficient 
Buying”. 

oe 


South Benders Hear K. L. Bishop 


The Purchasing Agents Associa- 
tion of South Bend heard K. L 
Bishop, general sales manager of 
the V. M. Corporation, at a recent 
meeting. The meeting was held at 
the Morris Inn, Notre Dame Uni- 
versity. 


a ne 


J. W. Bush Heads State PA Ass’ 


The National Association of State 
Purchasing Agents, meeting 
Miami, Florida, elected John W. 
Bush, purchasing agent for the State 
of Ohio, as president of the organiza- 
tion. 


188 Please mention PURCHASING Magazine when writing to advertisers. PURCHASING 








Fey 


Fepruary, 1954 


The cop who keeps x-ray traffic moving 


in parallel lanes 


SPECIMEN 


Fluorescence analysis is the new, fast way to 
find out which elements and how much of each 
are in alloys—without destroying the sample 
of the alloy. 


This trick is accomplished by bombarding the 
alloy specimen with X-rays using a Fluorescence 
Analysis Unit produced by North American 
Philips, Inc. The x-radiations of each element 
beunce off the specimen only to be separated 
according to wavelength and measured. 


As the x-radiations leave the specimen they 
shoot through bundles of fine tubes known as 
“collimators”. The collimator acts as a kind of 
trafic cop, keeps the rays moving in parallel 
lanes, reduces divergence. This is an interesting 


GEIGER 


COUNTER 


SINGLE CRYSTAL 
ANALYSER 


job, and we're pleased that North American 
Philips chose Superior fine nickel tubing for it 
on the basis of its uniformity in diameter, wall 
thickness and finish. 


Undoubtedly you have opportunities where 
tubing could be helpful—as a carrier, a weight- 
saving structural member, or as a shape that saves 
machining time. Look into the variety of forms, 
sizes, and analyses Superior produces to tight 
specifications. Take advantage of the experience 
and testing facilities that Superior brings to focus 
on your problem. Tell us the nature of your 
application and we’ll send you information and a 
Data Memo by return mail. Superior Tube Com- 
pany, 2034 Germantown Ave., Norristown, Pa. 


Round and Shaped Tubing available in Carbon, Alloy, and Stainless Steels, Nickel Alloys, Beryllium Copper, Titanium and Zirconium. 


West Coast: Pacific Tube Company, 5710 Smithway St., 
Los Angeles 22, Calif. UNderhill 0-1331 


Vu” 


1) 
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All analyses .010"' to %"" O.D. 
Certain analyses (.035'' Max. wall) up to 1%"’ O.D. 
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youre wise 


to buy cleaning materials 


on a results basis 


for example: Bottler saves $2000 in 7 
months by ending costly conveyor 
chain maintenance 


for example: Manufacturer cleans and 
rust protects hydraulic cylinders with 
recommended Oakite and saves $394 
in month. 


In any company, wise purchasing means bigger profits at 
year’s end. The time- and money-saving results that Oakite produces 
for others is proof that cleaning materials can be purchased with 
bigger profits in mind. 


$2000 saved in 7 months by one plant on conveyor 
chain lubrication and cleaning. The recommended Oakite mate- 
rials plus application of Oakite lubricator ended costly weekly 
maintenance. 


$394 saving in month was reported by manufacturer 
who used the recommended Oakite methods and materials for 
cleaning hydraulic cylinders and protecting machined surfaces 
from rusting before installation. 


OAKITE TECHNICAL SERVICE ASSURES RESULTS 


As you see, Oakite offers you more than just cleaning mate- 
rials. Oakite Technical Service spells the difference. It goes along 
with every Oakite material. It means up-to-the-minute cleaning 
methods. It brings into your plant an Oakite representative who is 
only satisfied when he’s helped you get exactly the right cleaning 
materials to do better cleaning at less cost. 


There’s a local Oakite Man nearby. It will pay you to contact him. 


Oakite Products, Inc., 54 Rector Street, New York 6, N. Y. 


OAKITE 


0£G, U.S. Pat. OFF. 








Mar, 
RlAls . metHoDS ° suf 


Technical Service Representatives in Principal Cities of U. S. and Canada 
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C. Warner MecVicar Addresses 
Dayton Purchasing Agents 


C. Warner McVicar, director of 
purchasing and _ traffic, 
Manufacturing Co., Pittsburgh, was 
the featured speaker at a recent 
meeting of the Purchasing Agents 
Association of Dayton. Mr. MeVicar 
spoke on “The Value of a Purchas- 
ing Manual to Purchasing and Man- 
agement”. He pointed out how im. 
portant such a manual can be tp 
organizations of all sizes. He em. 
phasized how vulnerable a small 
group is if key personnel are re. 
placed and no manual exists to aid 
untrained replacement personnel, - 
large organization, he claimed, hag _ 
a backlog of trained people it ¢ 
always call on. 

Two new members were 
comed into the association: St 
D. Wainwright, Procurement D 
sion, Air Materiel Comm 
Wright-Patterson Air Force 
and Shirley L. Valentine, Day 
Young Soap Co. 


. #. £ 


Three Speakers Highlight. 
Seattle Association Meeting — 


The Olympic Hotel in Seattle 
the site of the regular month 
meeting of the Purchasing Ag 
Association of Washington for De 
cember. The evening’s program Wa 
arranged by Vice President Dea 
Smith. Miner H. Baker, assistan 
vice president and economist, First 
National Bank of Seattle, spoke om 
“How Good Is Business?” He y 
followed by Arthur Erickson, nort 
west district purchasing agent, Uns 
ion Oil Co. of California and 1 
tional director of the association 
who reported on the latest relea 
issued by the national associatic 
Willard W. Harvey, Ravenna } 
Products Co., and chairman of t 
associations Education Committe 
wound up the meeting with an out 
line of plans for a six session semi 
nar on “Human Relations”. 
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Lehigh Valley Hears About 

Transistors And Electronics — 

A talk on “The Use of Transistors 
in the Electronics Field” was pI 
sented at a recent meeting of the 
Lehigh Valley Purchasing Agents 
Association. J. A. Decker, assistant 
superintendent of industrial 
tions, Western Electric Co., gave thé 
address. During it he demonstrated 
the operation of a wrist watch 
and various other electronic “ 
gets”. The following new membet 
were introduced at the meeting: 
Carl A. Teel, Charles W. G. Full 
A. Lowell Watson and John R. Hera. 
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A statement from 


a conservative organization: 


“Our records show that when a manufacturer once 


discovers the uniform quality of Roebling flat spring 





steel, he becomes a steady Roebling customer.” 


You, too, pay for the best spring steel...make sure 
you get it. Specify Roebling. John A. Roebling’s Sons 


Corporation, Trenton 2, N. J. 


es : ROEBLING 


A subsidiary of The Colorado Fuel and Iron Corporation 









S.S. United States... 


fastest liner afloat. 


BRANCHES: ATLANTA, AVON AVE. « 
55: W. ROOSEVELT RD. + CINCINNATI, 3253 FREOON 





AKEWOOD HEIGHTS BLVD. + DENVER, 4801 JACKSON ST . TRO », 91S FISHER 
BLOG. + HOUSTON, 6216 NAVIGATION BLVD. * LOG ANGELES, S32 oO HARBOR ST. 
NEW YORK, 19 RECTOR ST.+* OCOESSA, TEXAS, 1920 £&. 2NO ST.* PH i HIA, 230 


NE ST. « SAN FRANCISC 1740 17TH ST. « SEATTLE, 900 18 AY » * TULSA, 


321 N. CHEYENNE ST.* EXPORT GALES OFFICE, TRENTON 








KUHN & JACOB 


does a fine job of 


Plastic Molding fer 
AIREQUIPT MANUFACTURING CO., INC. 





















TABLE VIEWER 
AUTOMATIC 








MANUAL 


DUAL PURPOSE TABLE VIEWER 
\ brilliant, evenly illuminated table 
viewer, in handsome, streamlined plas- 
tic housing. Can be used manually, or 
sutomatically with the Airequipt Auto 
matic Slide Changer. 





MOLDED BY K &J 
IN TWO TIGHT- 
FITTING 
HALVES— 
opened here 
to show 
precision 
molding 


Much of the sales appeal inherent 
in this Aicequipt product is due 
to the “handsome, streamlined 
molded by K & J. Back of a piece like this lie years of molding 
skill, thousands cf dollars worth of equipment, and the organizing know- 


how that can deliver such moldings in any quantity geared to a pre- 
determined schedule. 


9 
housing’ 


It will pay you to consult 


KUHN & JACOB MOLDING & TOOL CO. 
1221 SOUTHARD STREET, TRENTON 8, N. J. 


CONTACT THE S. C. Ullman, 55 W. 42nd St., New York, N.Y. 
Ka) Telephone—Penn. 6-0346 


Wm. T. Wyler, Box 126, Stratford, Conn. 
Telephone—Bridgeport 7-4293 


Wm. A. Chalverus, Carson Road, 
Princeton, N. J. 


REPRESENTATIVE 
NEAREST YOU 
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H. S. Kellam Elected President 
Of PA Ass’n of Connecticut 


H. Stafford Kellam has bee, 
elected president of the Purchasing 
Agents Association of Connecticut, 
An official of the Trumbull Electric 
Department of General Electric Co, 
Mr. Kellam succeeds Wilfred L. Han- 
ford as the association’s head. Other 
officers elected at the meeting were: 
Edwin E. Michaelson, first vice 
president; Norton D. Williams, sec- 
ond vice president; Fred Harvey, 
secretary-treasurer and Thomas 
Daley, national director. Elected di- 
rectors were: Ronald E. Jones, 
Charles T. Haffey, F. J. Straub, 
Fred Hetzler, Manuel Rodriguez, 
Edwin F. Nelson, Charles D. Pat- 
terson and George W. Glynn. 

a, ¢ F¥ 
New Members At Tri-City 

The Tri-City Association of Pur- 
chasing Agents has elected several 
new men to membership in the 
group. The new members are: R. 
G. Neville, Waldo E. Goetsch, Ed- 
ward O. Witt, Kendall P. Morris, 
John E. Hemmingson and Gus W. 
Donohoo. 


x A q 
Sabine-Neches Gets Charter 


For National Affiliation 

N.A.P.A. President E. F. Andrews 
was on hand at the January meet- 
ing of Sabine-Neches Purchasing 
Agents Association to present the 
group a charter for national affilia- 
tion. The Beaumont, Texas organi- 
ation is headed by L. A. McNeil. 

$$ ¢F 


Frank Kupchak Addresses 
Columbus On ‘Standardization’ 


Frank Kupchak of the materials 
and standards engineering staff of 
Westinghouse Electric Corp., was 
the guest speaker at a recent meet- 
ing of the Columbus Association of 
Purchasing Agents. He discussed 
“Standardization” and outlined the 
Westinghouse materials and parts 
standardization program and what 
the program does for the purchas- 
ing agent. 

yY 7 y 


E. F. Andrews at New Orleans 

Executives and Past Presidents’ 
Night was celebrated at the Janu- 
ary meeting of the Purchasing 
Agents Association of New Orleans. 
E. F. Andrews, president of 
N.A.P.A., was the main speaker 
with the topic “Selling Purchasing - 
The membership also welcomed A. 
E. Harold and Harvey T. Johnson, 
who were elected to active member- 
ship during the December meeting. 
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Whatever your fuel picture, 
there’s a B&O coal to fit it! 





@ In the Baltimore & Ohio area lies a Whatever your “burning need,” Indus- 
treasure-land of Bituminous—an almost trial or Domestic, there’s a B&O coal to 
inexhaustible source of low-cost heat and meet it—and we are ready to help you find 
energy. Here are found Bituminous coals the best for your purpose. Just ask our man! 
of all varieties—for power, for coking, for 
steam, for space heating. ory . 

B&O coals are excellent for generating \ wton ao 
steam in utility and industrial power plants, momen (rae Ba 


for steel mills, malleable iron plants, gas 
plants, lime and brick kilns, cement and 





glass plants, and potteries. 
BITUMINOUS COALS “™"\ sansa Alms] 
FOR EVERY PURPOSE _\ “ au? Kime 


=a 
2 ee 
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Constantly doing things __ better! 
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STOP 
horse-and-buggy 


wrapping... 











* Use Bemis 

















Paper Bags 
and cut your 
packing and 
shipping costs! 


It’s a safe bet that you can save time and labor—the most 

costly factors in your packaging operation—by converting to 

special paper bags made by Bemis. There is almost no limit 

' { to the kinds, shapes and sizes of products you can economi- 

‘cally package in Bemis Paper Bags. The products shown here 
‘only suggest the possibilities. 


Ask for the Bemis Paper Specialty Man to help work 
out your problem. 


MAIL THIS TODAY 


BEMIS BRO. BAG CO., Paper Specialty Plant 
1054 South Vandeventer, St. Louis, Mo. 


Could you suggest a more economical package that 
would be suitable for our product? 





We manufacture 

















‘ a Name 
Bemis 8 
Street 
Paper Specialty Plants City 
1054 South Vandeventer 
St. Louis, Mo. Zone_______State__ 





Albion, New York 





Dallas Group Visits Procter & 
Gamble Plant In January 


The first “get-together” of the 
New Year for the members of the 
Purchasing Agents Association of 
Dallas, was a visit to the plant of 
the Procter and Gamble Manufac. 
turing Co. Dinner was served the 
group in the company cafeteria and 
the P&G recreation room was 
opened for after dinner activities, 
At the regular dinner meeting of 
the association, President E. F, An- 
drews was the featured speaker, It 
was also announced that C. B, 
Swanner, safety engineer, Magnolia 
Petroleum Co., would be the guest 
speaker at the February meeting of 
the association. 


Tt Ff 


Rock River Valley Discusses 
Purchasing Records At Meeting 

Members of the Purchasing 
Agents Association of Rock River 
Valley discussed “Purchasing Rec- 
ords” at a recent meeting. The group 
was sectionally divided and points 
discussed were: expediting and fol- 
low-up systems, purchasing forms, 
price systems, invoice handling, 
contracts and card files. 
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Four Procedure Talks Top 
Tulsa Association Meeting 


Four talks on purchasing depart- 
ment procedures were the high- 
lights of a recent meeting of the 
Purchasing Agents ‘Association of 
Tulsa. Melvin B. Heine, general 
purchasing agent, Phillips Petroleum 
Corp., spoke on the “Scope of Pur- 
chasing Department”. The topic for 
E. J. Jameson, assistant manager of 
material and traffic, The Carter Oil 
Co., was “Method of Handling Pur- 
chase Orders”. “Emergency Field 
Orders” was the subject of Perry 
A. Gill, purchasing agent, Sunray 
Oil Co. And, C. D. Wells, assistant 
purchasing agent, Service Pipe Line 
Co., wound up the event with 
“Method of Handling Invoices”. 


Am hae S 


Discuss Purchasing Information 
Exchange At Fort Wayne 


D. C. Wakefield of Minnesota 
Paints, Inc., lead a discussion 0? 
“Exchange of Purchasing Informa- 
tion” at a recent meeting of the 
Fort Wayne Association of Pur- 
chasing Agents. Mr. Wakefield is 4 
past president of the local associa- 
tion, past director of the N.AP.A. 
and a past vice president of the 4th 
District, N.A.P.A. 
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NEXT TIME...ORDER SCOTTISSUE TOWELS! 


{. They drink up water like a thirsty camel. 
2. Theyre strong — even when soaking wet. 
3. Theyre So soft that many people use them as face cloths. 
4. Theyre clean and white — of course. 
5. They're double-fold to dry double-quick. 


ScotTissue Towels have an exceptionally high 


fiber content. This “bulk,” plus generous size and 
JUST ONE double fold, make a case of 3,750 ScotTissue 
SCOTTISSUE TOWEL Towels weigh 46 lbs.* Some paper towels cost 
less for 3,750 but are 10 to 20 Ibs. lighter*— 

DOES THE JOB! s 


hence less drying power. Write for more facts. 
Scott Paper Company, Dept. P-5 — Chester, Pa. 


SCOTTISSUE v4 TOWELS 


ETE Symbol of the right kind of washroom 


*Shipping weight 
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applies 

also 

to 
fabricated” 
wire 

cloth 

inserts 


Our slogan, Newark for Accuracy, has long been known to users of bulk wire 
mesh cloth, wire space cloth and wire filter cloth. It is now becoming more and 
more familiar to users of parts fabricated from wire cloth made by a fast- 
growing division of our company. 


These parts, similar to those illustrated, are fabricated or assembled for our 
customers by skilled workmen in our large department specializing in this work. 
We are equipped to handle small lots or in production quantities of anything 
from large jet intake screens to tiny fuel pump strainers. 


We shall be glad to quote on your requirements; and, if necessary, our experi- 
enced engineers stand ready to assist you in the design of the part so as to 
make the best use of the mesh and to assure the most economical manufacture 
of the, part as a whole. 


Remember, since we weave the cloth used, and do all the necessary cutting, 
fitting, stamping, punching, forming, binding, welding and soldering, there is 
only one responsibility . .. OUR responsibility . . . to deliver parts that live up 
to our slogan — Newark for Accuracy. 


ewark 
lire Gloth 


COMPANY 
351 VERONA AVENUE * NEWARK 4, NEW JERSEY 
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South Bend Hears K. L. Bishop 


K. L. Bishop, general sales man- 
ager, V-M Corp., Benton Harbor, 
Mich., addressed a meeting of the 
South Bend Purchasing Agents As. 
sociation. Mr. Bishop has recently 
returned from a four month tour of 
Europe and compared the contrast. 
ing procurement procedures found 
here and abroad. 
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Sees Natural Gas Substitute 
Available By Early 1955 

An acceptable _ substitute for 
natural gas may be available late 
in 1954 or early in 1955, according 
to Capt. E. S. Pettyjohn, vice presi- 
dent and director of the Institute of 
Gas Technology at Illinois Institute 
of Technology, Chicago. 

He said the last year marked “the 
first time a conversion to gas has 
been accomplished without a solid 
or liquid residue resulting in the 
operation.” 

“This was performed,” he ex- 
plained, “by a new process of pres- 
sure hydrogasification which al- 
lowed the Gas Institute to produce 
a completely interchangeable nat- 
ural gas substitute from natural 
gasoline with complete conversion 
of the gasoline to gas.” 

In outlining the advances being 
made in natural gas research, Capt. 
Pettyjohn pointed out that much re- 
mains to be done before a suitable 
substitute is developed for natural 
gas. The Institute, he added, has 
been working on the project since 
1947. 

He emphasized the importance of 
finding a workable substitute with 
the increasing and abnormal de- 
mands for natural gas due to the 
weather. 
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Dual Air Valve for Presses 
End Accidental Stroking 
Danly Machine Specialties, Inc., 
2100 S. Laramie Ave., Chicago 50, 
Ill., has a clutch dual air valve for 
mechanical presses which is said to 
eliminate accidental stroking due to 
valve failure. This valve consists of 
two independent pilot operated 
valves. The pilot valves are actuated 
by electromagnets and the main 
valves by air. Pilot valve construc- 
tion considerably reduces inrush 
and holding current requirements. 
The two independent valves are 
built into a single unit and cross 
ported to provide maximum safety. 

If one side of the dual valve 

the other would continue function- 
ing normally, exhaust the clutch, 
bringing the press to a safe stop. 
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~ A lewal iphone callll sal it takes to buy the 


best ‘in fasteners iim most major industrial 


cétters of the comntry. 


For there’s a Lamson & Sessions distrib- 
utor “just around the corner” from 


almost ewery where. 


Lamsan is One of the few “full line”’ bolt, 


nut and screw manufacturers in the 
country, so Lamson Distributors are in a 
position to supply your needs even when 
the request is for “unusual” or “hard to 


get” items. 


In addition, your Lamson & Sessions Dis- 
tributor can call upon any one of five con- 
veniently located plants for expert engi- 


neering help when it is requested. 


So, from every angle—convenience, stock 
selection, service and engineering help— 


it’s to your advantage to call your Lamson 


Distributor for all fastener requirements. 


The LAMSON & SESSIONS Co. 


1971 West 85th St. ¢ Cleveland 2, Ohio 


PLANTS AT CLEVELAND AND KENT, OHIO ¢ BIRMINGHAM @ CHICAGO 


/ 








FOR PROMPT DELIVERY AND HELPFUL SERVICE, 
ORDER FROM YOUR LAMSON DISTRIBUTOR 
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Buy dependable 
HODELL CHAIN 


in standard types 
100 OF spectalttes 


Hodell makes a quality line of 
dependable chain for every in- 
dustrial use and can make many 
formed wire specialties. Or, ifyou 
need a special chain assembly, 
Hodell can manufacture it to your 
specifications. We welcome an 
opportunity to quote on your 
needs at any time. Send for the 
Hodell Industrial Catalog... 
giving full information on the 
complete Hodell line. 


HODELL CHAIN COMPANY 


Cleveland 3, Ohio 
Div. of The National Screw & Mfg. Company 











Say New G. E. Polyester Resin 
Has Superior Characteristics 


A new G-E polyester resin, AR- 
493, is said to have chemical and 
heat resistance superior to that of- 
fered by conventional styréne poly- 
ester resins. 

In announcing its commercial 
availability, S. L. Brous, general 
manager of the G. E. Chemical Ma- 
terials Department, said “the de- 
velopment of this new resin will 
contribute to broadening of the re- 
inforced plastics industry, and also 
to the expansion of the electrical 
industry.” 

AR493 is expected to find wide 
acceptance among fabricators of ex- 
haust ducting for chemical fumes; 
chemical storage and transportation 
tanks; washer tubs and hundreds 
of other items presently restricted 
by insufficient corrosion resistance. 
Its higher heat resistance favors its 
widespread use in electrical appli- 
cations, where increased importance 
is being placed on higher operating 
temperatures as well as_ higher 
quality products. AR493 glass cloth 
laminates may have maximum con- 
tinuous operating temperatures as 
high as 150° C; and intermittent 
temperatures as high as 250° may 
be tolerated. 
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Inland Official Says Chicago 
Will Expand As Steel Market 


Hjalmar W. Johnson, vice presi- 
dent of Inland Steel Company has 
declared that the future will see the 
Middle West continue to expand as 
a market for steel, with the result 
that the Chicago and Calumet steel 
industry will flourish to an even 
greater extent than it has to the 
present. 

Speaking at the banquet session 
of the 16th annual Fuels Conference, 
sponsored jointly by the Coal Divi- 
sion of the American Institute of 
Mining and Metallurgical Engineers 
and the Fuels Division of the 
American Society of Mechanical 
Engineers, Johnson declared that 
the increasing demand for steel, the 
ready availability of raw materials, 
and the continuing population in- 
crease in the Middle West will all 
combine to keep the Chicago area 
a leading producer of steel. 

Johnson assured his listeners that 
“the steel industry in the Chicago 
area will continue to be a good cus- 
tomer for the fuel industry. Of 
course, there will be improvements 
and refinements in steel-making 
technique, and some of the new 
processes will require less fuel.” 





DARNELL CORPORATION 


DOWNEY (LOS ANGELES OUNT ALIFOR 
60 WALKER STREET, NEW YORK 13, NEW YOR 
36 
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Choose just the. right 
caster or wheel for your 
needs 
line of nearly 4000 types. 
These precision made 
casters 
help you speed up pro- 
duction. . 
themselves many times 
over. 


NORTH CLINTON STREET, CHICAGO 6 


CASTERS 
& E-Z ROLL 
WHEELS 


from the Darne! 


and wheels will 


. will pay for 


Always 
and(ROGES 
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Here’s Why: 


1. The HEAD — thick, uniform shape, perfectly centered on the shank. 
Compare it with others of the same type . . . and you see the result of 
brand-new precision machinery, manned by skilled operators! 


2. The SHANK — highly polished, uniformly coated, or deeply barbed as 
the case may be. . . one thing stands out: Here is the product of only the 
finest, first-quality steel! 





3. The POINT — sharp, centered, clean . . .the uniform result of closely 
~ supervised production, prime materials, and the most modern wire mill 
in the world . . . built expressly for the production of perfect nails! 
4. The TEST — drive it . . . hear it ring clear as it seats deep and holds fast. 
~~ Test good Gulf nails again and again . . . you will always get the same 
TRADEMARK result. Straighter, cleaner, easier drives . . . greater holding power... 
LOWER NAILING COSTS FOR YOU. 


Communicate with the nearest GULF representative: 


Davidson Steel Corp. Edward D. Sperry Jr. Cc. G. Fallon The Crispin Company B. S. Meade Company 
444 Madison Avenue P. O. Box 936 630 Centre Street 1611 Bank of Commerce Bidg. 604 Duquesne Terrace 
New York 17, N. Y. Santa Barbara, California Jamaica Plain, Houston 2, Texas Union, New Jersey 
Phone: Plaza 9-7151 Phone: 2-9625 Boston 30, Mass. Phone: Fairfax 0338 Phone: Unionville 2-8068 


Phone: Jamaica 4-5046 









BAYAMON Py ee, Oe Oe Mee 


Manufacturers of: Nails and Staples - Chain, welded and weldless - Chain-link fencing - Concrete wire mesh 
Steel wire: plain, annealed, galvanized. 
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-ooift’s rotated by 
rubber covered rolls 


[Imagine 50 tons of locomotive boiler cradled on and roiated by 
four rubber covered rolls! These power driven rolls turn the boiler 
slowly so that the seams can be welded continuously. It’s a truly 
punishing assignment for rubber . . . one that demands extra- 
ordinary shear and abrasion resistance. 


The special rubber compound developed for these rolls by 
Continental does an outstanding job. Actually, the service life 
of the rolls has far exceeded even the customer’s expectations. 

The successful solution of this difficult requirement is typical 
of the engineering service in rubber offered by Continental. 

When you need molded or extruded rub- 
ber, call on Continental. Our engineers will 
be glad to consult with you. 


LET US SEND YOU THIS CATALOG 


Hundreds of standard grommets, bushings, rings, and extruded 
shapes are listed in this engineering catalog. It will be a valuable 
addition to your working file. Send for your copy today or... 


See our Catalog in Sweet's File for Product Designers 


i) MANUFACTURERS SINCE 1903 


CONTINENTAL 


v RUBBER WORKS 


1983 LIBERTY STREET « ERIE 6, PENNSYLVANIA 
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Aluminum Chain 1/3 Weight of 
Iron, Equally as Strong 


Bison Metals Corp., Crosby Bldg, 
Buffalo 2, N. Y., makes aluminum 
chain with every link, smooth, per- 
fectly formed and non-corrosive, In 
addition to the maintenance cost 
feature, these aluminum chains 
weigh only one-third as much as 
iron chains, yet are equally strong. 
The aluminum chains are available 
for every purpose in every size, 
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Special Technique Helps 
Package $1200 Tube Safely. 


When you ship a television camera 
tube 4%” in diameter and 14%” 
long, priced at $1200, the need for 
special packaging attention is obvi- 
ous. This problem has been success- 





Tube is inserted into a sleeve-tight box. 


fully surmounted by Diamond Pow- 
er Specialty Corporation of Lan- 
caster, Ohio, in connection with 
the cold cathode type tube that is 
the heart of their industrial tele- 
vision system known as the “Utili- 
scope”. 

With the collaboration of The 
Fairfield Paper and Container Com- 
pany, a Gaylord subsidiary, a pro- 
tective technique has been devel- 
oped that over a two-year period 
has resulted in safe transit from 
plant to user, both domestic and 
foreign. 

The three steps in the packaging 
of the tube are as follows: 

1—The camera tube is inserted 

into a sleeve-tight box where 
it is held in place by a corner- 
cut tray which protects the 
electrical terminals. 

2—Pads of rubberized hair are 

placed at the bottom of the 
air-celled corrugated container 
which has flanges to float it 
in a central position. 
3—Floating container is lined with 
rubberized hair which com- 
pletely encloses the camera 
(Please turn 'to page 204) 
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MORE THAN 100 YEARS OF FILE MAKING 
AND STILL PIONEERING 











HELLER WAS FIRST WITH VIXEN™ MILLED CURVED-TOOTH FILES 


Originated by Heller Brothers over 35 years ago, the 

Vixen still stands as the greatest single improvement 

ever made in metal finishing files. Each curved-tooth 

is actually a miniature milling cutter. Vixen cuts faster, Fi 

freer, finishes smoother. File clears easily even when other Heller ansts 

used on soft, non-ferrous metals or fibrous materials. NUCUT* Wavy-Teeth Files 

Famous Vixen is only one of many Heller contribu- SPIRAL-CUT Half Round Files 

tions to better filing. Over a century of continuous WAVY-TEETH Double Cut Mill and Saw Files 
inspecting, testing and improving guarantees users of 
Heller files “the best.” 


| Crain THESE 3 FAMOUS BRANDS ARE MADE ONLY BY 


HELLER BROTHERS CO. America’s Oldest File Manufacturer NEWCOMERSTOWN, OHIO 


*Registered T.M. 


YOUR HELLER DISTRIBUTOR CAN SUPPLY ALL YOUR FILE NEEDS 
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bothered by slow delivery on 


replacement packings 




















If your production is hampered and you’re tearing 
your hair out because of slow delivery on replace- 
ment packings for hydraulic and pneumatic appli- 
cations, pick up the phone and let us know the 
type, service, pressure, temperature, dimensions 
and quantity you want. We will make every effort 
to give you reasonably prompt delivery to get you 
back into production . . 
Rhoads quality. 


. along with well-known 





(Continued from page 200) 

tube box. After two pads have 
been placed at the top, the 
corrugated outer shipper js 
sealed and taped. 





Third step in the packaging process. Pads 
are of rubberized hair. 


G. H. Wilson of the Diamond 
Power Specialty Corporation says 
“This Fairfield container provides a 
full measure of extra protection to 
safeguard what can be accurately 
described as a substantial invest- 
ment”. 
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Polyethylene Output Boosted 


Production of polyethylene is in- 
creased 45% with the achievement 
of full scale operation of a new 
Bakelite plant in Texas City, Tex. 
The plastic is one of the three cri- 
tical industrial materials still in 
short supply, according to George 
C. Miller, president of Bakelite 
Company. The others are nickel 
and some steel items. 

With its production capacity rated 
at more than 60 million pounds per 
year, the new plant is the first to 
come into production of three new 
polyethylene plants announced by 
Bakelite earlier this year. 

Mr. Miller said that when the 
second of the plants comes into full 











Or perhaps you just want a quotation for use in production the shortage of polyethy- - 
the near future. Call us. There’s no obligation. lene will be eased. That is expected 
Direct factory representatives are ready to serve in the next six to eight months. ~ 
you, or call one of the following branch offices: ee Re " 
Philadelphia, Call LOmbard 3-7441 System Protects Fork Truck te 
Engines From Dust and Lint 
New York, Call BEekman 3-4466 The Yale & Towne Manufacturing in 
Chicago, Call CEntral 6-6130 Co., Philadelphia, has devised a sys- 0 
tem which protects gasoline engines se 
on fork trucks from the destructive th 
effects of dust and lint. 
The protective devices in the sys- pi 
tem give longer engine life and less w 
maintenance, with resultant lower S 
cost operation. It encloses all —_ n 
arts vulnerable to the abrasive 
INDUSTRIAL LEATHERS dust or lint laden atmospheres. It , 
is available as an optional feature 
PHILADELPHIA * NEW YORK « CHICAGO « ATLANTA at extra cost. £ 
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“CW” STEEL PIPE. 


Curving from the ground like the back of a huge turtle, the 
Alabama State Coliseum is the largest enclosed arena in the 
world. In order to build this enormous structure, which seats 
15,000 and actually “grows” as much as two inches on a warm 
day, materials had to be selected which would meet the archi- 
tect’s and contractor’s exacting requirements. 

Spang CW Steel Pipe was chosen for this unusual project to 
insure a high-quality, reliable installation. The coliseum, which 
requires 9,800,000 Btu to heat when it’s empty yet needs a 
cooling system in operation when it’s crowded, uses Spang Pipe 
throughout for its gas lines, water lines and fire mains. 

Architects and contractors who demand highest quality 
products always know they can specify Spang CW Steel Pipe 
with confidence. That’s because the manufacture of Spang CW 
Steel Pipe is quality-controlled. Every phase of Spang CW Pipe 
manufacturing is subject to strict inspection, with close tem- 
perature limits rigidly adhered to, and only top-grade steel 
going into the product. 

When you specify pipe, specify quality . . . specify Spang 


‘CW Steel Pipe. 


Fesruary, 1954 













meets the exacting needs for 
Alabama’s giant state coliseum 


Owner Alabama Agricultural Center Board, Montgomery, 


Alabama. 
Architect: Sherlock, Smith and Adams, Montgomery, Alo. 
3 ntractors J. A. Jones Construction Co., Atlanta, 
Georgia. 
Butler and Cobbs, Montgomery, Ala. 


venerci -o 


P g and Pipir J. M. Main, Montgomery, 
P Alabama. 
Spang Distributor Cowan Supply Co., Montgomery, Alo. 





SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Two Gateway Center, 
Pittsburgh, Pennsylvania. District Sales 

Atlanta, Boston, Detroit, Houston, Los Angeles, 
New York, Philodelphi.., Pittsburgh, St. Louis. 
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DE-STA-CO 


It’s the “know how” of nearly 40 years of pro- 
duction stamping service that counts. De-Sta-Co’s 
main stamping plant is especially geared for produc- 
tion runs of light to medium-heavy fabrication, up 
to ¥”. Our bed areas range from 10” x 12” to 
48” x 72”, pressures from 5 to 250 tons. We draw 
up to 4” deep. During the years we have built up an 
impressive record in coining operations, our knuckle- 
action presses handling up to 400-ton capacity. The 
diversification of our equipment means your job runs 
on the most efficient press. Our highly mechanized 
material handling system saves dollars for you, helps 
us keep our delivery record one of the best in the 
business. That’s why “De-Sta-Co” means “Integrity.” 

For quotation send a sample part if possible, 
-with a drawing, specifications, and quantity required. 
You'll get a prompt reply. 


For Multi-Stampings — high volume, small, in- 
tricate parts — there’s our department of Four Slides 
Automatics. From a blank size within 242” x 1212”, 
a single stroke performs such operations as piercing, 
forming, swaging, embossing, twisting, curling and re- 
forming from coiled stock. A part is completed each 
stroke, ready for its single inspection. This is espe- 
cially advantageous where forming around a mandrel 
is required, Special washers, precision flapper valves, 
shims and other exacting work are additional De- 
Sta-Co specialties. 


Send for our Stamping Brochure illustrating our production facilities 










DETROIT STAMPING COMPANY 





TO PRODUCE 
QUALITY STAMPINGS 



























Guidebook Shows How To Set Up 
Low Cost Statistical Library 


A guidebook, “What’s the An. 
swer,” giving information on how to 
organize a low cost statistical }j- 
brary has been issued by the Com- 
mittee on Business Statistics of the 
Chamber of Commerce of the 
United States. 

It lists well over 100 sources of 
information in various fields. Among 
these are general statistics and eco- 
nomic data, banking and finance, 
federal government, state and local 
governments, income and savings, 
labor force and social security, pop- 
ulation, housing, construction, agri- 
culture, retail and wholesale trade, 

The guidebook tells where refer- 
ence books may be obtained, the 
type of information they give, and 
what they cost. It is not intended, 
however, as a complete listing for 
any one field of research. 

Sometimes, the guidebook points 
out, the answers to research prob- 
lems are not readily available and 
the time required to obtain informa- 
tion may be prohibitive. Quite often, 
however, they can be found in a 
statistical library that is well within 
the budget of most organizations. 

Single copies of the publication 
can be obtained from the Economic 
Research Department, Chamber of 
Commerce of the United States, 
Washington 6, D.C., for 50c; dis- 
counts of 25% are granted on five or 
more copies. 


et £ 


A-C Motor Frame Selection Chart 
Available From Westinghouse | 


A selection wall-chart which 
shows the comparison between “old” 
and “new” NEMA standard dimen- 
sions for a-c motors from 1 to 3 hp 
is available from the Westinghouse 
Electric Corporation. The chart is 
meant to provide a handy reference 
for determining differences in frame 
dimensions. 

New and old dimensions for poly- 
phase squirrel-cage, polyphase 
wound-rotor, and single-phase, foot- 
mounted motors are presented as: 
well as separate dimensions for 
flange-mounted motors. Dimensions: 
for drip-proof and totally-enclosed,. 
fan-cooled motors are also given. 

The chart, which measures 18- by 
24-inches, gives old dimensions im 
blue, new dimensions in red, one im- 
mediately above the other, so that 
differences can be detected at @ 
glance. 

For a copy of this chart, write 
Westinghouse Electric Corporation, 
Box 2099, Pittsburgh 303, Pa. 











“AUTOMATIC CONTROLS 
UT OUR COAL BILL 207! 


“We gave our modern coal-heating installation an additional boost in 


efficiency with automatic controls .. . saved $600 the first season,” 

says R. C. Smith, Manager 
Northern Finance Company, Northern Building 
Green Bay, Wisconsin 





“Up-to-date coal equipment has long supplied our building with 
dependable, economical heat. But a small additional investment 
in new automatic draft and building zone controls brought us 
even bigger savings. We cut fuel costs $550 to $600 a year.” 


Additional case histories, showing how other types of plants 
have saved money by burning bituminous coal with modern 
equipment, are available upon request. 





Located in the heart of the city, Northern 
Finance Company’s coal-heated building meets 
strict smoke control regulations. Burned prop- 


erly, coal is clean and convenient. 


How modern coal equipment 
can save you dollars 


If your plant is more than a few years old, 
you can probably boost its efficiency and 


save money with modern combustion equip- es i a 


eos 
Sn Oe ry ont 





ment. For example, a small investment in 
automatic combustion controls, or an efficient 
forced draft system, may bring you big 


savings in both fuel and labor. 


And if your plant is over 10 years old, 
chances are you can make an even bigger 
saving. You can save up to 40% on fuel alone 
by installing modern combustion equipment. 
You can reduce labor costs substantially with 
modern coal- and ash-handling equipment. 
Call in a consulting engineer. He can give 
you advice on just what equipment can best 
fill your specific needs . . . and return you 
big savings year after year with coal. 


BITUMINOUS COAL INSTITUTE 


A Department of National Coal Association 
Southern Building, Washington 5, D. C. 





The stoker-fed boilers and newly installed control panel used 
in heating this modern office building. Approximately 285 tons 
of coal are used annually. 
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YOU CAN COUNT ON COAL! 
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SPECIFY CULLMAN 










ON 
ROLLER CHAIN 





CONVEYOR CHAIN 
SPROCKETS 


FLEXIBLE 
COUPLINGS 


In fact, anything else you may need 
in chain drive equipment is available 


on short notice from Cullman’s complete 
See our insert in 


Sweet's Catalog for stocks. For immediate results on 
Product Designers, 

or for complete data ate 
iprite for catalog No. today or see your Cullman distributor. 


51.shown above. 


your chain drive requirements write 


POWER TRANSMISSION 
ROLLER CHAINS AND SPROCKETS 





CULLMAN WHEEL COMPANY e 1352P ALTGELD ST.e CHICAGO 14, ILL. 








“Protective Packaging With 
Aluminum Foil” Title of Booklet 


A new booklet just published by 
Reynolds Metals is offered asa guide 
to the use of aluminum foil as an 
effective packaging material. }t 
points out that foil packaging not 
only adds sales appeal when util- 
ized as a printed overwrap or carton 
cover, but it also provides outstand- 
ing protection to the product, even 
when the foil is hidden away in the 
package. 

The booklet contains numerous 
charts and tables showing the MVT 
(moisture vapor transmission) rating 
of various types of foil packages 
compared with other materials, 
There are tables to assist in the 
proper selection of foil specifications 
relative to the amount of protection 
required. 

“Protective Packaging with Alu- 
minum Foil” is intended as a com- 
plete reference on aluminum foil 
packaging materials, their charac- 
teristics, techniques . . . to lie flat 
when open. It is available without 
charge to packaging engineers and 
technical men when requested on 
company letterhead. To others, the 
price is $1.00 per copy. Address re- 
quests to Reynolds Metals Com- 
pany, Desk PR, 2500 South Third 
Street, Louisville 1, Kentucky. 


Poe Fi oy 


Clark Offers Equipment Leasing 
Pian On National Basis 


Clark Equipment Company, Bu- 
chanan, Mich., has set up a low-cost 
equipment leasing program to op- 
erate through its dealers on a na- 
tional basis. Clark makes a broad 
line of industrial fork-lift trucks, 
towing tractors, straddle carriers 
and related materials handling 
products. 

The program is not intended to 
promote leasing in preference to 
buying, the company states. Instead, 
it is offered as a service to that part 
of industry needing a low-cost leas- 
ing arrangement. 


FI Oe 


Aid In Power Plant Cleaning 


“How to Make Power Plant 
Cleaning Easier” is a new 42-page 
handbook issued by Oakite Prod- 
ucts, Inc., 154 Rector St., New York 
6, N. Y. The book is divided into 
sections on cleaning equipment m 
steam central stations, diesel and 
electric power plants, and descaling. 
A wide variety of methods 
products is covered. 
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Designed for special applications . . Py they suggest solutions to your design problems? 


1TWO-LUG INVERTED ANCHOR NUT For use where 

clearance or other considerations make it necessary 
to mount the nut upside down. Clearance hole must 
be provided for the barrel. Nylon inserts. 


2 LIGHT HEX NUT, KEL-F INSERT: Special KEL-F 
insert provides the self-locking, vibration-proof fea- 
tures of all ELASTIC STOP® nuts, for operation 
under extremely corrosive conditions—or exposed to 
strong acids—such as fuming nitric. 


3 TWO-LUG HIGH-TENSILE ANCHOR NUT For use 
with 160,000 psi bolts, in blind mounting or in ap- 
plications where ease of maintenance makes an 
attached nut desirable. Nylon inserts. 


4SELF-LOCKING CLAMP NUT For installation 
around the clamp leg, or on slotted strips where a 
random lengthwise positioning of the nut is nec- 
essary. Red nylon locking insert. 


5S HIGH-TEMPERATURE, CLOSE CLEARANCE 
DOUBLE-HEX NUT For applications where weight, 





ELASTIC STOP NUT CORPORATION 


OF AMERICA 


Fepruary, 1954 
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Dept. N48-215, Elastic Stop Nut Corporation of America 
2330 Vauxhall Road, Union, New Jersey 


Please send details on the following fasteners: 


wrenching area and elevated temperatures are all 
major considerations. Temperatures to 1200° F. 


6 LIGHTWEIGHT BARREL NUT Barrel nuts permit 
the use of lighter forgings—and simplify machining. 
“Bathtub” type recesses are necessary for the bolt 
head only, since the barrel nut fits into regular 
drilled hole. Wrenching is simplified because the 
nut cannot turn. This is a lightweight version of the 
ESNA high-tensile barrel nut, for 160,000 psi bolts. 
Nylon inserts. 


7 ACCESSORY MOUNTING NUT High-temperature 
nut for mounting generators or similar accessories 
having a keyhole-type mounting flange. Large base 
diameter compensates for seating area lost to slot 
in flange. Nut straddles slot without Brinnelling the 
flange. Temperature to 550° F. 


8 HIGH-TEMPERATURE FLOATING-BASKET 
ANCHOR NUT Specially designed for applications 
where a lesser degree of accuracy in alignment of 


nut and bolt hole is desirable. To 1200° F. 











= 
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1 3 5 7 UO) Here is a drawing of our product. I 

a 0 G 0 What self-locking fastener do you | 
02040608 suggest? | 
Name Title | 
Fi 
rm. | 
Street 
City. Zone. State | 
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There’s never been anything like 
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LAUGHLIN’S 
Load Binder 





BRAND NEW 


new design, new economy, 
new convenience. 


MORE USEFUL 


one binder does the work of two. 


GREATER SAFETY 


drop forged strength plus non-slip locking. 


HERE’S THE STORY: 


The new LAUGHLIN LOADBINDER is a 
sturdy, drop forged, heat treated steel unit 
available in two sizes, each of which can use 
four different hook sizes. You buy only one 
handle assembly, attach two Laughlin clevis 
grab hooks to fit your chain. Change hooks 
in a jiffy with pliers or screwdriver. 

Stronger, too, because swivel tongue swings 
on end of slotted jaw, won't spread under 
strain. Safe, because a positive cam lock 
action keeps it shut. 


#1 Binder: U.T.S. 22,000 Lbs. #2 Binder: U.T.S. 32,000 Lbs. 
Hook sizes: 4", #5’, ¥e". 13"" | Hook sizes: ¥", Ys", 42", Ye” 


Laughlin Clevis Grab Hooks are stocked by leading Indus- 
trial Supply, Wholesale Hardware, Oil Field, and other 
Distributors. Ask your distributor for information about 
the new loadbinder, or write for 4-page folder. It has 
complete description, specifications and users’ comments. 
For a complete listing of 1500 types and sizes of Laughlin 
wire rope and chain fittings, ask also for our Catalog 155. 


THE THOMAS LAUGHLIN COMPANY 





24 Fore Street, Portland, Maine 
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Booklet Gives Story of 
Wire Rope Manufacture 


A novel booklet with fifty-six 
continuous scenes, issued by Mac. 
whyte Co., takes the reader on a 
picture-story tour of wire rope 
making. 

The scenes are laid out one to a 
page, like a film showing. Starting 
with wire rods, the tour takes in 
metallurgical checking, wire draw- 
ing, testing, rope making, and in- 
cludes slings, aircraft cable, and 
cable assemblies. The Booklet, No, 
5312, is available from Macwhyte’s 
advertising department, Kenosha, 
Wis. 


G.4F « ¥ 


Stewart-Warner Reveals New 
Portafone And Power Megaphone 


Two new devices for short or in- 
termediate range communication— 
a battery-powered megaphone for 
distances up to a quarter of a mile 
and a radio transceiver for two-way 
communication — have been an- 
nounced by Stewart-Warner Cor- 
poration, Chicago. 

The radio transceiver, called the 
“Portafone,” carries FCC Class B 
radio telephone type approval, and 
operates in the citizens’ radio band 
at a fixed frequency of 465 mega- 
cycles. The citizens’ band is that 
segment of the ultra high frequency 
spectrum which lies between the 
Land Mobile Radio Services and 
the UHF television channels. 

The Portafone may be used as a 
portable radio station when used 
with a battery pack, or as a fixed 
central radio station by connecting 
it to a power pack designed to plug 
into any 115 volt, 60 cycle, AC out- 
let. Or, it may be operated in a 
car by plugging a special adapter 
into the cigaret lighter socket of the 
car’s instrument panel. 

According to Stewart-Warner, 
“Portafone” is the only such device 
to have received FCC type approval. 

The “Portafone” requires an 
station license, but not an operator’s 
license. It is sold in pairs, each of 
which combines a transmitter and 
receiver in one instrument similar 
in appearance to a telephone hand- 
set. Weight of the instrument is 28 
ounces. 

The power megaphone is a hand- 
held device, which has microphone, 
a speaker and batteries in a single 
unit for amplifying the voice. It 
weighs five pounds, five ounces, is 
operated with six flashlight bat- 
teries and is ready for instant use 
by pressing a trigger switch in the 
handle. 
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TOP 

BRONZE ‘“‘W.S."" FULL FLOW GLOBE 
VALVE (Fig. 2608) For 200 pounds 
W.P. Regrindable, renewable, 
hardened stainless steel seat and 
disc. Nominal pipe size opening 
through seat permits fuller flow 
with pressure drop and turbulence 
cut to minimum. Sizes, 4%” to 3” 
inclusive. 


LEFT 

CAST STEEL GATE VALVE (Fig. 1503) 
150 pounds. Flanged ends, bolted 
flanged bonnet with outside screw 
rising stem and yoke. Solid wedge. 
Available in sizes 1” to 24”, inclu- 
sive, 


. RIGHT 
MODEL STAR” GATE VALVE (Fig. 


1793) For 125 pounds W.P. Iron 
body, bronze mounted. Supplied 
with taper solid wedge. Sizes 2” to 
30”, inclusive. 














The life of a valve bears a certain relation to 
the life of the company that produces it. 
Powell has had a solid, oak-like growth for 
over a hundred years. That's only possible 
because The William Powell Company makes 
dependable valves. 

Today, Powell Valves are proving their 
dependability in a greater variety of installa- 
tions than any other valves in the world. And 
Powell is very likely the leader in research 
as well as development of special valves to 
overcome flow control problem situations. 

All good reasons why PV, for Powell 
Valves, appears on more specifications year 
after year. 


THE WILLIAM POWELL COMPANY 
CINCINNATI! 22, OHIO 


CONTROLS FOR THE LIFE LINES OF INDUSTRY 


..--- lO8th YEAR 
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FABRICATED 


Rolock ‘‘Serpentine”’ Trays 
carry Condenser Units on 
powered rollers thru fur- 
nace, for brazing at 2050°F. 


BRAZING TRAY life 
increased 140% 
Maintenance decreased 100% 


--. at FEDDERS-QUIGAN CORP. 


Rolock “Serpentine” furnace trays, built for this specific use, were fur- 
nished in two sizes... 24” x 30” (weight 22 lbs.) and 24” x 36” 
(26 lbs.). The maximum load carried by the larger tray is 80 lbs... . 
in brazing, an exceptionally good ratio of load to weight. Some trays 
are of type 330 stainless, others are of Incoloy. 

Trays formerly used had a maximum life of 2500 trips thru the 
furnace. Rolock trays give a minimum of 6000 trips . . 
rebuilt for additional service. 


. then are 


Former trays required maintenance by one full-time skilled worker 
and a part-time helper; “Serpentine” have required absolutely no main- 
tenance. Moreover, other trays frequently jammed in the furnace, caus- 
ing costly down-time of the whole line. “Serpentine,” no jamming, 
no down-time. 

The answer, of course, is in the fully articulated “Serpentine” con- 
struction which resists warping to the highest degree. If this is one of 


your problems, write Rolock for practical solutions. 


SEND FOR CATALOGS B-8 (Heat Treating) or B-9 (Corrosion Resistant). 


Offices in: PHILADELPHIA * CLEVELAND * DETROIT * HOUSTON * CHICAGO « ST. LOUIS * LOS ANGELES * MINNEAPOLIS « PITTSBURGH 


ROLOCK INC. * 1272 KINGS HIGHWAY, FAIRFIELD, CONN. 
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for better work 
Easier Operation, Lower Cost 
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Oil Burners in Corrugated Boxes; 
Packing Time and Costs Cut 


Not too long ago, the only way 
to ship an oil burner across the 
country was in a heavy, expensive 
wood crate. Eckhart Mfg. Co., Inc, 
Union, N.J., maker of residential 
type oil burners, decided to change 
shipping methods. With the help of 
packaging engineers from Hinde & 
Dauch, Sandusky, Ohio, three styles 
of H & D corrugated boxes were 
designed to be used according to 
the type of burner and method of 
delivery. 





Die cut inserts protect the burner 


The use of corrugated boxes has 
resulted in a substantial reduction 
in packing time and costs. No longer 
is it necessary to build a crate for 
each oil burner. As the burners 
come off the assembly line, specially 
engineered die-cut sheets are placed 
around the unit, a corrugated shell 
is slipped over the unit and the box 
is sealed to complete the packing 
operation. Packing a unit for ship- 
ment is now a matter of minutes. 

Customer acceptance of the boxed 
units has been very satisfactory be- 
cause the unit is completely sealed 
and fully protected against dust and 
moisture. 


a 


Enlarged Insulation Handbook 


An enlarged, up-to-date fourth 
edition of the specifiers’ handbook, 
“Mineral Wool Insulation Specifica- 
tions & Standards”, has just been 
compiled and published by the In- 
dustrial Mineral Fiber Institute Inc. 
of New York City. The handbook 
is designed to guide buyers, en- 
gineers, plant superintendents, 
specification writers and contractors 
in properly selecting materials and 
application practices for government 
contracts and as a basis for insula- 
tion specification within industry 
itself. 

Copies of the handbook may be 
obtained, at $3.50 each, by writing 
Executive Director, Industrial Min- 
eral Fiber Institute Inc., 441 Lex- 
ington Ave., New York 17, N.Y. 
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MicreRold STAINLESS SAVES YOU 
MONEY BECAUSE OF Wiero Zotd : 
SUPER-ACCURACY—AND WE CAN PROVE IT! 







You purchase stainless sheets on a weight basis. You 


order by gauge number, with permissible A.1.S.1. thickness 


Tolalobiteli Mme) | tel mmr lliltl am lO hy Ame WES ielilelolde ME Es Meleltle|- 


36"x120” sheet, with theoretical weight of 63.00 pounds, 


could permissibly vary between 59.22 and 65.52 pounds 
—and if you order 18 gauge, needing about .0475” 
thickness, you may receive sheets .052” thick. But MICRO- 
ROLD STAINLESS GIVES YOU MUCH BETTER CONTROL 
OVER THIS FEATURE FACTOR .. . MicroRold may be kept 


within a 3% tolerance. 





MicroRold Stainless Sheets may be ordered by gauge number, and 
you may specify that they be rolled on the “light side” of the gauge 
range. Special equipment at Washington Steel makes possible more 





accurate control of thickness — and you save money. 


Ask your steel warehouse distributor for details on MicroRold Stainless. 
It may mean the difference between profit and loss on your next job! 
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Yep, Gretchen, that’s right—we turn out 
all kinds of springs for all kinds of things—watches, 
toasters, television sets, guns, locks, type- 

writers, toys (including pogosticks) and almost 
everything else! 


We’ ve been in the business for 103 years! 
Designing, producing and delivering springs, wire 
forms and metal stampings— in any size, for any 
purpose, in any metal. Manufacturers count on 


us for first class parts to make first class products. 


Many of our customers meet regularly 

with an Evans’ engineer. They find his opinions 

are valuable in helping to lick some design 

or production problem. Why not talk things over 
with him yourself? Get in touch with us by mail or 





phone to set up an appointment 


at your convenience. 


f £ 
f 
| hens EVANS’ SONS, INC. 


500 North 13th Street + Philadelphia 23, Pa. » Phone: MArket 7-6724 


, Established 1850 
Member: NAIONAL ASSOCIATION OF MANUFACTURERS * AMERICAN ORDNANCE ASSOCIATION 
SPRING MANUFACTURERS’ ASSOCIATION 


ALLL LLL 
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Diagonal Pallet Simplifies 
Car Loading for Manufacturer 


A novel arrangement whereby the 
load is picked up diagonally by g 
Towmotor fork lift truck, has been 
devised by engineers of Bird & Son 
Inc., Chicago manufacturers of 
building and roofing materials. As 






Only a 45° turn is required 


shown in the photo, the new method 
enables the Towmotor to enter a 
freight car and stack the load to the 
right or left of the doors by making 
only a 45 degree turn, which re- 
quires less room than the full right 
angle turn otherwise necessary. 

Manuai handling is entirely elim- 
inated, as the car can thus be 
loaded right up to the aisle between 
the doors, and the job then com- 
pleted in the usual manner. Tighter 
stacking against the sides of the car 
is also said to result. 


ene oe 


Mercury Rectifier Power Drive 
for Adjustable Speed Service 


A new mercury rectifier variable- 
voltage power drive is designed for 
a broad range of industrial uses 
needing adjustable-speed service. 
The new pre-engineered drive is 
offered by Reliance Electric & En- 
gineering Company, Cleveland, 0. 
It is called the “Reliance Xatron 
V*S Drive.” 

The new unit uses mercury arc 
rectification with a newly developed 
single anode mercury pool rectifier 
tube known as an “Xatron.” Re- 
liance says it gives industry another 
way to convert alternating current 
to controlled d-c variable voltage 
for application to adjustable-speed 
drive equipment. 

The first size of air-cooled recti- 
fier available, operating in a three- 
phase bridge arrangement, provides 
conversion suitable for 30, 40 and 
50 hp drives. It is also expected to 
find uses in several other fields be- 
sides voltage-controlled drives. 
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WHAT TO LOOK FOR 


Bronze Valve 


LOOK FOR OPERATING 
Zz FEATURES, particularly those that 
Y - 


make the valve longer-lasting 
and easier to use, such as the 
handwheel. Lunkenheimer 
patented Non-Slip® Handwheel 
assures a firm, cool grip—makes 
it easy to close the valve tight, 
reducing wear and eliminating 
leakage. All Lunkenheimer 
Bronze Valves have the new 
Non-Slip Handwheel, along 
with many other exclusive oper- 
ating features. 
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LOOK FOR CLOSE — 
INED BRONZE, « . 

4 — of valve quality. Den 
bronze not only increases 
5 strength, but 

















LOOK FOR A LONG- 
WEARING STEM, since stem- 


thread wear is one of the most 
common causes of valve failure. 
Lunkenheimer Bronze Valves 
have Stemalloy® Stems — an 
exclusive silicon-bronze alloy 
which completely eliminates 
stem-thread failure. Not one 
of the millions of Stemalloy 
Stems now in service has 
ever been returned because 
of thread wear. 
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the valve ie 
makes it much mo 


resistant to connate yt 
Lunkenbeimer Brom 4 
Valves are made of ye 
nal Lunkenbesmer « mM 
recognized by met coe 
ists as the ae “ 
palve bromzes ever ev 
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LUNE ENHEIMER 


Remember—T he Price Of A Lu nkenbeimer Valve Gets Smaller And Smaller | 


And Smaller With Each Passing Year Of Dependable Service 


wet : k 
ALL POPULAR SIZES of Lunkenheimer Bronze Valves are maintained in stoc . 


for prompt delivery. Write for new Circulars 534, 582, and 574 describing 


incinnati 14, Ohio. 
typical designs. The Lunkenheimer Co., Box 360M, Cincin ’ BRONZE * IRON © STEEL 


® 
LUNKENHEIMER 
THE ONE (fica wwe IN VALVES 
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Worthington Pump Used 
in Billet Desealing : 











































is powered by Star-Kimble Motor 








This Worthington 23%,” by 12” plunger pump, shown installed at the 
South Bend Plant of the Oliver Corporation, produces the air pressure 
needed to force water through the nozzles of a Worthington descaling 
system. Billets are fed into the descaling cabinet at the rate of 125 an 
hour. To maintain uninterrupted production flow at this rate of descal- 
ing calls for an unfailing supply of water to the nozzles of 110 gpm at 
2,500 psi. To power the pump for this service, Worthington selected a 
Star-Kimble squirrel-cage motor. 































IN ADDITION 





For information on standard squirrel-cage motors, write for Bulletin B-201. 


Standard and special motors of all types, 1 to 125 hp; generators 
and motor-generator sets, 1 to 100 kw; Marine motois % to 125 hp. 


Star-Kimble 


MOTOR DIVISION 
of Miehle Printing Press and Mfg. Co. 





213 Bloomfield Avenue Bloomfield, New Jersey 








Work Gloves Have Safety ang 
Other Slogans Printed On 


Fairfield Glove Company, Fai. 
field, Iowa, will print any slogan you 
want right on an order of industrial 
work gloves. The service is pro- 
vided free. 


The worker can’t miss the warning, 


Slogans are printed directly on 
the gloves, according to customer 
specifications. Safety warnings are 
especially in demand, but others are 
available. These include slogans on 
maintenance, housekeeping, conser- 
vation of materials, and workman- 
ship. 
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Booklet On High Purity Carbon 


A booklet containing information 
for buyers of solid fuel or carbon 
for chemical, electro-chemical or 
electro-metallurgical processes is 
offered by Portland Gas & Coke 
Co., Portland 4, Oregon. Written in 
“story” fashion, it is entitled “The 
P.A., the Salesman and Two Pounds 
of Carbon”. Copies can be obtained 
from Portland Gas & Coke Co. 
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Kimberly-Clark Introduces 
Improved Wiping Tissues 


A new, improved version of its 
Kimwipes industrial wiping tissues 
has been introduced by Kimberly- 
Clark Corporation, Neenah, Wis. 

The product, called Kimwipes 
Disposable Wipes, has been made 
almost completely lint-free through 
a new process. A new package pre- 
vents waste by serving one wipe 
at a time. It also has a more effi- 
cient dispensing opening which 
eliminates fumbling. A new tab 
feature permits cartons to be hung 
near workers. The new Kimwipes 
will sell at lower prices than before. 

Kimwipes have been used for 
many years in all branches of in- 
dustry for virtually every wiping, 
cleaning and polishing job. 
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Any way you look at it 


this Thermometer is City Ke 








You've been asking for a dial thermometer like ADVANTAGES 
this—A thermometer that can be positioned and firmly Te Positive locking in every conceivable angle. 
locked at any practical angle—now you can have it! . 
horn ; Pe , . 2. Reduces the number and variety of instru- 
No stretching or straining to see this thermometer. : wed | ae xine 
: > ' ments required i r n , 
Easy to adjust to required new positions before or after in- CRE ee 
stallation. No risk of the multi-angle selector working loose. 
A specially designed selector assures positive locking at 
every practical mounting angle and a few turns of one nut lock 
the selector securely. 


Be Provides that extra “odd angle” instru- 
ment which normal stock does not furnish. 


4. Easy to change to any desired angle, 


before or after installation. 
These instruments, supplementing USG’s complete line 


a 5. Saves engineers time when writing 

of Gotham temperature indicators, are designed to fit all standard , : 9 

’ ; , specifications. 
connections and are available in all standard ranges. If you have a 
number of applications requiring ‘‘odd angle’’ mounting these new 6. Affords easy reading at odd angles. 
multi-angle thermometers will reduce the number and 
variety of instruments you have to carry in stock. | Dept. 3 

Before you order an angle thermometer be sure you 


United States Gauge 
see USG’s new Gotham Multi-Angle Thermometer. 


Division of American Machine and Metals, Inc 
Sellersville 3, Pa. 


Gentlemen: 


We'd like to know more about the new USG Multi-angle Ther- 
mometer. Please get in touch with us. 


a Te 
Company 
Address 


7 Se | ee 
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PLATE 
FABRICATION 


CHROME IRON ALLOYS e CARBON STEEL 
CHROME NICKEL e SILICON BRONZES 
MONEL e ALUMINUM e NICKEL CLAD e ETC. 


GOOD DESIGN-RIGHT MATERIALS 
EXPERT WORKMANSHIP .. . 
AT A FAIR PRICE 


Pressure Vessels for the Chemical and Oil Industries—X-ray equipment 
for inspection of welds and Hartford Inspection available if required. 
Use our valuable new Bulletin as a handy reference guide . . . con- 
tains partial analysis of A.S.M.E. code for Unfired Pressure Vessels. 


NEW YORK OFFICE: 30 CHURCH STREET 


ay DOWNINGTOWN IRON WORKS, INC. 


Tore ttt]? DOWNINGTOWN-PENNA. 










DIVISION OF 


PRESSED STEEL 
TANK COMPANY 
STEEL AND ALLOY PLATE FABRICATION AND HEAT EXCHANGERS 


STEEL WASHERS 
FOR ALL YOUR NEEDS 











Washers that will see you through— 
standards and specials from Joliet. 
A dependable supplier for 39 years. 
Thousands of special dies in many shapes 
and forms, 9/32" to 8" O.D., gauges 
No. 28 to 3/8”. A variety of finishes 
available to meet your special needs, 
including: Electro-plating, Galvanizing, 
Parkerizing and Cyanide hardening. 





Your emergency 
requirements are 
our special concern 








After All! THERE IS NO SUBSTITUTE 
FOR QUALITY AND SERVICE 


JOLIET 


WROUGHT WASHER CO. 


203 CONNELL AVENUE 
JOLIET, ILLINOIS 
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Collyer Sees Rubber Use in 


Coming Year Near That of °§3 


Production and sales of rubber 4 
products in 1954 may approach a 


level nearly as high as that of 1953, 
according to John L. Collyer. Mr, 
Collyer, president of The B. F, 
Goodrich Company, made the esti- 
mate in a year end statement. 1953 
was one of the best years in the 
rubber manufacturing  industry’s 
history. 

Mr. Collyer said the nation’s 1954 
total consumption of new rubber is 
expected to be about 3% below 
1953’s record of approximately 1,- 
340,000 long tons. The United States 
will use about 1,300,000 long tons 
of new crude and man-made rub- 
ber in 1954, he stated. More than 
half of this will come from Amer- 
ica’s own man-made rubber facili- 
ties, Mr. Collyer said. 
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Electro-Magnetic Relay Data 
Available in New Brochure 


“Symposium on Electro-Magnetic 
Relays” is the title of a brochure 
published by Potter & Brumfield, 
Princeton, Ind. It is available with- 
out charge. 

The brochure contains papers se- 
lected from those given at a two 
day symposium on the subject at 
Oklahoma A & M College. Potter 
& Brumfield calls it the first practi- 
cal basis for a constant interchange 
of educational material between 
users, manufacturers, engineers and 
educators. Virtually all factors per- 
tinent to the design, manufacture 
and use of relays are covered. 


e-aviss 


Test Program for Plastic Pipe 
Set Up At Battelle Institute 


Plastic pipe makers are taking an- 
other step to assure product quality 
as their market widens. An engi- 
neering research program has been 
set up at Battelle Memorial Insti- 
tute, Columbus, O. to develop ef- 
fective test methods on the pipe. 

The program is being sponsored 
by 29 companies in the Society of 
the Plastics Industry, Inc. 

Among the factors to be tested 
are bursting strengths, safe work- 
ing pressures, long range service- 
ability of plastic pipe under static 
pressure and dynamic loading (such 
as occurs with water hammers and 
reciprocating pumps.) 

Plastic pipe sales for 1953 are ex- 
pected to exceed $15 million, as 
against $500,000 in 1948. 
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@ “HOT-DIP’’ GALVANIZED THROUGHOUT 


Full gage, high-tensile strength Con- 
tinental Fence wire is woven into ex- 
act mesh, then completely immersed 
in a temperature controlled bath of 
molten zinc ... for a tough, rust- 
resistant armor coat. Fabric with- 
stands temperature changes . . . re- 


tains tension and perfect alignment. 


@ MORE POST AND TOP RAIL TIES 


Extra No. 6 gage all-aluminum ties 
securely hold fabric to fence frame- 
work. Special bevel-edge tension band 
and locking pin eliminates ordinary 
nuts and bolts for preventing rust. 
Fittings attached to posts and rails 
without drilled holes, to maintain 
maximum structural strength. 


@ HEAVIER POST CAPS AND ARMS 


a 


ee 


‘CONTINENTAL 
STEEL 


PRODUCERS OF Menufocturer’s Wire in mony sizes, 
Shopes, tempers ond finishes, including Galvanized, 


Heavily ribbed malleable iron, bullet- 
shaped caps provide deeper capping 
for a moisture-proof seal. Combina- 
tion malleable iron and 12 gage 
pressed-steel self-locking barb arms 
are heaviest, strongest obtainable. 


H-section line posts of special anal- 
ysis copper-bearing steel provides a 
post twice as resistant to bending at 
right angles to fence line, where most 
damage occurs. Tubular corner posts, 
often exposed to trucks, heavy equip- 
ment, furnish maximum resistance in 
every direction. 


@ EASIER OPERATING, ALL-WELDED 


Stronger, neat-appearing construc- 
tion, with improved pivot-type hinges. 
Securely braced slide, swing and can- 
tilever gates available. All gates 
equipped with positive-locking de- 
vices suitable for padlocking. Coun- 
ter-balanced gate-keepers automati- 
cally hold gates open. 


@ ENGINEERED AND ERECTED FOR 


Continental Fence Engineers help 
plan and lay out your installation. 
Line posts are securely set in solid 
concrete. Tough brace bands, rods 
and trusses hold Continental Fence 
in perfect alignment for extra years 
of worry-free property protection. 


You'll Be Glad You Talked With Continental 


* TRADE MARK REG. U.S. PAT. OFF. 


LONGER LIFE 


CONTINENTAL | 


STEEL CORPORATION 


GENERAL OFFICES -» KOKOMO 


KOKOTE, Flame-Sealed, Coppered, Tinned, Annecled, 
Liquor Finished, Bright, Lead Coated, and special wire. 


INDIANA 


ALSO, Coated and Uncocted Steel Sheets, Nails, 
Continental Chain Link Fence, and other products, 

















Created Specifically 
for Users of Wiping Cloths 


First Quality 


SOFTOWL 


wiping cloths 


e White Cotton—all virgin 
fibers. No waste or 
reclaimed material. 


e Highly Absorbent 
e Lint Free 
® Nonwoven 


e Highly Resistant to Oil 
and Solvents 


e Soft, Yet Strong, Wet or 
Dry 
e Disposable or Reusable 


e Suds Rinse Clean and 
Fresh 

















WRITE TODAY 
FOR SAMPLES, 
PRICES 
AND COMPLETE 
INFORMATION 


rue VISKING 


CORPORATION 


SS ee ee a ee oe 
The Visking Corporation 

P.O. Box 72, Dept. P-2 

North Little Rock, Arkansas 

















Please send samples, prices and complete infor- 
mation on SOFTOWL Nonwoven Wiping Cloths. 


NAME__ 





FIRM 





ADDRESS 
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Conference Board Forum Expects “Moderate 
Decline” in 1954 


Economists participating in the A. D. H. Kaplan, The Brookings 
National Industrial Conference Irstituticn: “I foresee 1954 as a 


Board’s latest forum foresee a mod- year which as a whole will be 
erate decline in business activity” moderately under 1953. My estimate 
in 1954. The Economic Forum view-_ is ... in terms of a range rather 
ing the new year’s prospects was_ than a fixed figure . . . between 3% 


under the chairmanship of John S. and 7% decline in personal income, 
Sinclair, president of the Conference between 2% and 4% in personal 
Board. consumption expenditures. I do not 

These are some of the highlights expect a positive reversal of the 


of the economists’ predictions: downward trend before the spring 
Bradford B. Smith, economist, U.S. of 1955.” 

Steel Corp.—“I would take as a More Stable Price Situation 

working hypothesis that the average Predicted 

steel rate for next year would be Nathan M. Koffsky, Bureau of 


nearer 80% than 100% of capacity 

. sometime next summer, in the 
late summer, there will be a low.” 

Thomas S. Holden, vice chairman, 
F. W. Dodge Corpv.—‘Residential 
construction expenditures in 1954 
will probably be down 10% from 
this year’s (1953) total . . . I expect 
the uptrend in commercial! construc- 
tion activity to continue throughout 
the year.” 

Louis J. Paradiso, chief  statis- 
tician, Office of Business Economics, 
U.S. Department of Commerce— 
“.. for the next year the purchases 
of non-durables will turn up. If 
there is a decline in the durable 
goods sectors—which may very well 
be because we have had an abnor- 
mal demand—it would be more than 


Agricultural Economics, U.S. De- 
partment of Agriculture—“All this 
(indications of demand) adds up 
to a much more stable price situa- 
tion for agricultural products in 
1954 than we have had since the 
summer of 1952 .. . If prices and 
income hold up fairly well next 
year as compared with 1953, I don’t 
see any further reduction in farm 
machinery purchases and, as a mat- 
ter of fact, there might well be 
come improvement.” 

John T. Dunlop, professor of eco- 
nomics, Harvard University: “If you 
contemplate the year ahead with 
unemployment less than 5%, with 
the cost of living relatively stable, 
I would expect average hourly earn- 
ings to go up. . . somewhere in the 


offset, in my judgment, by a rise in neighborhood of 5 to 8 cents an 
services and non-durables.” hour.” 





LOSING WEIGHT—Increased use of lightweight aluminum and magnesium parts in modern 
automobiles has resu'ted in weight savings in some cars equal to the weight of a good-sized 
passenger. Patricia Burr, of Chrysler Corporation’s Styling Studios, easily holds an aluminum 





torque converter housing, part of the 64 pounds of lightweight metal used in a 1954 Chrysler. 
The cast iron equivalent would have been too heavy for Miss Burr to have picked up. 
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—— SS improvement of internal design 
~ Ss ; of spherical roller bearings 


'\ Inereages capacity 


| corviee life 





This is the Spherical Roller Bearing design origi- 
nated by SS more than 30 years ago. The cross- 
section shows how the integral inner ring flanges, 
and the undercuts adjacent thereto, limit the effec- 
o tive length of the rollers. 














Now, SSS, originator of the Spherical Roller 
Bearing, has again provided industry with an- 
other anti-friction first. 

This time, it’s a revolutionary design advance 
in Series 222 and 223 bearings providing these 
advantages: 








Here is the latest S&cS* improvement, a revolu- 
tionary advance in design. Effective roller guiding 
is accomplished by means of a separate ring. The 
need for undercuts is eliminated! This type of guide 
ring permits the rollers to take the position which 
ings at considerable cost saving. In addition, their coma with the apse dictates. This ey 
this forward step in design will carry heavier uniform load distribution over the entire length ° 
combinations of radial and thrust loads, or pure thrust loads the longer rollers at all times, Result — greatly in- 
of greater magnitude. The important self-aligning feature of creased capacity and life. 

Ss Spherical Roller Bearings has been preserved, so that considerable 

misalignment between the shaft and housing has no ill effect what- 

ever on bearing capacity or life. 

During more than 4 years, thousands of installations have been made in rail- 

road journals, vibrating screens, steel mill machinery and numerous other 

fields. In all cases performance has been outstanding. 

SSF Sales Engineers in our District Offices throughout the country will assist you in 
making use of the important advantages of the improved internal design of Ss 
Spherical Roller Bearings. SKF INDUSTRIES, INC., Dept. 616, PHILADELPHIA 32, PA. 
= manufacturers of MF and HESS-BRIGHT bearings. 7424 


When designing new equipment, you can obtain 
the desired life by using smaller or lighter bear- 











This 12-page booklet gives you 
additional facts — sizes available 

—added capacity, size by size—increased life 
you can expect for each size— dimensional 
tabulations—and load and speed data. Write 
now for your free copy of Booklet No. 365-2. 


BALL AND ROLLER BEARINGS © 1953, SKF INDUSTRIES, INC., 
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OVER ONE HUNDRED YEARS OF CONTINUOUS SERVICE. ROUNDS, SQUARES, FLATS, HEXAGONS, OCTAGONS 


it’s the right time 


to Investigate the 







America’s largest clock was recently 
rebuilt for a spectacular illuminated 
sign in Chicago. It measures 50 ft. in 
diameter - 
weigh 3000 lbs. The new driveshaft 
was made from 6 ft. of 34-inch 
round ‘‘B” No. 3X heat-treated bar, 
chosen for its machinability as well 
as its high physical properties. 


*B” No. 3X heat-treated bars ma- 
chine more readily and finish more 
smoothly than standard alloys be- 
cause of their particular analysis 
and method of manufacture. They 
cut costs by eliminating distortion, 
scaling, straightening - 
grinding 
heat-treating finished parts. 


HY-TEN “B” No. 3X bars are used 
for a wide range of applications. A 
trial order will convince you of their 
true economy. Just call your nearest 


iy representative. 


> 


Write today for your FREE COPIES of 
Wheelock, Lovejoy Data Sheets, indicating your 
title and company identification. It contains com- 
plete technical information on grades, applica- 
tions, physical properties, tests, heat treating, etc. 


ALLE Kh, 
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ALLOY STEEL 


hands and movement 


and often 
as well as the cost of 
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140 Sidney St, Cambridge 39, Mass. 
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A. 0. Smith Motor Line Conforms 
to New Standards Set by NEMA 


A. O. Smith Corporation says its 
new integral horsepower motors 
provide smooth, economical change- 
over to the new standards of the 
National Elecftical Manufacturers’ 
Association. 

The announcement from the com- 
pany’s Electric Motor Division at 
Tipp City, Ohio, said that A. O, 
Smith will conform to the 1954 
standards set up by NEMA, but will 
also offer users the new motors in 





One unit in the A. O. Smith line—in 184 
NEMA frame. 


either the present or in new mount- 
ings. This is expected to mean sav- 
ings for the customer, who can, 
during the transition period, avoid 


‘the cost of remodeling machines. He 


can also liquidate inventories of 
belts, pulleys and accessories with- 
out loss. 

Initial production will be in the 
1, 1% and 2 hp ratings. All per- 
formance characteristics of the old 
and new motor lines will be equal. 
Contour lines and styling will be 
the same. Only the physical mount- 
ing dimensions will vary according 
to the customers’ wishes. 


F 28 


New Group to Coordinate Sales 
Programs of Electric Industry 


A new group has been formed for 
the coordination of electrical in- 
dustry sales and promotional pro- 
grams. It is known as the Con- 
ference Group on Coordination of 
Electrical Industry Sales and Pro- 
motional Programs. 

Members include: Edison Electric 
Institute, International Association 
of Electrical Leagues, National As- 
sociation of Electrical Distributors, 
National Electric Contractors As- 
sociation, National Electrical Manu- 
facturers Association, and National 
Appliance and _ Radio-Television 
Dealers Association. 

“Electrical Modernization” is ex- 
pected to be the basic idea around 
which the industry’s sales and pro- 
motional activities will be organized. 
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Chis for Sorory deep +s» one gear or 10,000 or more 
ILLINOIS GEAR & MACHINE COMPANY 
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Inflation: a cockeyed economic condition that makes the 
prices you get look good and the prices you pay look awful. 












WORCESTER 1, MASS. 


New York Philadelphia Pittsburgh Cleveland Detroit 
Chicago Atlanta Houston Tulsa Los Angeles 


A SUBSIDIARY OF PITTSBURGH STEEL COMPANY 








inflation has affected the wire making business just as it has 
all other industries. But the upsurge in the cost of raw material, 
handling, labor and everything else along the line has been 
to us a challenge. Here at Johnson, through improved manu- 
facturing, we have been able to meet inflation part way, with 
the result that our high quality Music Wire, the largest manv- 
facturing item in our specialized industry, has advanced in price 
less than many other commodities that have zoomed since jet 


planes passed speed of sound, approached speed of gossip. 


JOHNSON STEEL AND WIRE COMPANY, INC. 


Akron 





Sees Good Business For Decade 
In Electrical Equipment 


In the face of predictions that a 
“levelling off” period is in sight for 
industry as a whole, the electrical 
equipment industry expects it will 
have its hands full keeping pace 
with demand in the next ten years, 

This optimistic view comes from 
Frank H. Roby, Vice President of 
the Square D Company. He spoke 
at the company’s recent semi-annual 
three-day sales managers’ confer- 
ence in Detroit. 

“Even granting the probability of 
some drop-off in various types of 
new construction,” said Mr. Roby, 
“the electrical equipment industry 
has good reason to expect a con- 
tinued increase in business level. 
Forecasts of the future trend in 
generating capacity always a re- 
liable index—show a steady pattern 
of increase at least through 1962. The 
electrical equipment industry has 
closely followed this through the 
years. Its products are needed to 
distribute and control the power 
generated, and that power must be 
used in ever-increasing amounts if 
our working and living standards 
are to be maintained.” The Square 
D executive suggested that any re- 
duction in new construction would 
be at least offset by enlarging elec- 
trical needs of existing buildings. 


eh a 


Handbook On Cold Cathode 
Fluorescent Lighting Ready 


A complete manual, “Handbook of 
Cold Cathode Fluorescent Lighting”, 
is published by the Fluorescent 
Lighting Association, New York 
City. 

Containing 52 pages of text, 
charts, graphs, diagrams and instal- 
lation photographs, the manual 
covers general principles of lighting 
and lighting design. Some of its 
subjects are; how the flourescent 
lamp work, types of flourescent 
lamps, cold cathode auxiliary equip- 
ment, cold cathode photometric 
data, lamp life, lumen maintenance, 
economics of long-life lamps, oper- 
ating temperatures, direct current 
operation, stroboscopic effect, dim- 
ming, vibration, radio interference 
and color. In addition, it covers: 
how to calculate illumination, coeffi- 
cients of utilization, dimensional 
data, how to install cold cathode, 
cove lighting, luminous ceilings and 
examples of installation. 

The book, at $1.00 per copy, is 
obtainable from Fluorescent Light- 
ing Association, Dept. E, 100 West 
42nd St., New York, N. Y. 
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Your box is an advertising medium 


—en route and at the point of sale. Good design and good 
printing make it easier for good copy to sell merchandise. So do your 
container’s protective qualities, which bring your product to the 
consumer looking its best. Shipment in a Union box is added 


assurance of greater point of sale impact, greater customer satisfaction. 


NOON BAG & PAPER CORPORATION 


CORRUGATED CONTAINER DIVISION + Box Plants: Savannah, Ga., Trenton, N. J., Chicago, lil. 


Eastern Division Sales Offices: 1400 E. State St., Trenton 9, N. J. * Southern Division Sales Offices: P.O. Box 570, Savannah, Ga. 
Western Division Sales Offices: 4545 West Palmer, Chicago 39, Ill. « Executive Offices: Woolworth Bldg., New York 7, N. Y. 
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A variety of pneumatic tools to provide effortless 
power for hundreds of production line and main- 
tenance jobs. 








featherweight 
PNEUMATIC TOOLS 


Industrial plants everywhere are 
switching to MALL PNEUMATIC 
TOOLS and the results are fantastic. 
Production zooms overnight and costs 
are cut way down. Send for the free 
catalog that gives you all the facts 
showing how the many 
different MALL 
pneumatic 
tools will 

help 

YOU. 












Model PD-103L 

drill weighs less 
than a pound yet it 
does a man-sized job. 


40 Factor y-Owned Service Warehouses, Coast to Coast, 
To Give You Fast, Dependable Service. 


MALL TOOL COMPANY 73) 5: Svat» am. 


Send me the MALL Pneumatic Tool Catalog. 


Name. 





Company 





Address 
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MU-93 
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Columbia Offers Course in Institutional 
Purchasing 


A two-year program in institu- 
tional management, especially de- 
signed for institutional purchasing 
agents and others closely associated 
with procurement of institutional 
supplies and equipment, is being 
initiated by Columbia University’s 
School of General Studies. 

Three major institutional groups 
—hospitals, educational institutions 
and hotels—have participated in de- 
veloping the curriculum, through 
professional institutional organiza- 
tions. These include the American 
Hospital Association, the American 
Hotel Association, the Hospital 
Bureau of Standards and Supplies, 
and the National Association of 
Educational Buyers. 

The new program in no way con- 
flicts with the courses for hospital 
administration which are being 
given in various institutions in this 
country. The curriculum has been 
developed primarily for specific 
types of training for purchasing and 
department heads. The two-year 
curriculum includes basic courses 
in economics, accounting, psychol- 
ogy, and sociology and also provides 
for special training for those work- 
ing in particular institutions. 
Courses directed to the specific 
problems of hotels, hospitals, uni- 
versities and colleges are included. 

The special institutional courses, 
to be given in the 1953-54 Spring 
Session are: Institutional Problems 
and Practices, by Forrest L. Abbott, 
controller and. business manager, 
Barnard College; Accounting in In- 
stitutions, John H. Keig, controller, 





The Society of the New York Hospi- 
tal; Hospital Organization and Man- 


agement, Dr. Clement C. Clay, 
administrator, Hospital Center, 
Orange, N.J.; Hotel Organization 


and Management, Kenneth A. Lane, 
director of employer-employee re- 
lations department, American Hotel 
Association; and Standards of Qual- 
ity for Food Products, Dewey H, 
Palmer, research director, Hospital 
Bureau of Standards and Supplies, 
Inc. 

While no prerequisites are re- 
quired, the courses offered in this 
program are designed for students 
who can qualify at the university 
level. 


_ a 


Booklet Covers Production 
Processes In Metalworking 


A study of the products and pro- 
duction methods of the seven divi- 
sions of Continental Copper & Steel 
Industries, Inc., New York City, is 
presented in a book, “Metal at 
Work”. Because of the variety of 
products made by the divisions, the 
book is a primer in metal-working 
processes for steel boats, wire 
screen, alloys, tool steels, process 
equipment, pipe lines, snow plows 
and wire and cable. 

The divisions covered in the book 
are: Alloy Fabricators, Braeburn 
Alloy Steel, Hanover Wire Cloth, 
Niagrara Falls Smelting & Refining, 
Hatfield Wire & Cable, Walsh 
Holyoke Boiler Works and Welin 
Davit & Boat. 
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The giant new blooming mill which rolls steel ingots to smaller sizes at Inland Steel's In- 
diana Harbor Works, Ind. Modernization from 40” original mill to new 46” rating was accom- 
plished in record 23 days with minimum loss of production. 
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This photo was snapped during a shirt-wrapping race be- 
tween two girls at Kent Stores, the world’s largest laundry 
and cleaners. 

With a Bostitch stapling plier and paper bags, the girl at 
left was able to wrap 4 times faster, averaging better than 3 
packages a minute. 

The other girl wrapped with paper and tape, the method 
Kent discarded. For her to draw the tape, tear it, position it, 
and press it—while the first girl did the same fastening job 
with a simple click-click of the Bostitch stapling plier—was 
hardly a race at all! With a 4 to 1 speed advantage, the new 
wrapping method cut time-and-material costs in half. 

Stapling is more secure, looks neater, is immune to heat 





_ Girl with stapler beats 
: girl with tape 4 tol 


Fasten it better and faster with 


BOSTITCH 


STAPLERS AN 


STA P es 





a, ee ee 


and humidity. Usually the delivery slip is attached with one =| FREE time and money saving bulletins tell how | 

of the same staples that close the bag. | stapling can cut your costs. l 

Over 800 kinds of Bostitch staplers trim time and costs on Bostitch, 722 Mechanic St., Westerly, R. I. 

thousands of fastening jobs. To help you fit the right stapler Bb ss “i eee 4 leet 

. ar ° "rr ; or *.: [ ackages —) plastics T) woe |) leather 

to the job, 325 Bostitch Economy Men work out of 123 cities | (rubber Olight metals 6 fabric F) cartons | 

in the U. S. and Canada. Dried | 

Check over your own fastening methods with your nearest 7 ! 

: . : : a. * . ye | ompary | 

Bostitch Economy Man. There’s no obligation. He'll be glad : ane - 

© . . Address 

to tell you honestly if and how stapling can save you money. =| | 
3 - 99° . : ° ’ Cit Zone State ~ 

Look up “Bostitch” in your phone directory or write us. lee nog ee. ee ee ae ie 
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Personalities 





Lloyd E. Batten has been elected 
Vice President in charge of Purchasing 
or Nichols Wire & Aluminum Co., 





Lloyd E. Batten 


venport, Iowa. Mr. Batten, who has 
en associated with the Nichols Com- 
ny for 29 years, is past president of 
Tri-City Association of Purchasing 
ents and is a U. S. representative 
aluminum for the Non-Ferrous 
letals Committee, N.A.P.A. 


Ronald P. Montgomery, a buyer in 
general purchasing department of 





Ronald P. Montgomery 


] 


kwell Manufacturing Co., Pitts- 
irgh, has been appointed Purchasing 








IN THE NEWS 


Agent for Rockwell Meters, Inc., a sub- 
sidiary at Uniontown, Pa. Mr. Mont- 
gomery joined the Rockwell organiza- 
tion a year and a half ago after three 
years as a buyer for Fisher Scientific 
Co., also of Pittsburgh. 


R. H. Burnett, Manager of Purchases 
for Monsanto Chemical Company’s 
Plastics Division at Springfield, Mass., 
will head the newly-created raw ma- 
terial section of the company’s central 
purchasing department in St. Louis, 
Mo. He will be succeeded in the Plas- 
tics Division by J. O. Printy, now Man- 
ager of Purchases for Monsanto’s Mer- 
rimac Division at Everett, Mass. At 





Charles G. Sherwood 


the same time, it was announced that 
C. H. Downs, Assistant to the Director 
of Purchasing and Traffic since 1950, 
would be responsible for purchases 
other than raw materials. Mr. Burnett 
joined Monsanto’s Nitro, W. Va., plant 
in 1937 as an hourly employee. He was 
transferred to the purchasing depart- 
ment there in 1939, and became Plant 
Purchasing Agent in 1947. He was 
transferred to St. Louis as coordinator 
of priorities in 1951. Mr. Printy joined 
Monsanto in 1946 as Purchasing Agent 
at St. Louis. Mr. Downs has been with 
Monsanto since 1934, and was assistant 
traffic manager in 1948 when he be- 
came manager of the company’s head- 
quarters offices. He has been head of 
the Purchasing and Traffic Depart- 
ment’s mechanical section since 1951. 


Donald L. Harwood has been ap- 
pointed General Purchasing Agent of 
Fairbanks, Morse & Co., Chicago, with 





Donald L. Harwood 


headquarters in the company’s home 
office. Mr. Harwood has been with the 
company since 1926, starting at their 
Three Rivers works, and has come up 
through the ranks in the Purchasing 
Department. 


Frank M. Dawson, who has been with 
the Texas Company, New York City, 





Frank M. Dawson 


and associated companies for the past 
25 years, has been named Manager of 
the Purchasing Department. He joined 


(Please turn to page 244) 
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IF YOU WANT SOMETHING LIGA IN PAPER 


... at low experimental cost 


if you’re looking for a new kind of industrial paper, this Riegel “pilot plant” 
can make an experimental run of just a few hundred pounds, at extremely low 
cost! All you pay for its use is a nominal charge of $25 an hour, plus the small 
cost of materials used. Riegel does the rest . . . research, engineering and 
labor are Riegel’s contribution to help you develop new ways to use tailor-made 
papers profitably. 

Just let us know what you want paper to do for you. We already make 
more than 600 grades . . . and one of these might be just right for your job. 
If not, our engineers will gladly help you set up specifications for something 
entirely new .. . you can be on hand fo see your trial order roll off the “dry” 


end of this Riegel experimental machine. Write today for further details. 





RIEGEL PAPER CORPORATION 
P. O. Box 170 - Grand Central Station - New York 17, N.Y. 


* TAILOR-MADE PAPERS FOR INDUSTRIAL USE e 


Fepruary, 1954 Please mention PURCHASING Magazine when writing to advertisers. 243 
































































Ye" to 4" O.D. 8 to 22 gauge 


SQUARE-RECTANGULAR 


” to 2” 0.D. 20 gauge 
te 2%", 14, 16, 18 gauge 


anbom 1010 to 1025 


Michigan Tubing 


ferm strength, weight, duc- 
D. and O. D., wall thick- 
machinability, and weld- 
y. tt can be flanged, expanded, 
tapered, swaged, beaded, upset, 
flattened, forged, spun closed, 
fluted, and rolled. Available in a 
' ange of sizes, shapes and 
hicknesses, prefabricated by 
an or formed and machined 

ewn plant. 





DISTRIBUTORS; Steel 
Calif .— 


Co 








the A-B-C of M-S-T Araxs 


MAKES 
POSSIBLE 


) ETTER 
PRODUCTS 


A7 LOWER 


& oe 


Electric Resistance 


WELDED 


Tank Filler Tube 


For automobiles is just another of hun- 
dreds of difficult tubing fabrications manu- 
factured in large quantities and at low 
cost by Michigan for its customers. 


The overflow pipe is brazed to the filler 
tube at two points and the fastener clamps 
projection welded to the tube. The cam is 
spot welded to the tube mouth. 


If you have not yet examined the possi- 
ble adaptability of welded steel tubing to 
your product, Michigan engineers will be 
glad to discuss with you the many advan- 
tages of design simplification, production 
savings and product improvement made 
possible by the use of Michigan tubing. 


Consult us for engineering and 
technical help in the selection of 
tubing best suited to your needs. 





Pius Fabricating of our own tubing Michigan is interested ONLY IN THE 
FABRICATION OF Stainless steel, copper, brass and aluminum tubing. 


Miller Steet Co., Inc., oes es 
Bre oe Sry . 








(Continued from page 242) 

the Texas Company as a chemist at 
the Port Arthur works in 1928 and later 
became assistant foreman and assistant 
to the superintendent of manufactur- 
ing. In 1939 he was transferred to New 
York as assistant to the vice president 
in charge of refining and in 1940 he be- 
came assistant superintendent of the 
Lawrenceville, Ill., works. In 1942 he be- 
came superintendent of the refinery of 
an associated company in Buenos Aires, 
Argentina, returning in 1945 as super- 
intendent of the Lawrenceville works. 
Since 1946 he has been vice president 
and, later, executive vice president and 
director of Carthage-Hydrocol, Inc. 


The Lynch Corporation, Anderson, 
Ind., has announced two new appoint- 
ments in its purchasing department. 
Named to the post of Manager of Pur- 
chasing for the firm’s newly centralized 
department was Richard W. Morey. Mr. 
Morey succeeds A. R. Stewart, who is 
retiring after 33 years of service with 
the Lynch organization. Paul Fromer 
has been named as assistant to Mr. 
Morey. Mr. Morey has previously been 





Richard W. Morey 


associated with Cleaver-Brooks Com- 
pany and the J. I. Case Company. Mr. 
Fromer formerly was with Modern 
Equipment Corporation and joined the 
Lynch Corporation in Toledo as an as- 
sistant to the sales manager of the 
packaging division. In 1951 he was 
named Purchasing Agent of that di- 
vision. 


William Ehrbar is now Purchasing 
Manager of Republic Aviation Cor- 
poration, Farmingdale, L. I., N. Y. At 
the same time, Wesiey Pye was named 
Purchasing Agent in charge of the 
company’s purchasing section and Vin- 
cent Suhr became Purchasing Agent in 
charge of subcontracting. Mr. Ehrbar 
has been Purchasing Agent of Republic 
since August, 1953. Prior to that he 
was Supervisor of Purchasing for the 
Chance Vought Aircraft Division of 
the United Aircraft Corporation at Dal- 
las, Texas. Mr. Pye has held various 
purchasing posts since joining Republic 
in 1939. Mr. Suhr, who had been Pur- 
chasing Agent for the Air Cargo Trans- 
port Corporation, has been in Repub- 
lic’s purchasing department since 1946. 

















Because they are so tiny, 
the UNBRAKO set screws are 
picked up and started in 
the tapped hole with the 
long arm key. 





The compactness of the 
design of the timing device 
makes it necessary to turn 
the screw in prior to assem- 
bly. The uniform depth and 
size of the hex socket 
permit maximum torquing, 
speed assembly. 








Unsrako Se!f-Locking Socket Set Screws are used to hold the Vernier-Set or Cycle-Progress cam 
on the shaft of this precision timing device. Once they are tightened, they maintain the accurate 
setting so important to the operation of the instrument. 


Sd del 


You can lower your inventory by using 
UnsRaAkO Standards—stocked by your distributor 





UnBRAKOs—made of heat 


You’ll have less money tied up in inventory, you’ll get personalized service, treated alloy steel—have 
f deli ; I dditi 1] d hie $i ai fully formed threads, Class 
aster deliveries. In addition, you’ll reduce assembly time and increase > An tevecieutell’ on 
production with these precision industrial threaded fasteners. Write for point for positive locking. 
UNBRAKO Standards—a complete listing of socket screw products made by Are available in standard 


a F sizes from #4 to 1’. 
SPS and stocked by your local distributor. STANDARD PRESSED STEEL Co., 


Jenkintown 31, Pa. 


UNBRARO SOCKET SCREW DIVISION 


Vit 


Flat Head Shoulder — Head Dowel Button Head 
PENNSYLVANIA Cap Screw Screw Cap Screw Pin Socket Screw 





JENKINTOWN 
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Clean, bright, accurate, strong — that’s the story of Ritco Drop 
Forgings. We produce parts to your blueprint in steel or non-ferrous 
metals, in weights from % lb. to 15 Ibs. 

Come to Ritco for Drop Forgings, special fasteners, and finished 


7 GN 
V, 1834 x, 
gti. sigh | 
‘\ 1954 | 


Netto 


SERVING AMERICAN INDUSTRY 
FOR 120 YEARS 





bolts with regular or heavy heads. 
Also, take advantage of our complete 
facilities for finishing — machining and 
grinding. Send blueprints and specifica- 
tions for free estimates. Rhode Island 
Tool Company, 148 West River Street, 
Providence 1, Rhode Island. 


Exclusive New England 
Representatives for 


Cleveland Cap Screw Co. 











Walter Kidde & Company, Inc, 
Belleville, N. J., has named Edward R. 
Randall as Purchasing Agent. For the 
past five years, Mr. Randall has been 
Purchasing Agent for Walter Kidde 
Contractors, Inc., New York City. Prior 
to that he was superintendent of con- 
struction for Adams-Erickson, Mont- 
clair, N. J., and project manager and 
purchasing agent with Irons & Rey- 
nolds, Inc., New York City. 


M. A. Gardner, Vice President in 
charge of Purchases, of CBS-Columbia, 
the television receiver manufactur- 
ing division of Columbia Broadcasting 
System, Long Island City, N. Y., has 
announced the appointment of Albert 
J. Frankel as Purchasing Agent. Mr. 
Frankel was previously Chief Buyer for 
CBS-Columbia. 


Albert J. Frankel 


He has had over ten years of ex- 
ecutive experience in both military and 
civilian electronic procurement. Previ- 
ously, Mr. Frankel was the Director of 
Purchases of Teletone and Tele King 
and prior to that he was a Purchasing 
Agent for Emerson Radio and Phono- 
graph Corp. 


Charles E. Bosworth has been ap- 
pointed Special Purchasing Agent for 
the Ford Division of Ford Motor Com- 
pany, Dearborn, Mich. He joined Ford 
Motor in 1946 and has been manager 
of the organization department since 
1949. 


E. R. Naugle, General Purchasing 
Agent for the American Thread Com- 
pany, New York City, has announced 
that purchasing for the company’s 
southern plants will be centralized at 
Sevier, N. C. J. H. Leverette will be 
Purchasing Agent and James Scott will 
be Assistant Purchasing Agent at 
Sevier. 


The appointment of A. L. Spears as 
Purchasing Agent of the newly formed 
Mattoon Division, Mattoon, IIl., of Gar 
Wood Industries, Inc., Wayne, Mich., 
was announced recently. Prior to his 
promotion, Mr. Spears was staff as- 
sistant to the Director of Purchases at 
Gar Wood’s executive offices in Wayne. 


He joined Gar Wood in November, 
1952. 
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For Atlantic Automatic Co., Cleveland, Ohio: 


Tool Life Increased Over 200%! 





»N 
are just a few of the many delicate machine tool prod- 
ucts Atlantic turns out. Cities Service Chillo Cutting Cil 
has helped Atlantic maintain their great reputation fo: 
quality products. 





. 





For the services of a Cities Service Lubri- 
cation Engineer... Write Cities Service 
Oil Company, Sixty Wall Tower, 
New York City 5, New York. 


CITIES @) SERVICE 


QUALITY PETROLEUM PRODUCTS 





“Cities Service Chillo Cutting Oil Has Proved 
To Be The Difference Between Ordinary And 
Quality Production In Our Shop!” 


Here’s Atlantic Automatic’s story in their own words: 
“One of our tougher jobs recently was machining SAE 
446 Stainless Steel with two forming, one threading and 
three drilling operations. The critical operation was drill- 
ing a .025 inch diameter hole, Ye inch deep. The drill 
would soon pack with chips and break. When a Cities 
Service Lubrication Engineer was called in, he recom- 
mended our using Chillo 44. 


“This light-colored oil did the trick. DOWN TIME WAS 
CUT IN .HALF AND DRILL LIFE INCREASED OVER 200%! 

“We use Cities Service Chillo 44 to machine all types 
of metals covering a range of machinability from brass 
to stainless on our Brown and Sharpe 00G, 0G and 2G 
Automatics. It has proved to be the difference between 
ordinary and quality production in our shop!” 
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HOW TO KEEP YOUR 


FLUORESCENT 
Rlejshiince 


AT PEAK EFFICIENCY! 
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Sylvania’s Group Replacement Plan 
saves money 3 ways 


The high efficiency and unbeatable performance 
of Sylvania Fluorescent Lamps and Fixtures 

is now matched by a Sylvania maintenance plan 
which automatically keeps your lighting 
at highest levels. 









By this plan, your lamps are replaced as 
a group before burnouts become an expensive 
nuisance. This modern method (1) saves 
the maintenance time and labor of in- 
dividual lamp replacement, (2) reduces 
costly work interruptions, and 

(3) assures better light for better 
production, better morale, and 

better appearance. 

Learn more about this advanced lighting 
plan. Illustrated folder gives full 

details. For your copy write to Sylvania 
Dept. 4L-4502, today! 


SYLVAN 


xT 





Conada: Sylvania Electric (Canada) Ltd., University Tower Bldg., St. Catherine Street, Montreal, P. Q. 
Sylvania Electric Products Inc., 1740 Broadway, New York 19, N. Y. 


LIGHTING * RADIO «+ ELECTRONICS «+ TELEVISION 
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Follansbee Steel Corporation, Pitts- 
burgh, has named R. Wilbur Martin- 
dale as Purchasing Agent for its Con- 
necticut warehouse. Mr. Martindale 
was a member of the purchasing de- 
partment of Peck, Stow & Wilcox Com- 
pany for 17 years. 


Henrik Antell has been named Pur- 
chasing Agent of The New York Times, 
New York City, succeeding Carl F. 
Hotopp, who has retired after 35 years 





Henrik Antell 


on the Times. A member of the Times 
staff since 1931, Mr. Antell was ap- 
pointed Assistant Purchasing Agent in 
1946. Previously he had worked in the 
newspaper's circulation and mechani- 
cal departments. The new Assistant 
Purchasing Agent is Jerry Korman, 
formerly office manager of the Times 
promotion department. 


Robert R. TerVeen takes over the 
duties of Purchasing Agent for the 
American Baler Company, Bellevue, 
Ohio, replacing M. E. Askelson, who 
resigned to join the Henger-Seltzer 
Company of Los Angeles. 


Charles G. Sherwood, Director of 
Purchases for the Federal Telephone 
and Radio Co., Clifton, N. J., has been 
named a vice president of the com- 
pany. Federal is a division of the In- 
ternational Telephone and Telegraph 
Corporation.. Mr. Sherwood will con- 
tinue in his capacity as Director of 
Purchases. He joined IT&T in 1943 and 
since then has occupied various posi- 
tions in both purchasing and financial 
departments, serving successfully as 
chief accountant, assistant comptroller 
and manager of the company’s produc- 
tion and material control department. 
He also served as general auditor of the 
affiliated Federal Electric Manufactur- 
ing Company, Ltd., Montreal, Que., and 
as assistant comptroller of the Federal 
Telecommunication Laboratories, Nut- 
ley, N. J. 


Ainsworth Manufacturing Corpora- 
tion, Detroit, has appointed Robert E. 
Dickson as Director of Purchases. Mr. 
Dickson jo:ns Ainsworth after 16 years 
with the Burroughs Corporation. Previ- 
ously he was with Fisher Body Divi- 
sion of GM, Western Electric, Revere 
Copper & Brass and Bohn Aluminum 
& Brass Corp. 
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Our house? 
Built with wire rope: “41 pago” 


Not only yours, Mr. Brown, but millions of others too. Supplying these “‘muscles of steel’’ to the giant that is 

A miracle of the postwar years has been the construc- American industry is our big job here at Wickwire—a 
tion of more than 7-million new dwelling units. Accom- job we've been doing well for over half a century. 
plishment of this tremendous task has called for “*muscles In the mines. . . the quarries . . . the logging camps- 
of steel” —rugged wire rope that is a vital factor in mining and wherever wire rope is used, they'll tell you that for 
the ore, quarrying the stone and bringing out the timber utmost safety, longer life and most economical service 
that comprise the basic components of every house and you can always count on the quality and strength that is 
building —large or small. built into Wickwire Rope. 


A YELLOW TRIANGLE ON THE REEL IDENTIFIES WICKWIRE ROPE 


THE COLORADO FUEL AND IRON CORPORATION—Abilene (Tex.) * Denver 
Houston * Odessa (Tex.) © Phoenix * Salt Lake City * Tulsa 


PACIFIC COAST DIVISION—L»s Angeles * Oakland 


Portland © San Francisco * Seattle * Spokane PRODUCT OF WICKWIRE SPENCER STEEL oivision ax 
WICKWIRE SPENCER STEEL DIVISION—Boston © Buffalo * Chattanooga HE COLORADO FUEL AND IRON CORPORATION 


Chicago * Detroit * Emlenton (Pa.) * New Orleans - New York © Philadelphia 
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FOR FLEXIBLE 
METAL LOE: 















Misalignment and Vibration 
are easily solved with Atlantic 
flexible metal hose. Quick 
delivery insures less idle time 
for vital equipment. 


Expansion and Contraction 
due to intense heat put no 
train on piping when flexible 
netal hose is used as on this 
reat Lakes Carbon Corp. kiln 
ombustion chamber. Atlantic 
ose is superior for flexibility 
and durability. 


Expansion 


and 


Contraction 


Conveying chemicals and 
gases under pressure and tem- 
erature extremes is safe and 
mple with Atlantic’s anti- 
sive, leak-proof hose. It 
erforms long after ordinary 
e is scrapped. 


ee our Catalogs in Sweet's Files for Product Designers 
nd Mechanical Industries. 


7 


Vianufacturers of Seamless and Interlocking Flexible Metal 
Hose in Steel, Stainless Steel, Monel, Bronze. Sizes 4-36” 
D. with appropriate fittings. 


ATLANTIC 


METAL HOSE Co., INC. 


319 Dyckman St., New York 34, N. Y. 





Andrew J. Pratt, Purchasing Agent at 
Kaiser Steel’s Sunnyside, Utah, coal 
mine, has been named Senior Buyer 
in the purchasing department of the 
company’s steel plant at Fontana, 
Calif. Mr. Pratt’s former position will 
be filled by Harry R. Bohme, formerly 
Assistant to the Purchasing Agent at 
Fontana. Mr. Pratt joined the Kaiser 
organization in 1943 as a general store- 
keeper at the Sunnyside mine. In 1946 
he became accounting and office super- 
visor and was named Purchasing Agent 
in 1951. 


Southwest Airmotive Company at 
Love Field, Texas, has appointed Car- 
roll E. Rather as Purchasing Agent. Mr. 
Rather has been with SAC since 1949 
when he joined the organization after 
two years in stock control work with 
the regional office of the War Assets 
Administration. 


Allen D. Foote has been appointed 
works Purchasing Agent, West Allis 
Works, Allis-Chalmers Manufacturing 
Co., Milwaukee, Wis. He joined Allis- 
Chalmers in 1936 and became associ- 
ated with the company’s purchasing di- 
vision in 1942. 


B. T. Rabuse has been appointed to 
the newly-created post of Director of 
Purchases for Gould-National Bat- 
teries, Inc., Trenton, N. J. He has been 
with the company for 33 years. A 16 
year veteran, William C. Shull, takes 
over the duties as Purchasing Agent. 


The Marietta Manufacturing Co., 
Point Pleasant, Ohio, has appointed 
Milton L. Miller as Purchasing Agent. 
Mr. Miller joined the company on 
February 17, 1919. 


Harry C. Bain, a member of the 
Niagara Mohawk Power Corporation’s 
Albany purchasing department, has 
been promoted to a purchasing depart- 
ment post at the company’s Syracuse 
office. Mr. Bain has been with Niagara 
Mohawk and its predecessors for 30 
years. 


Ralph Johns has been appointed Pur- 
chasing Agent for the Detroit Trans- 
mission division of General Motors Cor- 
poration, succeeding Howard Stoddard 
who has resigned. Mr. Johns has been 
with the division since 1940. 


Wagner Electric Corp., St. Louis, Mo., 
has named Harold S. Garrett as As- 
sistant Director of Purchases and Pro- 
duction Planning, and Harold K. 
Kramer as Purchasing Agent. Mr. Gar- 
rett had previously been manager of 
material control and purchases. Mr. 
Kramer was assistant to the chief au- 
tomotive engineer. 


C. Arthur Stahl is the new Pur- 
chasing Agent for National Tile and 
Manufacturing Co., Anderson, Ind., to 
succeed H. Lewis, who retired recently. 
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The promotion of E. G. Berglind to 
the position of Purchasing Agent of the 
Wooster Rubber Co., Wooster, Ohio, 
was announced recently. For the past 
two years, Mr. Berglind has been 
Assistant Purchasing Agent for the 
firm. Prior to that he was Purchasing 
Agent for the Star Drilling machine 
Co., Akron, Ohio. 


The Hathaway Instrument Company, 
Denver, Colo., has appointed Edgar 
C. Armes as Purchasing Agent. Mr, 
Armes previously was employed by 
Douglas Aircraft as a buyer of elec- 
tronics equipment and raw materials, 
During the war he was with Lockheed 
as head buyer. 


J. G. Brigg has been named General 
Purchasing Agent for Dominion Tex- 
tile Co., Ltd., Montreal, Que. 


Douglas MacDonald has been ap- 
pointed Chief Buyer for the State of 
Connecticut’s Purchasing Division, ac- 
cording to C. L. Magnuson, Supervisor 
of the Purchasing Division and Presi- 
dent of the National Institute of Gov- 
ernmental Purchasers. Mr. MacDon- 
ald joined the organization as a clerk 
in 1937. Later he was appointed office 
equipment and supply buyer. 


A. Grayum Baker, Purchasing Agent, 
has been appointed a vice president of 
the St. Louis Southwestern (Cotton 
Belt) Railroad. Mr. Baker joined the 
Cotton Belt in 1947 after having been 
an executive of the Laclede Power & 
Light Co. 


H. W. Butterworth & Sons Company, 
Bethayres, Pa., has named Ralph W. 
Bye, Jr., as Purchasing Agent. Mr. Bye 
has been with Butterworth for seven 
years, including two years as _ tool 
supervisor in the shop. 


Teletype Corp., Chicago, has named 
Arthur W. Harrigan, Jr., to succeed 
Ray Reeves as Purchasing Agent. 


James H. Collins has been named 
civilian deputy chief of the Purchase 
division of the Armed Services Petrole- 
um Purchasing Agency. He was previ- 
ously chief of the ASPPA’s bulk fuel 
branch. 
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Expand Air Freight Service 


Emery Air Freight Corporation 
has expanded its air freight for- 
warding service to include Canada 
and Alaska. All the advantages of 
the present Blue Ribbon service are 
now available on shipments to these 
areas. 

These include special fast pickups 
which are made at any hour of the 
day or night at any origin point in 
the United States. Pickups at towns 
and cities without airports are ar- 
ranged for by fast connecting sur- 
face transportation. 
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NO CAPITAL INVESTMENT 
for your material handling costs 


when you use 


CLARK’S PAY-AS-YOU-GO LEASE PLAN 


Without tying up a penny of working capital, 
put Clark material handling equipment to 
work for you. With Clark’s pay-as-you-go plan, 
any of Clark’s many models and types of 
handling equipment is available for your im- 
mediate use. With no down payment and at a 
low monthly cost, this lease plan enables you to: 


1. Conserve working capital for other essen- 
tial needs—such as additional inventory, 
plant expansion and non-leasable capital 
equipment 


2. Pay-as-you-go rental is a totally deduc- 
tible expense 


SEE THE YELLOW PAGES OF YOUR 
PHONE BOOK FOR THE NAME 
OF YOUR LOCAL CLARK DEALER 


CLARK 





3. Eliminate trade-in problems and get the 
benefit of newest equipment. 


No outside financing is necessary—you deal 
directly with your local Clark dealer who will 
help you determine what equipment best fits 
your needs. Gas or electric fork trucks, Powr- 
worker hand trucks, tractors and Clark-Ross 
carriers—all are available on a 3 or 5 year lease. 


Let Clark equipment pay for itself as it cuts 
your handling costs. Call your local Clark 
dealer for a discussion of the details which 
will not obligate you in any way. 


Industrial Truck Division 
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CLARK EQUIPMENT COMPANY 
StU Ta pgm Battle Creek 23, Michigan 
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Sheil Chemical 
York City, 


division 


Corporation, New 
has formed an ammonia 
to handle the manufacture, 
distribution and sale of this agricul- 
tural and industrial chemical. The for- 
mation of the division, with headquar- 
ters in San Francisco, follows the open- 
ing of the new Shell Chemical ammonia 
plant at Ventura, Calif. 


Titeflex, Inc., Newark, N. J., has sold 
the design and manufacturing rights 
of the Titeflex industrial filter for the 
chemical and processing field to Croll- 
teynolds Engineering Co., Inc., New 
York City. 


A. O. Smith Corp., Milwaukee, has 
purchased Glascote Products, Inc., 
Cleveland, a manufacturer of glass 
coated equipment for the chemical and 
chemical processing industries. Glascote, 
which was founded 35 years ago as 


¥ 


the Glascoating Co., will be operated 
as a subsidiary and will retain its 
present name. The company occupies 
a 10 acre tract and has about 44,000 
square feet of factory area. 


* The Metal Carbides Corporation, 
Youngstown, Ohio, is constructing a 
new 40,000 sq. ft. plant on a 25-acre 
site. The new plant will be used to 
produce tungsten carbide metal, in- 
cluding tool tips, die nibs, bar stock, 
rings, bushings and special shapes. 

The building is of steel, concrete and 
brick construction, is air-conditioned 
throughout, and the machinery plan 
has been laid out to achieve efficiency 
and economy of process flow. In addi- 
tion to tungsten carbide metal, tan- 
talum carbide and titanium carbide 
will also be produced, as well as 
tungsten alloy heavy metal, cermets 
and high temperature alloys. 





WATCHING TV WHILE AT WORK—Elbert Wyne gets paid for watching TV at Chrysler 
Corperation’s Nine Mile Press Plant in Detroit. Working in the basement, he controls the 
baling of scrap steel, puts the bales on conveyors and loads gondolas outside the plant by 


watching the operations on closed circuit TV. 


1 | 





In a major expansion of its bag-mak- 
ing operations, National Container 
Corporation, New York City, has ac- 
quired the physical assets of Allied 
Paper Bag Corporation, Kansas City, 
Mo. Two buildings now comprising the 
Allied plant are located on a four-acre 
site served by the Kansas City South- 
ern Railroad. A third building, con- 
necting the two present ones, will be 
constructed and increase the total floor 
space to more than 70,000 square feet. 


Rockwell Manufacturing Co., Pitts- 
burgh, has opened a 19,000 square foot 
addition to its gas meter plant in Du- 
Bois, Pa. The one-story, brick and tile 
structure, which will house manufac- 
turing facilities for the company’s 
large-capacity industrial meters, is the 
second Rockwell expansion in the 
DuBois area in recent months. Addi- 
tional gas meter manufacturing and 
storage space was provided by con- 
struction of an 11,000 square foot build- 
ing at nearby Sykesville. 


One of the nation’s most modern 
electronic plants for engineering and 
development of radar techniques for 
national defense was recently dedicated 
at Moorestown, N. J., by the RCA 
Victor Division, Radio Corporation of 
America, Harrison, N. J. While security 
restriction prohibits detailed descrip- 
tion of the work of the plant, its proj- 
ects will include the conception, de- 
velopment and design of all types of 
ground and marine radar equipment. 
The plant buildings contain more than 
145,000 square feet of floor space and 
occupy a portion of 420 acre tract. The 
plant features air-conditioned working 
areas, scientific lighting, acoustically 
treated ceilings and windows of a new 
type glass which eliminates glare 
while allowing full passage of light. 
Separate laboratories are provided for 
general engineering of the various — 
radar activities. 
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Get Timely Department 


Store Service 
from your 


REYNOLDS ALUMINUM 
DISTRIBUTOR 





LOUISIANA 
Southern States 
MARYLAND 
Clendenin Bros. 
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Order processed 
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Grand Rapids 

Architectural only) Detroit 
-, (Wire, rod, bar, struc- 

Co., (ingot only) Detroit and Grand 


fi 
i i 


., (Architectural only) St. Paul 
Steel Div., St. Paul 
Minneapolis 
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Hubbell Metals Inc., North Kansas City and St. Lovis 
Barth Sme Corp., (ingot only) Newark 
Ptah om ration, Hillside 
Mapes & iprow! Steel Co., Union 
¥ 








pees me Corp., (Ingot only) Newark, N. J. 
4. G. Brovn Co., (Architectural } New York 
. Mapes & Sprow! Steel Co., Union, N. J. 
Order in transit pe prod og Inc., Rochester 
Southern States Iron Roofing Co., Raleigh 
This is typical han- The las Meta Co, Ingo! only) Claw 
dling of most orders A. en corey ngot enly Cincinnati 
by your nearby Mutual Manufacturing & Supply Ce., Cincinnati 
Reynolds Distributor. —-.. 
He can give you ex- beam oe ow cg Coos Bay, Eugene, Medford 
i PENNSYLVANIA 
ceptionally prompt a me 
delivery from his Lense Conperation, Eesitusogle 
' Merchant & Evans Co., 
complete line of alu- industrial Co., Inc., Pittsburgh 


minum mill products 





i SOUTH CAROLINA 

in all standard alloys, Seuiicast Unanen bieet Outitie Oo.tibdeabhe 

tempers and sizes. TENNESSEE mi ys me 
Order in production Call him today. Nashville 


Vinson Supply Co., Dallas, Odessa and Snyder 
VIRGINIA 
. Southern States Iron Roofing Co., Richmond 
WASHINGTON 
& Fortier, Inc., Seattle 
ei oo sancoe 
Look Under “Aluminum” in Your 


MODERN DESIGN HAS ALUMINUM IN MIND 
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AMAZING 
NEW COUPLER 
FOR RECIPROCATING 


AIR TOOLS 


Can't Be Hammered 
To Pieces | 


A 
oa 


@ No Pulling © No Twisting 





@ No Turning ¢ No Screwing 
—JUST PLUG IT IN 


Fostersfilic 


COUPLERS 


@ Can Be Used Directly With Reciprocating 
Air Tools Without The Use Of Lead Hoses 


@ Will Not Fall Apart 
Will Not Blow Apart 





@ Steel Body and Sleeve From Solid Bar 
Stock 


@ Greater Air Capacity —Small Diameter— 
Light Weight 





olds tighter without leakage, 

yet swivels freely, ‘‘Dogs’”’ 
lock—STEEL against STEEL at 
45°, and are positioned by float- 
ing steel carrier. Eliminates all 
usual housing wear. Write for 
NEW descriptive literature Fm.1) 





LOCKED LOCKED 


wee 

. 

| 

Ee 
THE FOSTERMATIC a 
“BULLDOG” GRIP 


Note Long Bands of | {Sex steel opeimt 
Gripping Surface STEEL at 45° 


**WE HAVE GOOD CONNECTIONS'’ 


FOSTER MFG. CO. inc. 


2850 GRAVOIS e¢ ST. LOUIS 18, MO. 





























A new plant with 170,000 square feet 
of floor space, four times the capacity 
of the old quarters, has been opened in 
Milwaukee, Wis., by Joseph T. Ryerson 
& Son, Inc., Chicago. The new facilities 
consist of two large building units and 
an office building. The walls are of 
brick and stainless steel, the steel por- 
tion employing a new sandwich type 
of construction in which the outer 
stainless wall is joined to galvanized 
sheeting inside with insulation between 
the two. The plant is outside the con- 
gested area of Milwaukee and is con- 
veniently located for truck shipments. 
Also, railroad sidings enter both ends 
of the plant. Steel service facilities in- 
clude new equipment for sawing, 
shearing and flame cutting steel. The 
warehouse portion is completely crane 
served and can load as many as twenty 
trucks at one time. 


Solar Steel Corporation, Cleveland, 
has extended its steel warehousing 
service coast to coast with the purchase 
of the warehousing operations of Raw- 
lins Bros., Inc., Los Angeles. The Raw- 
lins warehouse will be operated as 
Rawlins Bros. Steel Division of Solar 
Steel Corporation of California. A 
modern, air-conditioned office building 
and additional processing equ‘pment 
and delivery facilities will be added to 
the new aquisition. 


General Electric Company, Sche- 
nectady, N. Y., plans to build a multi- 
million dollar plant and headquarters 
at Holland, Mich., for its Hermetic 
Motor Department. The new installa- 
tion will be a single-story structure 
using the latest fabricating equipment 
and methods. Much of the manufac- 
curing area will be air-conditioned to 
meet rigid requirements for cleanli- 
ness. Present plans call for breaking 
ground this spring with manufacturing 
scheduled to start in early 1955. 


Tsingris Die Cutting Corp., Water- 
bury, Conn., has established a new die 
cutting division which also includes 
a custom die working department for 
special dies. Tsingris die cuts rolls, 
sheets or printed material .002 through 
4” thick on both cylinder and platen 
presses. Recently expanded productive 
facilities now permit 48-hour service. 


American Metal Products Co., Detroit, 
and Tube Reducing Corp., Wallington, 
N. J., have completed preliminary ar- 
rangements for the merger of the two 
firms. The surviving corporation, Amer- 
ican Metal Products Co., will continue 
to operate both businesses with sepa- 
rate corporate identities and with no 
changes in present managements. 


DeWalt Inc., Lancaster, Pa., has 
formed a Canadian subsidiary to be 
known as DeWalt Canada Ltd., Guelph, 
Ont. The DeWalt firm is, itself, a sub- 
sidiary of American Machine & Foundry 
Co., New York City. The new Canadian 
company is a wholly-owned subsidiary 
of DeWalt Lancaster and is affiliated 
with Leland Electric Canada Ltd. 
Guelph. 
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makes 
the difference 


For many years, we at Accurate have talked about our 
skill, experience and know-how . . . but other springmakers are 
unquestionably skilled, some have even more experience and must have 
accumulated a lot of know-how. Yet, what makes it possible for Accurate to 
so often devise new and better ways to make better springs at lower cost? 


A customer gave us the answer in a single word—imagination. 


If you would like to do business with an organization that has 
imagination . . . plenty of skill, experience and know-how ... 
Lv will approach your problems without necessarily being too 


ARS influenced by conventional methods . . . send an outline of 
J your requirements. There’s no obligation and it may well 
A a> 4 be your first step towards getting better springs at lower 
hihi VRAIN Natal YAVA cost. Write today. ACCURATE SPRING MFG. CO., 
NAA EO, 3825 W. Lake Street, Chicago 24, Illinois. 


| 


tw 
un 
ws 
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HERE'S THE ONE AND ONLY fluorescent tube that has ever been 
designed for super-service in critical work areas. Lustra Jade-Lite 
gives a special quality of light that steps up “see-ability”’. In addi- 
tion, its unique tone, in the blue-green spectral range, reduces 
glare, helps eliminate eye-strain, and results in a better quality of 
work and increased production. 


From end to end, Lustra Jade-Lite Double Duty Fluorescent 
Tubes maintain their full light output during the whole of their 
extra-long-burning lives. Wherever they have been tried . . . in 
factories, shops, laboratories, drafting rooms, accounting offices, 
etc. .. . Jade-Lites have been immediately adopted as infinitely 
more efficient and economical. 

Your local Lustra Man will be glad to demonstrate the new 
Jade-Lite tube under your actual working conditions. What's more, 
practically any of your lighting problems can be solved with the 
complete line of Lustra Double Duty Lamps, Fluorescent Tubes 
and allied electrical products. Write us for literature giving the 
full Lustra story. Lustra Corporation, Dept. 


V.2, 36 Washington St., Brooklyn 1, N. Y. 





DOUBLE DUTY REFLECTOR LAMPS, INCANDESCENT LAMPS, FLUORESCENT TUBES. SPOTLITES AND FLOODLITES, 
RUGGED DUTY LAMPS, FLUORESCENT FIXTURES AND STARTERS 
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“Century” asbestos-cement pressure 
pipe is now being produced at Santa 
Clara, Calif., in the newest plant of 
Keasbey & Mattison Co., Ambler, Pa, 
Recently completed at a cost of $2,- 
750,000, the new plant occupies a 26 
acre site 40 miles south of San Fran- 
cisco. The main building is 110 feet 
wide by 700 feet long. Total area of 
the plant is 182,000 square feet with 
96,000 square feet for raw material 
storage and the remainder for manu- 
facturing and other functions. 


Lukens Steel Company, Coatesville, 
Pa., is undertaking the construction 
of a $10,500,000 armor plate heat-treat- 
ing plant and allied facilities on its 
property. The main building will house 
the most modern armor plate process- 
ing equipment including two continu- 
ous heat-treating furnaces, a combina- 
tion spray quench press for hot plates, 
roller levelers for cold plates, shear- 
ing, inspection and test preparation 
equipment, and offices, lockers and 
toilet facilities for operating personnel. 
A 5,000 ton plate straightening press 
will be installed in the present heat- 
treating building. In addition, equip- 
ment has been ordered for a new No. 8 
soaking pit at the 206 inch rolling mill 
to heat ingots for rolling and final 
processing. 


Three companies have joined forces 
to expand the activities of the Borolite 
Corporation, Niagara Falls, N. Y., which 
was recently formed to pursue re- 
search and development of various 
metal borides (“Borolites”) for high 
temperature military and civilian ap- 
plications. The companies are: Firth 
Sterling Inc., Pittsburgh; American 
Electro Metal Corporation, Yonkers, 
N. Y.; and the Carborundum Company, 
Niagara Falls. American Electro Metal 
Corporation has assigned to the Boro- 
lite Corporation all patents, composi- 
tions, processes and techniques re- 
lating to borolite materials and will 
provide research and some pilot plant 
production for the new company. The 
Carborundum Company will draw up- 
on its experience with abrasive, re- 
factory and powdered materials to pro- 
duce and manufacture various borides. 
Firth Sterling Inc. will provide pro- 
duction know-how and equipment for 
certain powder metallurgy processes 
and will fabricate borolite products. 


A new type of slab heating furnace 
which can heat up to 70 tons per hour 
of stainless steel, silicon (electrical 
quality) steel or carbon steel from 
room temperature to 2275F, has been 
put into operation by Allegheny Lud- 
lum Steel Corp., Pittsburgh, at its 
Breckenridge, Pa., plant. The pusher- 
type furnace differs from the conven- 
tional slab heaters in that heat is ap- 
plied through burner ports located 
along the sides and at the discharge 
end of the furnace. Slabs are charged 
sideways in a continuous line. The 
furnace is 107 feet long and can be 
fired with either gas or oil. 
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POWER HACK SAW 
s Gooey BlAOE 


There’s a RED END Blade 
For Every Job 


What makes a ‘“‘Red End’’ Blade cut better, last longer on the average wee 

than other blades? The answer’s in the picture. Every ‘‘Red End”’ tooth <a 

takes exactly the same bite, curls the chip like a cutting tool on a lathe. 14°.1%"..062-10T 
Because every tooth in every ‘“‘Red End’’ Blade és exactly the same. 

It’s all in the way we pour and roll our own steel . . . the way we mill the 

teeth to exact size and shape . . . set them evenly and accurately ... and io ncine: witicliee obiinaalaanakaae 

the special way we heat-treat them to a uniform hardness never be- pose use. 

lieved possible before. 


The result is faster, straighter cutting, and many more cuts per blade. 


If you haven’t tried them yet — your local Industrial supply Distributor HGH SPEED Tngsien 
stocks ’em. Get some today and see. 14.1% ..062-10T 


HIGH SPEED TUNGSTEN — the GREY Biade 
S | M ‘@) N 'D) ) ” for cutting hard alloys and stainless steels. 
SAW AND STEEL CO. | 
: P WFLD-EDGE = 
rane. 14.1% '..062-10T 


Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon 


Canadian Factory in Montreal, Que. HIGH SPEED WELD-EDGE — the SHATTERPROOF 
Simonds Divisions: Simonds Steel Mill, Lockport, N. Y. Blade for use where maximum safety is re- 


Simonds Abrasive Co., Phila., Pa. and, Arvida, Que., Canada = 
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BRAINARD 
WELDED 
TUBING 








It has to be accurate 


@ Since welded steel tubing is formed from 
flat strip, the wall thickness must be uni- 
form throughout. This advantage is so well 
recognized that tolerances for wall eccen- 
tricity are not commonly included in speci- 
fications. 


Brainard welded steel tubing is an eco- 
nomical structural material, and it offers 
many such physical advantages. Can it cut 
costs or reduce weight in your product 
designs? For complete information write 
Brainard Steel Division, Dept. FF-2, Gris- 
wold Street, Warren, Ohio. An integrated 
producer; offices throughout the U. S. 








H. K. Porter Company, Inc., Pitts- 
burgh, has announced the acquisition 
of the Alloy Metal Wire Co., Prospect 
Park, Pa. Alloy Metal Wire produces 
stainless and alloy steel wire, rod and 
strip for use in the electrical, electronic 
and chemical fields. Operations will 
continue as the Alloy Metal Wire Com- 
pany, Division of H. K. Porter Com- 
pany, Inc. 


Four open hearth furnaces have been 
enlarged at the Indiana Harbor (Ind.) 
works of the Inland Steel Co., Chicago. 
Coupled with the improved des‘gn in 
their rebuilding and the adoption of 
improved operating practices, Inland 
Steel indicates it will increase their 
rated annual production capacity by 
200,000 tons to a total of 4,700,000 inzot 
tons of steel. 

This expansion follows the 750,000 
ton increase in annual capacity at- 
tained by constructing four new fur- 
naces at Inland’s No. 3 open hearth 
shop in 1952. 


Hinde & Dauch Paper Company of 
Canada, Ltd., has purchased all the 
outstanding stock of Martin-Hewitt 
Containers, Ltd., of Peterborough, Ont. 
The Martin-Hewitt factory will be op- 
erated as a wholly owned subsidiary 
of Hinde & Dauch, with no expected 
change in management, personnel or 
customer relations. H & D already op- 
erate mills in Trenton and Toronto, 
Ont., and factories in Toronto and 
Chatham, Ont., and Montreal, Que. 


The merger of Southeastern Optical 
Co. of Richmond, Va., an affiliated dis- 
tributor since 1929, was announced re- 
cently by Bausch & Lomb Optical Co., 
Rochester, N. Y. The new sales and 
service organization will be known as 
Bausch & Lomb Optical Co, South- 
eastern Division. 


Completion of a half million dollar 
modernization and expansion program 
has been announced by Columbia Steel 
& Shafting Co., Pittsburgh. In the bar 
mill, three new Medart turning ma- 
chines and automatic feed tables have 
been installed which will nearly double 
Columbia’s output of polished bars. 
Two large overhead cranes have been 
added to the plant’s materials han- 
dling facilities and a large quantity of 
old and obsolescent equipment has 
been replaced. The building housing 
the pickling facilities has been ex- 
tended to add 3000 square feet to the 
area. And power and heating equip- 
ment, as well as water and sprinkler 
systems, have been enlarged and mod- 
ernized. 


General American Transportation 
Corporation of Chicago has announced 
the acquisition of the business and as- 
sets of Parker-Kalon Corporation of 
New York City through the purchase 
of capital stock. The business, the 
manufacturing of screw fastening de- 
vices, will henceforth be operated as 
the Parker-Kalon Division of General 
American. 
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lightweight 
Plaxpak 


carboys . 











REPLACEMENT COSTS DROP SHARPLY. 
The one-piece, lightweight Plaxpak car- 
boy is eh ome A An extensive user of 
chemicals for in-plant operations esti- 
mated yearly savings of $4500 in carboy 
replacement costs. You can figure on a 
proportionate reduction. 


EXPENSIVE ACCIDENTS ARE ELIMINATED. 


Injury to personnel due to carboy break- 


4 









age can be expensive. You avoid such 
accidents—and the problems they create— 
with Plaxpak carboys. 

PLANT OPERATIONS ARE IMPROVED. 
Employees handle hazardous or expensive 
chemicals with new speed and efficiency, 
freed of worry about container breakage. 


Lightness of Plaxpak carboys makes them 
easier to truck, pour and store. 


mcatfl 


_ heavy 


savings 


Get the full story about money-saving 
Plaxpak carboys by writing for our quick- 
reading brochure. Or ask to see a repre- 
sentative. 


PLAX CORPORATION 
672 FARMINGTON AVE. 
WEST HARTFORD, CONN. 


In Canada: Plax Canada, 
Ltd., Toronto & Montreal 





PLAXPAK CARBOYS ... the safe, saving way to handle bulk liquids 
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GLOVES @ MITTENS 
HAND GUARDS 
ARM PROTECTORS 


LEGGINGS @ SPATS © SHIN GUARDS 
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APRONS @ COATS © PANTS 


Safeguards furnished in your 
required materials. 





Demano Quatiry 


if you want full safety in 
your safety apparel buys 


Quality alone can put maximum per- 
formance into a product... quality alone 
can put real safety into safety apparel. 
Steel-Grip Safety Apparel gives you 
quality of design, better protection, 
longer service ... more for your money. 

These facts, more than anything else, 
explain why for 43 years the nation’s 
leading industrials have turned to Steel- 
Grip Industrial Safety Apparel. 

These industrials have reason to know 
that the appearance of safety without the 
fact of safety can be worse than no pro- 
tection at all. 

You, too, should draw upon this rich 
capital of 43 years’ experience in coping 
with your industrial risks and hazards. 
Insist on the genuine labeled Steel-Grip 
Industrial Safety Apparel from your in- 
dustrial or safety supply jobber. 






Steel-Grip 


INDUSTRIAL 
Safety Apparel 


TRADE-MARK 
To be sure 

of the Genuine 

Demand this Trade Mark 





STEEL-GRIP OPEN END FINGER GUARDS 


The Finger Guard demonstrates how close 
Industrial is to the safety needs of industry. 
Since Industrial introduced Steel-Grip open 
end Finger Guards, they have been used 
successfully in every type of American industry. 
Made in open and closed end styles, in a 
choice of materials. Ask for literature describ- 
ing the various types. SIZES FOR MEN AND 


WOMEN. (U. S. Patents No. 2,351,906, No. 


2,461,872.) 








INDUSTRIAL GLOVES COMPANY 


A Corporation 
1452 Garfield Street, Danville, Illinois 
(In Canada: Safety Supply Co., Toronto) 
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An explosives blast replaced the tra- 
ditional spade as Atlas Powder Co,, 
Wilmington, Del., broke ground re- 
cently for its new administrative head- 
quarters on a selected 45-acre tract. 
The structure, which will cost nearly 
$2,700,000, is scheduled for completion 
early in 1955. It will house Atlas Pow- 
der’s present 400 general office employ- 
ees and allow for a fifty percent future 
expansion in the administrative staff. 
The building will be 382 feet long and 
will have a three-story center section 
flanked by two-story wings. It will be 
constructed of brick. 


Southern Screw Company, States- 
ville, N. C., has announced an expan- 
sion program calling for an investment 
of $2,000,000 and requiring two to three 
years to complete. 

Operations will be expanded to in- 
clude the manufacture of machine 
screws, sheet metal screws, drive 
screws, cap screws, lap screws and 
hanger bolts. Machines for much of 
the new production have already been 
delivered. Other machines and equip- 
ment needed for new lines, including 
a carburizing furnace, are on order. 
The new plant, with an eventual ca- 
pacity of approximately 500,000 square 
feet, will afford room for all the com- 
pany’s operations. 


The formation of a Southern Divi- 
sion, with headquarters in Atlanta, 
Ga., has been announced by National 
Carloading Corporation. The new di- 
vision has been organized to give busi- 
ness firms shipping to and from the 
south an improved, low-rate for 
warder service. 

Operations of the division embrace 
a wide area. Facilities have been ex- 
panded to handle shipments via Na- 
tional Carloading stations located in 
the following southern cities: Atlanta, 


Ga.; Birmingham, Ala.: Chattanooga 
and Memphis, Tenn.; Charlotte and 
Winston-Salem, N. C.; Greenville, 


S. C.; and Jacksonville, Miami, Tampa 
and Orlando, Fila. 


Acquisition of the American Polymer 
Corporation of Peabody, Mass., was 
announced recently by the Chemical 
Division of the Borden Company, New 
York City. The acquisition includes 
American Polymer plants in Illiopolis, 
Ill.; Montreal, Canada; and Sao Paulo, 
Brazil. All these plants produce resin 
emulsions and solutions of various 
types from a number of base mono- 
mers. American Polymer will operate 
as a separate department of Borden’s 
Chemical Division. 


Nopco Chemical Company, Harrison, 
N. J., has purchased the controlling 
interest of Yocum Faust, Ltd., London, 
Ontario. The subsidiary company will 
continue to operate under its original 
name. 

Nopco plans are being formulated to 
give the Canadian organization the 
benefit of Nopco’s research facilities. 
Nopco also plans to add, considerably, 
to the Canadian plant to accommodate 





expansion of production and sales. 
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You? 


a Doubting Thomas? 





IF YOU’RE a man who has to be shown, 
we're right in your corner, Just give 
Roebling “Blue Center” Steel Wire Rope 
one try...see for yourself how it saves 
time and costs you less on the job. 

Two out of three wire rope users in 
the industrial field prefer Roebling rope. 
Call the nearest Roebling office for a 
Field Man to suggest the best ropes for 
your purposes. 


@ ROEBLING 











f / ‘ A subsidiary of The Colorado 
* , 3 Fuel and Iron Corporation 
: 
% —— —_———_ —- -——_— --/ 
é — — — = 
JOHN A. ROEBLING'S SONS CORPORATION, TRENTON 2, N. J ATLANTA, 934 AVON AVE * BOSTON, 5S! SLEEPER ST * CHwICAGE S525 w. ROOGE 
VELT RD. + CINCINNATI, 3253 FREDONIA A . eve HEIGHTS BLVO. + OENVER, 4801 JACKSON ST.+ OETROIT, 91S FISHER BLOG. 
HOUSTON, 6216 NAVIGATION 8B . : . NEw YORK, 19 RECTOR BT . OOCSESEA, TEKAG, 192C . 2nN S . PHILA 
DELPHIA, 23 VINE GT. + SA? O00 IST AVE. S. + TULSA, 32! N. CHEYENNE ST * ExPoRT ALES OFFIGE 
TRENTON 2.hn.4 
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PM@lCHASE PROTEX 
BAGS—TOPMILL bur- 
lap or cotton... 
laminated to crin- 
kled kraft with 
waterproof adhe- 
sive. With or with- 
out dry-seal closure. 





ma CHASE RED TYE 


DRAWSTRING BAGS— 
Wide variety of 
sizes and shapes. 
Made of quality cot- 
ton rayon or nylon 
for mailing and 
storage of parts 
and samples or new 
products. 





CHASE CRINKLED 
OR CRINKLED AND 
PLEATED LINERS — 
Waxed or unwaxed 
protective liners for 
bags, barrels, boxes 
and drums. Sizes to 
meet every require- 
ment 


— 








CHASE SHARKRAFT & 


BAGS—Every-ply 
crinkled Multiwall 
Bag that provides 
elasticity to resist 
rough usage. Avail- 
able in 2 to 5 plies. 














CHASE MULTIWALL 
PAPER BAGS—Avail- 
able in 2 to 5 plies 
for every industrial 
use. A low cost, 
fast filling, safe 
shipping bag. 











A 


CHASE PROTECTIVE 
PAPERS — CHASE 
DUPLEX, smooth or 
crinkled, laminated 
kraft in rolls, 
sheets, or die-cut 
for every industrial 
use. 


Whatever 
your product, 
pack it in 
CHASE Bags 


Chase has over 100 years ex- 
perience making bags of all 
kinds for practically every in- 
dustrial and agricultural use. 
These bags are designed for the 
specific products...made from 
quality materials...sharply and 
clearly imprinted. All this adds 
up to the maximum product 
protection and sales appeal. 


Cail your nearest Chase Bag represent- 
ative for samples to meet your needs. 


ERS 

HEADERS — Neoprene 
treated kraft paper 
or waterproof Pro- 
tex — CHASE makes 
both kinds for all 
commercial uses. 


CHASE BARREL COV- 
AND DRUM- 











CHASE POLYTEX 
PLASTIC BAGS AND 
LINERS—Clear, odor- 
less, moisture-proof 
Polyethylene. Non- 
toxic and air-tight. 
Available with or 
without printing 


Y 





‘ 
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CHASE SAXOLIN 
OPEN-MESH BAGS — 
Available in various 
sizes and colors. 
For all produce and 
citrus. Provides vis- 
ibility and good ven- 
tilation. 





mECHASE TWINES— 


CHASE offers a 
complete line of 
twine and thread 
for all commercial 
uses. 





CHASE REDI-RAPT 
TUBING — Bias sewn 
burlap or cotton 
tubing with two-way 
stretch for eA 
ping all hard to 
wrap items. One size 
fits several packag- 
ing circumferences. 


= 





CHASE COTTON 


BAGS — Available in 
various sizes. Made 
from finest sheet- 
ings, print cloths 
and osnaburgs. 











SCHASE BURLAP 
BAGS — CHASE TOP- 
MILL burlap bags 
are famous for 
strength, uniformity 
and good looks. 
Made of India Jute. 














CHASE PARASAX 
BAGS —‘‘Parasax”’ 


a provides an ideal 


bag for food prod- 
ucts, chemicals and 
many other products 
that require com- 
plete protection 
from the elements. 








CHASE BAG COMPANY 


General Sales Offices: 309 W. Jackson Bivd., Chicago 6, Illinois 
30 BRANCHES AND SALES OFFICES...STRATEGICALLY LOCATED 
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The official opening of the new plant 
of Rubarite, Inc., near Malvern, Ark, 
for the production of synthetic rubber 
powder used in rubberized asphalt for 
road paving and other allied purposes, 
took place recently. Rubarite, Inc., is 
jointly owned by the Goodyear Tire & 
Rubber Co., The National Lead Co, 
and Bird & Son, Inc. 

Rubarite is made by co-precipitation 
of synthetic rubber latex and extremely 
small particles of barytes. 

Other Rubarite installations are lo- 
cated in Wisconsin, Missouri and [Il- 
linois. 


Monsanto Chemical Co., St. Louis, 
Mo., has started full production at its 
phenol plant in Avon, Calif. The plant 
is situated on the 412-acre Contra Costa 
County site which also contains the 
company’s 240-ton sulfuric acid plant, 
jointly operated with Tidewater As- 
sociated Oil Company. 

Phenol, commenly known as carbolic 
acid, is obtained at Avon by a Mon- 
santo sulfonation process which is es- 
sentially a chemical reaction between 
sulfuric acid and benzene. 


A new corporation, G. S. Equipment 
Company, Cleveland, has been organ- 
ized to serve the metal finishing in- 
dustry with new equipment of its own 
design and manufacture as well as 
other national makes. It was organized 
by the officers and directors of General 
Supply Co., Cleveland, and will take 
over all equipment sales formerly han- 
dled by that firm. The General Supply 
Co. will continue to serve the industry 
with supplies only. 


Plans for the large-scale manufac- 
ture of the key basic material for one 
of the promising new synthetic fibers 
were announced by Hercules Powder 
Co., Wilmington, Del. Accordingly, 
Hercules will begin immediate con- 
struction of a $4,000,000 plant for the 
manufacture of DMT (Dimethyl 
terephthalate). DMT is the basic chemi- 
cal used in the manufacture of “Teryl- 
ene”, British trade name for the poly- 
ethylene terephthalate fiber developed 
in that country and known in the U. S. 
as “Dacron”. The new plant will be 
built on the site of present Hercules 
synthetic resin facilities at Burlington, 
N. J., and will supply DMT for the 
$22,000,000 “Terylene” plant now being 
built by Imperial Chemical Industries 
of Canada, Ltd., at Millhaven, Ont. The 
Hercules plant will have an annual 
capacity of about 12,000,000 lbs a year 
and will be the first plant to manu- 
facture DMT by a new air oxidation 
process. 


Bias Sisal Buffs will now be avail- 
able to the metal finishing industry in 
large quantities as a result of the re- 
cent formation of the Joe-D Buff Co., 
Sandwich, Ill. The company, holders 
of the original patent on the Bias 
Sisal Buff (U. S. Patent No. 2,642,706), 
combines the assets and interests of 
two former Chicago firms: Joseph R. 
Davies & Associates and Dearborn 
Industrial Manufacturing Co. 
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. for users of industrial electronic equipment 
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: NEW SIMPLIFIED ELECTRON TUBE INVENTORY PLAN 
tis : le your production line operation depends on vital 
its electronic equipment, an unexpected shortage of 
ant key tube types could cause trouble. 
st , ; 
< To help you guard against a possible equipment 
nt, shutdown, your RCA Tube Distributor now offers 
As- a new RCA Tube Inventory Maintenance Plan... 
slic designed to take the guesswork out of your tube 
yn- inventory control. This plan enables you to set up 
ak accurate reserve stocks and helps to assure smooth 
i \ and uninterrupted production-line operation. 
si There’s nothing for you to sign . . . nothing for 
my you to buy to get the plan started. Your RCA Tube 
in- Distributor will analyze your tube requirements 
= and prepare a suggested tube inventory—tailored to 
aod your equipment and your operation. There is no 
re charge or obligation for this service. 
e 
an- 
ply 
try 
ac- ai tial ll Pa a 
one D> 
ers > / ’ Fi 
der / 
gly, ; 
on- f ‘ " é 
the eo, dated - J di 
hyl 
af TOP-NOTCH DISTRIBUTOR SERVICE DEPENDABLE PRODUCTS 
sly- The services of your RCA Tube Distributor DESIGNED FOR THE JOB 
ped are as close as the telephone on your desk. : : ‘ 
. S. When you buy through your local RCA RCA Industrial Tubes offer you high quality 
be ohh ; : : and long service life. Developed specifically 
Distributor, you simplify and centralize Sor inathaatvtel atunttnnbtnass iare tain rn akaiiied 
~ ordering procedures. Your RCA Tube Dis- on to deliver veliabl ea There’s 
me tributor acts as your local warehouse... RCA tube f, vireaall ri ‘ kind of 
assures you of quick, dependable delivery > es he lee “ 
2ing f electronic equipment in use. So when you 
ries freen. hin. lege Sad eee Seeenees See replace, use RCA tubes for that extra margin 
The You’ll find him friendly, courteous, ready of de > ele corel ceeds ate 
tual to help you with your tube requirements. - y im 8 y- 
year 
oF 
For prompt, expert service on your 
ail- tube requirements, rely on your 
pe local RCA Tube Distributor |_| )~ 
Co., Niall 
Jers 
Bias 
me RADIO CORPORATION of AMERICA 
) z= ELECTRON TUBES HARRISON, N. J. 
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‘| Baltimore Business Form 
does the work of 7 


Until recently a large wholesale distribu- 
tor used separate order and invoice forms, 
had a lag of from five to ten days between 
delivery and billing. Baltimore Business 
Form experts considered the problem, 
designed and recommended a single form. 
Result: Same-day billing, one form, less 

ash tie-up, less costly office routine. 


WHAT’S YOUR PROBLEM? Leading 
department and retail stores, whole- 
salers, delivery services, manufacturers, 
banks... all have found that Baltimore 
Business Forms save time, trouble and 
money. Why do these forms effect such 
mportant savings? Because Baltimore 


Business Forms are designed to fill 
specific business requirements. 


Since 1916, our design and manufacturing 
experts have solved countless problems 
in serving over 60,000 of the nation’s 
leading business houses. Their wealth 
of experience ideally qualifies them to 
help you. Remember, often a single sug- 
gestion may save hundreds . . . even 
thousands... . of dollars for your com- 
pany. So re-evaluate your present 
system in the light of today’s constantly 
changing conditions. Let one of our 
Business Form specialists help you in 
solving your business forms problems. 


BALTIMORE BUSINESS FORMS 


Saving time and reducing costs in business and industry 


The Raltimore Salesbook Company 





The Baltimore Salesbook Company 


3142 Frederick Avenue—Baltimore 29, Maryland 


We are interested in seeing samples of Baltimore Business Forms. 
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Vitro Corporation of America and 
Vitro Chemical Company have merged 
into one corporation known as Vitro 
Corporation of America, with offices 
in New York City. It consists of five 
divisions or operating units and has 
the same capital structure, directors 
and officers. The resulting divisions 
are Vitro Manufacturing Company, 
kittsburgh, makers of ceramic colors 
and chemical products; Vitro Uranium 
Company, Salt Lake City, Utah, proces- 
sors of uranium ore; Canonsburg Rare 
Metals Company, Canonsburg, Pa., re- 
fining and recovery of metals; Vitro 
Laboratories, Silver Spring, Md. and 
West Orange, N. J., research and de- 
velopment; and Vitro Engineering 
Division, New York City, engineering, 


design and construction management 
services. 


United Dye and Chemical Corpora- 
tion, Belleville, N. J., has acquired a 


controlling interest in Camden Forge 
Company. 


A new Ordnance Division, with its 
own integrated engineering and sales 
staff, has been created by F J. Stokes 
Machine Company, Philadelphia. The 
new division will enable Stokes to give 
closer and better attention to military 
procurement agencies, their contractors 
and sub-contractors. To its established 
line, Stokes has recently added auto- 
matic machinery for loading, assem- 
bling, crimping and sealing ammunition 
ranging from small arms up to 60 mm 
in size, and components such as detona- 


tors, boosters, lead charges, pyro- 
technics and flares. 


Pittsburgh Plate Glass Company, 
Pittsburgh, has purchased a four-story 
building and seven acres of land ad- 
joining the firm’s fiber glass manu- 
facturing plant at Shelbyville, Ind. 
Formerly owned by the Porter Carpet 
Sweeper Company, the building con- 
tains 75,000 square feet of floor space 
and will be used by Pittsburgh for 
warehousing and shipping purposes. 


Union Carbide Canada, Ltd., a sub- 
sidiary of Union Carbide & Carbon 
Corporation, New York City, is now 
operating the business of the following 
companies: Bakelite Company (Cana- 
da), Ltd.; Canadian Railroad Service 
Company, Ltd.; Carbide and Carbon 
Chemicals, Ltd.; Dominion Oxygen 
Company, Ltd.; Electro Metallurgical 
Company of Canada, Ltd.; and Na- 
tional Carbon Limited. 


Control of the Ductile Iron Foundry, 
Inc., Stratford, Conn., has been ac- 
quired by the Hartford Electric Steel 
Co., Hartford, Conn. Over $60,000 is 
being invested in the installation of 
new pit type annealing furnaces, clean- 
ing and inspection facilities and con- 
trol devices. The foundry will expand 
production to include the 120-90-02 
grade of ductile (nodular) iron in light 
to medium weight castings and con- 
tinue production of the 60-45-15 grade. 
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410 THE INGENIOUS 


Not familiar with this 





This brush strip can be bent, coiled, or twisted into 
numerous shapes. It can be formed to give inter- 
mittent or continuous brushing action. It can be 
attached to stationary or power driven mountings 
...can be adapted to your present machines or de- 
signed for new machine uses. Size possibilities are 


almost unlimited. To date they run from 4 inch 











Power-driven Fullergript Brush, mounted against 
a conveyor belt where it passes around the end 
pulley, cleans off all material . . . saves 14 man- 
hours formerly spent removing carry-back. 


to 1814 feet in length. How it may help you is a 
matter of your own ingenuity — plus the services 
of the Fuller Brush Engineering Dept. Find out 
what Fullergript can do by sending for a sample 
strip. We will also send a booklet showing its ver- 


Fullergript brush strip mounted on the guard sur- satility ° Simply write us. 
rounding the grinding wheel of a vertical die and 
surface grinder. The Fullergript strip concentrates 
the coolant on the work . . . and away from the 
operotor. 


INDUSTRIAL DIVISION 


BRUSH CO 





3554 MAIN STREET ¢ HARTFORD 2, CONN. 
Power driven brushes, Factory & Institutional cleaning tools, ‘faxes & Detergents 








The Fuller Brush Co., Industrial Div. 
3554 Main St., Hartford 2, Conn. 








MAIL THIS Please send me without cost or obligation a short strip of Fullergript — 

COUPON and tell me how it cuts costs when used as a machine component. 
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DOUBLE-CIRCLE 


REAMERS 


are checked 
beyond reach of 
the naked eye 






The OUTSTANDING QUALITY of all DOUBLE- 
CIRCLE tools starts with the exacting inspection of 
raw steel...making sure it meets Chicago-Latrobe 
above-average requirements. This is followed by 
consistent inspection of each and every individual 
manufacturing operation ...making sure of close- 
tolerance specifications. 

This exactness means that Double-Circle Reamers 
give more cutting mileage ... fast cutting action 
... smooth finish...require a minimum of shut-down 
time for sharpening ... lower tool costs for you. 


You can be sure of top performance... just specify 
DOUBLE-CIRCLE tools when you order. 


yYOuU‘LL GET 
ep 
@ quick SERVIC 


CHICAGO-LATROBE DISTRIBUTOR 











CHICAGO-LATROBE 


® 


DOUBLE CIRCLE 
TOOLS 














DRILLS e REAMERS e COUNTERSINKS e COUNTERBORES © CARBIDE TOOLS e SPECIAL TOOLS : 


5 
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John Brennan & Company, Cicero, 
Ill., manufacturer and distributor of 
building materials, will soon have two 
new steel-frame, metal-covered build- 
ings and a new brick office building 
to replace the manufacturing and stor- 
age plant destroyed last July in a 
$1,250,000 fire. They will have a com- 
bined floor area of about 15,000 sq. ft. 

One of the two new structures will be 
employed for manufacturing and ware- 
housing while the other will be used to 
store lumber. Each will have a metal- 
covered steel framework, with ridge 
ventilators and metal doors. Both build- 
ings will have railroad sidings and 
truck docks. 


Kaiser Steel Corporation, Oakland, 
Calif., has announced an $8,000,000 ex- 
pansion program for its Fontana, Calif, 
rolling mills that will increase produc- 
tion of steel plate, sheet and tin plate 
by 120,000 tons a year. 

This will be accomplished by in- 
creasing and building Kaiser handling 
facilities. Part of the program calls for 
a more than 50 percent expansion of 
the continuous electrolytic tinning line 
to increase capacity from 130,000 tons 
to 200,000 tons per year. Also, Kaiser 
Steel plans additions to increase the 
capacity of the plate mill and hot strip 
mill, operating continuously in tandem, 
by approximately 10,000 tons per month. 
This will be accomplished by the in- 
stallation of a new handling and con- 
ditioning yard for slabs, a third slab 
heating furnace in the plate mill, and a 
modification of the blooming mill to 
produce steel slabs 48 inches in width 
to replace the present 36-inch slabs. 
They also propose the installation of a 
mechanized conveyor from the hot strip 
mill to the tin plate mill to eliminate 
the present freight car handling of the 
hot strip coils. Finally, new facilities 
will be added in the tin plate mill to 
increase annealing capacity. 


Gar Wood Industries, Inc., Wayne, 
Mich., has announced that United Metal 
Craft Co., a Gar Wood subsidiary, has 
acquired the facilities of Uniflex Cable 
Company, manufacturers of welding 
cables and other secondary welding 
connectors. Uniflex products will be 
produced at the Ypsilanti, Mich., plant 
of United Metal Craft Co. 


A modern, fireproof plant, more than 
double the area of the old facilities, has 
been completed by Cadillac Gage Co., 
Detroit. In addition to increasing the 
machining area, Cadillac has added a 
new department to provide precision 
chrome plating work. An additional 
feature is the inspection department 
which has completely automatic tem- 
perature control inspection rooms. 


A. L. Smith Iron Co., Chelsea and 
Cambridge, Mass, has purchased an ad- 
ditional 175,000 square feet of floor 
space for the Smithcraft Lighting Di- 
vision of the company. The property 
was purchased from the Atwood Me- 
Manus Division of the New England 
Box Company. 
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This Kennedy-VanSaun 
CRUSHER SHAFT 


went to work on time 











thanks fo | 
Standard Steel’s | 


fast 
service! 






To keep production moving without delays so 
that finished equipment may be shipped on 
schedule, Kennedy-Van Saun Manufacturing & 
Engineeri ng Corporation realizes the importance 
of Standard Steel’s ability to supply necessary 
materials on time. Vice President F. O. Reedy 
writes: 


“A matter of great importance when contracting 
for the purchase of forgings is the problem of 
getting deliveries. We have rl when Standard 
Steel Works, as contractors, make a promise of 
delivery, it is very dependable, and this is ex- 


tremely important to us.’ 


In addition they have found the analysis and 
quality of the steels used in Standard Steel forg- 
ings and castings contribute to most dependable 
performance records. 

Thus another reason why you should stand- 
ardize on Standard Steel forgings and castings to 
protect your reputation ye the quality of your 
products is the fact that you can be certain of 
Standard’s fast service without sacrifice of quality. 

ONE OF SIX REASONS why you should al- 
ways call Standard Steel for forgings and castings. 








Quality Steel—through production of own Fast Service—a vital factor in the continuing Capacity—wunsurpassed ability to produce 
steel by acid process. 3 growth of Standard Steel for over 150 5 forgings and castings of unusual sizes and 
years. shapes, such as weldless rings all the way 
up to 144” O.D. 
Uniformity—assured by precise contro! of Testing—radiographic tests, tensile tests, Experience—produced by skilled workmen 
forging and rolling operations. 4 hardness tests, ultrasonic probing of internal 6 with 20 to 40 years experience. 


structure, etc. 


For more information write Dept. 8736 


STANDARD STEEL WORKS DIVISION 


Burnham, Pennsylvania 


BALDWIN = LIMA - HAMILTON 





General Offices: Philadelphia 42, Pa. « Offices in Principal Cities 
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Here’s the ROUGH TOP 
: that RATES TOP 
by Independent Test 








*all belts failed before 40° 
except the Quaker Rubber 
belt which was consis- 
tently able to move the 
representative cartons up 


*Test data on request. 


x 
¥ 


HERCULES SAFETY GRIP 
CONVEYOR BELTING 


When a carton-laden belt moves up an incline in excess 
of 40° without load-slippage . . . that’s efficiency. When 
that belt is the only one to do it . . . that’s superior effi- 
ciency. Quaker’s Hercules did this in a comparative test 
with all other leading makes. The reason? Hercules’ rough 
surface with thousands of rubber tentacles that grip and 
hold even the most slippery materials . . . plus the live 
rubber construction of its friction side for proper traction 
between belt and pulley. For the belt that takes cartons 
up the steepest incline, grips the load and gives superior 
service . . . specify Quaker Hercules. 


Write for free folder and name of nearest distributor. 





Belting, Hose, Packing and 
Moulded Rubber of every 
Sona xg construction for every need. 


ry 


“QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 


Branches in Principal Cities 


an incline in excess of 40°. 


The Permutit Company, New York 
City, is building a modern metal-work- 
ing plant at Lancaster, Pa. The new 
$750,000 plant is scheduled for com- 
pletion by early spring. Plans call for 
the vacating of the firm’s Brooklyn, 
N. Y., plant and transfer of its equip- 
ment as soon as the new structure is 
completed. Later in the year, the manu- 
facture of Simplex Valve & Meter 
Company products, now produced in 
Philadelphia, will also be transferred 
to Lancaster. Neither the main execu- 
tive and sales office in New York City, 
nor the manufacturing plant at Bir- 
mingham, N. J., will be affected by the 
expansion. 
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NEWS OF YOUR SUPPLIERS 





New appointments as managers in 
three sales districts of the Synthetics 
Department, Hercules Powder Co., Wil- 
mington, Del., were announced re- 
cently. They are: F. H. Crymes as dis- 
trict manager in Chicago, W. F. Power 
in San Francisco and F. W. Beavers in 
Cincinnati. With the last appointment, 
Cincinnati is now designated as a new 
district sales office. It had formerly op- 
erated as a sub-office. 

J. M. Tough has been named sales 
manager for Watson-Stillman Fittings 





J. M. Tough 


Division, H. K. Porter Co., Inc., Roselle, 
N. J. He was previously district man- 
ager at Chicago. 


Lewis-Shepard Products, Inc., Wa- 
tertown, Mass., has appointed Thomas 
M. Murphy as district sales manager of 
the industrial area surrounding Chi- 
cago. He has been with Lewis-Shepard 
for seven years. 


John A. Curtis has been appointed 
general sales manager of the Electronic 
Tube Division of the Westinghouse 
Electric Corporation, Pittsburgh. 


The appointment of E. Austin Scholin 
as representative in Ohio has been an- 
nounced by the Kaydon Engineering 
Corp., Muskegon, Mich. He will head- 
quarter at 3769 East 145th St., Cleve- 
land. 
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Century 


Whether your concern is castings, forgings or metal 
parts, make 20th Century *Normalized shot and grit 


a part of your straight-line production operation. 


The high uniformity and greater durability of 20th 
Century *Normalized . . . the persuasive abrasive 
line... gives you maximum efficiency, increased 
economy ... and a quality product. 


Write for our new catalog No. 1153 today. 


811 East 67th Street @ Cleveland 8, Ohio 
Howell Works: Howell, Michigan 


One of the world’s largest producers of quality shot, grit 
and powder — Hard Iron— Malleable (* Normalized) —Cut Wire 
—Cast Steel (Realsteel) 


*Copyrighted trade name 














Bay State Abrasive Products Co., 
Westboro, Mass., has promoted Fred W. 





Fred W. Lee 


Lee to the position of Connecticut dis- 
trict manager. He will headquarter at 
the company’s office in Bristol, Conn. 
C. B. Allen, Jr., succeeds J. L. Buell, 
Jr. as Detroit district manager for 
Reliance Electric and Engineering Co., 
Cleveland, Ohio. Mr. Allen was sales 
pplication engineer for Reliance in 
Buffalo, N. Y., during the past three 
ears, 

At the same time, it was announced 
that C. V. Gregory had been appointed 
» the newly created post of manager 
»f district sales. Mr. Gregory is suc- 
eded as Pittsburgh district manager 


by Elwood H. Koontz, who in turn is 
replaced as branch manager of the 
Newark, N. J., sales office by F. Ray- 
mond Obenchain. 

Also, Antony C. Schettler has been 
named branch manager of the Balti- 
more, Md., office, and Wilmer K. 
Schlotterbeck takes over the post of 
Buffalo, N. Y., district manager. 


The Ira S. Latimer Company has 
been named to represent the Steel 
Division of Henry Disston & Sons, Inc., 
Philadelphia, in eastern Michigan and 
northwestern Ohio. The Latimer Com- 
pany is located at 10600 Puritan Ave., 
Detroit 38. 


Ebco Manufacturing Co., Columbus, 
Ohio, has appointed two new district 
sales managers. John M. Harris is in 
charge of Oasis and Kelvinator water 
cooler and air drier sales in southern 
Illinois, Missouri, Kansas, Nebraska and 
western Tennessee. William O. Corfield 
will handle northern [llinois, Iowa, 
Wisconsin, Minnesota and the Dakotas. 


Alexander E. Kleine has been named 
sales representative of lightweight 
film for the Pantasote Co., Passaic, N. J. 
Mr. Kleine, whose headquarters will be 
in Chicago, will serve the territory 
comprising Illinois, Indiana, Iowa, Ken- 
tucky, Michigan, Minnesota, Missouri, 
Ohio and Wisconsin. 


William H. Gates is now manager of 
the southwest district of Mine Safety 
Appliances Co., Tulsa, Okla. He suc- 
ceeds the late Harry W. Riehards. The 
southwest district of MSA includes 
Oklahoma, Texas, Louisiana, Missis- 
sippi and Arkansas. 


J. F. Donegan is the new district 
manager, industrial sales, for the New 
York office of the Philip Carey Mfg. 
Co., Cincinnati, Ohio. 


Ray I. Mitchell is the new sales-sery- 
ice representative for Vulcan Steel 





Ray i. Mitchell 


Container Co., Birmingham, Ala., for 
the southern area. He will work out of 
Birmingham. 
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NEW LIQUID SYNTHETIC DETERGENT 


Whether your water supply is HARD or SOFT, clean- 
ing with CINDET means no curds, no dingy film! 
CINDET is surface-active — it works on the principle 
of LIFTING floor dirt, grease and old water-emulsion 
wax from floors and HOLDING it in suspension in a 
fluffy mass of energetically-cleaning SUDS. Dirt is 
not re-deposited — rinses off easily. 

Dilute a little CINDET in HARD or SOFT water... 
apply with clean mop. 
suds stand 5 or 10 minutes. 
sary, and rinse thoroughly. The result: AMAZINGLY 
BRIGHT, CLEAN FLOORING. 

Safe for all flooring — and wonderful for removing 
stubborn rubber marks. Also excellent for walls, for 
shampooing rugs and upholstery, for washing dishes 


DOLGE backs up CINDET with a complete-satisfac- 
tion-or-deal-is-off GUARANTEE! Write for literature; 
DOLGE SERVICE MAN demonstrate 
CINDET on your dirtiest, greasiest flooring. 
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100% ACTIVE — 100% SAFE! 
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HOT DIP 


GALVANIZING 


EXCELLENT FACILITIES 
for PICKLING & OILING 





Our Record: Over 50 years of 
progressive galvanizing service 
to manufacturers and fabrica- 
tors of iron and steel products 

. any size or shape, any size 
order from the smallest to the 
largest. Excellent facilities for 


pickling and oiling. 


“TO ECONOMIZE, 
GALVANIZE AT 
ENTERPRISE” 





ENTERPRISE 
GALVANIZING CO. 


| 2519 Beate ea oe oe 2 2 8 
PHILADELPHIA 25, PENNSYLVANIA 
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means CHAIN 


Welded and Weldless Chain, Chain Assemblies, 
Slings and Fittings for Every Purpose 


Before coming to America 84 years ago, the 
Round Family had been one of England's 
leading chain-making families for nearly 
200 years. The name Round was on every 
piece of chain they built—and was a name 
that meant the finest chain. 

In America, the Rounds continued to build 
chain in their same craftsman way. Soon the 
name Kound became the standard for 





g 


Lf Welded Vulc-Alloy and } Material 

j — Wrought Iron \ii; Handling 
Weldless Slings i Equipment 
Chain a 


quality chain in this country. 


In those early days, chain was built by hand. 
Now, most types are built by automatic 
machines. Though the present Kound 
Organization has changed to new, modern 
methods of making chain, the Kownd policy 
of building quality chain has not changed. 


Today, throughout the world, the name 
Round means Chain . . . the finest chain. 








Rocired \0S WAGELES CHAIN CORP., Los Angeles 58, Calit. « AOecred’ WOODHOUSE CHAIN & MFG. CO., Trenton 7,6. J. 
> THE Aoccred CHAM & WEG. CO., Chicago 38, Ill. © THE SOUTHERN CHAIN & MFG. CO., Birmingham 4, Ala. , 4 
OHIO HOIST & MFG. CO., Cleveland 5, Ohio + AZxcgedd CHAIN CO.OF CANADA, Brampton, Ont. 
te Roni WEIN FINISHING CO, Cleveland 5, Ohio a 
Rowsed wr0ors weG. C0. trenton 7,6. 5. 
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Formed Albroloy 
Wire Non-sparking 
Products Tools 


} ie 
Kound CHAIN COMPANIES X& 


THE CLEVELAND CHAIN & MFG. CO., Cleveland 5, Ohio » Avxcred’ SEATTLE CHAIN CORP. Seattle 8, Wash., Portland 10, Ore. 
Rocirtdl WivckPont CHAIN & MFG. CO., Bridgeport 1, Conn. » Ade#ed! CALIFORNIA CHAIN CO., Se. San Francisco, Calif. 
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10219 Michigan Ave. « D 








~. . Protecting Your 
Product’s Reputation! 






















Consumer goodwill, 
which determines the 
reputation of your prod- 
uct, depends on “The 
Vital Link between 
Power and Perform- 
ance”. . . the cord as- 
sembly you use! 


That’s why a cord set 
from Riverside is the 
best investment you can 
make. You save assem- 
bly time with easily 
installed pre-fabricated 
wiring. You avoid the 
upkeep of specialized 
production equipment. 


But most important... 
you install “Reputation 
Insurance” on every as- 
sembly where you use 
a Riverside cord set! 
Take advantage of our 
specialized engineering 
experience and produc- 
tion facilities. Send 
samples or prints for 
prompt recommenda- 
tions and a firm quota- 
tion without obligation. 


Vanufacturing 


AND ELECTRICAL SUPPLY COMPANY 
earborn, Mich. » Phone Tiffany 6-6800 

WIRING HARD AND ASSEME ® 

HEATER A Tk f R A A 
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Four additional sales engineers have 
been assigned to the district offices 
of the Whiting Corporation, Harvey, 
lll. They are: William C. Esch to Cin- 
cinnati; Paul Schnackenberg to 
Houston; Byron M. Hoskins to Phila- 
delphia; and W. G. Rawson to Seattle. 


William Johansen, general sales man- 
ager of Magnesium Company of Amer- 
ica, East Chicago, Ind., has been elected 
vice president in charge of sales for 
the company. Mr. Johansen has been 
with the company since 1948 and was, 
at one time, southwestern division 
manager. 


Cory Corporation, Chicago, has named 
Robert W. Bales to the post of South 
Texas territory manager. Mr. Bales 
will headquarter in Houston, Texas, 
and will cover South Texas from the 
Louisiana border to San Angelo and 
from Waco to Brownsville. 


R. A. Richards has been named man- 
ager of the Bonding Materials Divi- 
sion, Bakelite Company, a division of 





‘ 


R. A. Richards 


Union Carbide & Carbon Co., New York 
City. Mr. Richards succeeds E. H. 
Gross who was recently appointed to 
the Market Development Department. 


Nelson Stud Welding Division of 
Gregory Industries, Inc., Lorain, Ohio, 
has appointed General Engineering and 
Machinery Co., Tampa, as distributor in 
Florida. 


The establishment of a new product 
sales group for polyethylene resins, with 
Edmund S. Childs as sales manager, 
was announced by the Plastics Division 
of the Monsanto Chemical Company, 
Springfield, Mass. In addition, the divi- 
sion announced the promotion to sales 
representatives of four men. E. H. 
French will service Ultron vinyl film 
accounts out of the division’s New York 
office. Alfred E. Pigeon will handle 
similar accounts out of Springfield. 
Arthur J. Raiche will handle service 
Lustrex styrene customers in Chicago 
and Wilbur M. Swan will handle the 
sale of sheets, Vuepak cellulose acetate 
and Ultron vinyl film out of the same 
office. 





American Cyanamid Co., New York 
City, has appointed F. A. Strovink as 
eastern regional manager of its Paper 





F. A. Strovink 


Chemicals Department. Mr. Strovink 
succeeds A. C. Bates, who has retired. 


David Shipley has been appointed 
general sales manager of Marvic, Inc., 
San Mateo, Calif. 


Joel H. Watkins has been appointed 
sales manager of transformers and al- 
lied products of the Kuhlman Electric 
Co., Bay City, Mich. 


Two new grinding wheel sales repre- 
sentatives have been named by Electro 
Refractories & Abrasives Corp., Buf- 
falo, N. ¥. They are: Robert J. Lan- 
gan, who has been assigned the metro- 
politan New York area, and Donald W. 
Greve, who will cover Pittsburgh, 
Western Pennsylvania and West Vir- 
ginia. 


George F. McDonald and V. J. Hor- 
nak, have joined the sales staff of the 
Los Angeles office of the L. B. Foster 
Co., Pittsburgh. 


Richard C. Carmean has been named 
to the sales engineering staff of the 
Cambridge Wire Cloth Co., Cambridge, 





Richard C. Carmean 


Md. He will assist in sales and service 
work throughout Ohio, Michigan, and 
eastern Indiana. 
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Eiccision was built into every detail of 
this Nineteenth Century clock. 
Today, the finest gears are mechanically 
reproduced by means of precision-built 


hobs. For the best in’ hobs — demand 
precision hobs by Union. 


Renaissance 19th Century French Clock, 
made in Paris by RAINGO, Circo 1840 


UNION TWIST DRILL COMPANY >: ATHOL,; MASSA 


Milling Cutters Gear Cutters Twist Drills Hobs Reamers Carbide 


OWNERS AND OPERATORS OF: S. W. CARD MANUFACTURING CO. DIVISION, Mansfield, Mass. 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock Island, Quebec 


4VENTORY COSTS, ORDER FROM YOUR LOCAL DISTRIBUTOR 
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Industry depends upon the special skill of overhead linemen to 
keep the “hot” wires carrying power to turn the wheels. Many 
product manufacturers depend upon the special skills of Vinco 
production personnel to supply component parts. Because these 
parts are supplied at competitive costs and with a very minimum 
of scrap, they create an added profit for the customer. 

All tools and gages used for mass producing component parts 
from ferrous or non-ferrous metals are designed and made to Vinco 
high standards in its tool and gage plant. 

Let Vinco specialists prove that they are your best bet! 

Vinco Corp., 9119 Schaefer Hwy., Detroit 28, Mich. 


Gear Pumps e Master Gears « Commercial Gears 
B-1 Formed Wheel Dressers .« Spline Gages 
Optical Master Inspection Dividing Heads 
Camshaft Comparators .« Involute Checkers 
Precisiondex e Gear Rolling Inspection Fixtures (® 





MILLIONTHS OF 
INCH-FOR 


TRADEMARK OF DEPENDABILITY 
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Two new regional sales divisions 
have been established by Lufkin Rule 
Co., Saginaw, Mich. The east central 
division will be managed by William 





W. F. Rockwell D. F. Oltz 


F. Rockwell, a veteran of 20 years’ 
service with Lufkin. D. F. Oltz is the 
other manager and will handle the 
activities of the west central division. 


Bausch & Lomb Optical Co., Roches- 
ter, N. Y., has named George H. 
Phreaner as sales manager of its 
Ophthalmic Division. Mr. Phreaner will 
be in charge of the sale and distribution 
of eyeglass lenses, frames, diagnostic 
instruments and ophthalmic equipment 
as well as the firm’s safety eyewear 
and its occupational vision program. 


Link-Belt Co., Chicago, has an- 
nounced the appointment of Harvey V. 
Eastling as general manager of the 
company’s Pacific Division, with head- 
quarters in San Francisco. He succeeds 
Ralph M. Hoffman, who is retiring after 
40 years of service. 


DeWalt, Inc., Lancaster, Penna., has 
named Thomas M. Geraghty as district 
sales manager for a territory comprised 





Thomas M. Geraghty 


of West Virginia, thirteen counties in 
eastern Kentucky and the portion of 
Pennsylvania west of Lewiston. He will 
headquarter at Pittsburgh. 


The Trumbull Components Depart- 
ment, General Electric Co., Plainville, 
Conn., has named four men as man- 
agers of key marketing positions. A. P. 
McGraw has been made manager, com- 
ponent sales; J. D. Hopkins, manager 
product planning and marketing re- 
search; J. A. Kelly, manager, com- 
mercial service and H. S. Hill, man- 
ager, internal sales. 
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Gair is always “Johnny-on-the-Spot” when you want 
fast delivery of corrugated or solid fibre shipping containers. 
Our neighborhood service keeps Gair shipping containers flowing, 
without interruption, to the high-speed production lines of nearby manufacturers. 
Call your nearest Gair Plant for speedy delivery of 


shipping containers ... containers that meet your every requirement. 


GAIR NEIGHBORHOOD PLANTS 


CAMBRIDGE, MASS. @ CLEVELAND, OHIO @ HOLYOKE, MASS. @© MARTINSVILLE, VA. © NO. TONAWANDA, N. Y. 
PHILADELPHIA, PA. © PORTLAND, CONN. @ RICHMOND, VA. @ SYRACUSE, N. Y. © TETERBORO, N. J. 


Do you have your copy of the Container Handbook? If not, write for one today. 


BGAIR 


ROBERT GAIR COMPANY, INC. +155 EAST 44TH 


SHIPPING CONTAINERS 
FOLDING CARTONS 
PAPERBOARD 
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) Rubber 
» Bands 


OUTSTRETCH 
OUTLAST 
ALL OTHERS 
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‘> Guaranteed by = 
Good Househeoping 
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@ Bands for Every Purpose 


@ Saves Time and Labor in Production 


PROMPT @WWe'll Make Them for Your Special Needs 
DELIVERY 


NATIONALLY DISTRIBUTED . . . AVAILABLE AT YOUR REGULAR SUPPLIERS 
All Plymouth Standard Bands Made to Federal Specifications 


PLYMOUTH RUBBER COMPANY, Inc., Canton, Mass. 











FOR YOUR 


STAINLESS STEEL FASTENERS... 
It's ALLMETAL 


aT _ 
® Siew oe | 






[~ the leading source for Stainless 
Screws, Nuts, Bolts, Washers, 
Pins, Rivets. Made right, Priced 
right. “AN” and“Standard Types 
carried in stock. Phillips Recessed 

_ Head Screws and Specials avail- 
able too. 


any 





WRITE FOR CATALOG P-19 


MANUFACTURERS SINCE 1929 


REA & 
RY gy. ish SCREW PRODUCTS COMPANY, INC. 
Wrenc®” 821 STEWART AVE. GARDEN CITY, N. Y. 
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Clemson Bros., Inc., Middletown, 
N. Y., has appointed L. B. Powers as 
district sales manager for the area in- 
cluding the District of Columbia, Vir- 
ginia, West Virginia, North Carolina, 
South Carolina and parts of Ken- 
tucky and Tennessee. His headquarters 
will be in Richmond, Va. 


William C. Marshall has been ap- 
pointed northwest territory representa- 
tive of the Dye stuff Department, 
Calco Chemical Division, American 
Cyanamid Co., Bound Brook, N. J. He 
will headquarter at 935 N.W. 12th Ave., 
Portland 9, Ore., and will serve all 
color consuming industries in Northern 
California, Oregon and Washington and 
the paper trade throughout the Pacific 
Coast area. 


Pratt & Whitney, Division Niles- 
Bement-Pond Company, West Hart- 
ford, Conn., has moved its Los Angeles 
branch office to 3016 E. Olympic Blvd., 
Los Angeles 23. 


John Hogg, formerly with General 
Electric, has been named a sales engi- 
neer for William Miller Instruments, 
Inc., Pasadena, Calif. He will special- 





John Hogg 


ize the application research and sales 
engineering of oscillographs, amplifiers 
and power supplies in all states west of 
the Mississippi. 


Allegheny Ludlum Steel Corpora- 
tion, Pittsburgh, has named William J. 
Baldwin as west coast technical repre- 
sentative. Mr. Baldwin will headquar- 
ter in the firm’s Los Angeles office. 


Titeflex, Inc., Newark, N. J., has an- 
nounced the appointment of Arthur M. 
Rogers as controller of the company. 
The present Titeflex, Inc., a subsidiary 
of Atlas Corporation, is the result of a 
recent merger with the Indian Motor- 
cycle Co. of Springfield, Mass. 


Harry M. Reed has been named vice 
president—sales, to succeed W. B. 
Renois, resigned of the Gerrard Steel 
Strapping Division, U. S. Steel Corpo- 
ration, Chicago. Mr. Reed will be re- 
placed as central district manager by 
Richard G. Patterson. 
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Steam heater insulated with “Featherweight” 85% Magnesia blocks and K&M 
asbestos cement. Meramec Power Plant, Union Electric Co., St. Louis, Mo. Insula- 
tion Contractor: Armstrong Cork Company 


4 
cali wreigft 85% MAGNESIA 


In Union Electric Company’s Meramec Power 
Plant, ““Featherweight” 85% Magnesia was used 
to insulate the steam heater pictured above. Such 
an application is a typical one for dependable 
“*Featherweight.” 

By itself this material (85% basic carbonate of 
Magnesia and asbestos fiber) is effective on piping 
and equipment with temperatures up to 600°F. 
Used with K&M Hy-Temp Insulation (diato- 
maceous silica), its range is extended to 1900° F. 

Hy-Temp is applied directly to the hot surface, 
and ‘‘Featherweight”’ is used as the second layer. 
The two insulations are applied with staggered 


KEASBEY & MATTISON company-~ Amsler + PENNSYLVANIA 


Nature made asbestos . . . Keasbey & Mattison has made it serve mankind since 1873 


vertical and horizontal joints—thus eliminating 
heat loss which occurs on single layer installations 
when the expansion of hot piping and equipment 
causes the joints to open. 

This K&M combination insulation will last the 
life of the equipment it serves, will withstand 
moisture, alternate heating and cooling, wetting 
and drying. Both materials are supplied in various 
sizes and thicknesses. 

Your K&M distributor is an experienced appli- 
cator who will gladly give you more information 
about these heat-saving, money-saving _K&M 
insulations. Or write directly to us. 
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yay FIRE BRICK CEMENT 


NATIONALLY USED 
FOR BONDING 


STOPPER ROD ASSEMBLIES 





Stopper Rods being assembled. Note the 
liberal application of ADAMANT to the 
Stopper Rod pin. 


USE ASiaivariw 1D 
FOR YOUR HOT TOPS 
MANY DO! 








Hot Tops being bonded with ADAMANT. 
Hot Top completely bonded in foreground 

. - mote the outer, top edges sealed and 
protected with ADAMANT. 


\DAMANT—Ready-Mixed and easy to 
use available in air-tight drums of 100, 
250 and 500 Ibs. capacity. Helpful 
ADAM ANT Folder and/or list of users 
names gladly sent upon request. 


And member, when you use fire brick, 
use “ADAMANT Fire Brick Cement.’ 





REFRACTORIES CO. 


789 S. Swonsen St. Philadelphia 47, Pa. 
In C dian Botfield Refractor- 
ies Co., Ltd., 1 Eastern Avenue, Toronto 
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| Plastics Production Up 30% in ’53 


Another new record was estab- 
lished by the Plastics Industry in 
1953. It is an all-time high of ap- 
proximately 3,000,000,000 pounds of 
raw materials produced. This ap- 
proximation, as estimated by The 
Society of the Plastics Industry, Inc., 
is 30% above the actual production 
of 2,333,924,000 pounds of synthetic 
resins in 1952. It is also twice the 
1,491,111,000 pounds produced in 
2949 and nearly five times the 1943 
rate of 653,332,000 pounds. 

Prospects for 1954 appear to be 
fairly satisfactory and indicate, at 
this early date, a small increase of 
perhaps 5° over 1953 or about 3,- 
150,000,000 pounds of such plastics 
raw materials. 

The 1953 value of all plastics 
products approximated one and a 
half billion dollars. This year SPI 
estimates that these products will 
be valued at $1,575,000,000.00. 


y y 2 A 


Electrical Industry at Peak in 
53; Sees Good Year Ahead 


Demand for electrica! products in 
1954 will be almost as great as that 
for the record year just passed. 
That’s the prospect outlined in a 
statement issued by W. J. Donald, 
managing director and A. J. Nesti, 
chief statistician, of the National 
Electrical Manufacturers Associa- 
tion. 

For the coming year, the industry 
expects only a slight decrease— 
from 3 to 5°%—in the record $15% 
billion worth of shipments made 
last year. The 1953 volume was 
about 7% higher than the volume 
of shipments for 1952. 

All branches of the industry 
showed increased activity with the 
exception of building equipment 
and supplies. The latter suffered a 
decrease in sales in 1953 of about 
5% from 1952; while shipments of 
insulating materials increased about 
15%; appliances, about 10%; in- 
dustrial apparatus, wire and cable, 
and illuminating equipment, about 
5%; and generation, transmission, 
and distribution equipment, and 
signalling and communication equip- 
ment, about 3% 

In the case of generation and 
transmission equipment — including 
such products as power and dis- 
tribution transformers, turbines, 
switchgear, and electrical measur- 
ing instruments—the industry ex- 
pects that the peak volume of busi- 
ness obtained in 1953 will be re- 
peated in 1954. This estimate is 

(Please turn to page 294) 
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oiler. Easy to fill—not necessary 
to remove pump mechanism to 





60 YEARS OF OILING 
WITH “ EAGLE OILER 





EAGLE Steel Bench Oilers are 
durable and versatile 

Rugged one-piece body. Bot- 
tom and body electrically 
welded together. Available with 
either straight, bent or flexible 
spouts—all interchangeable. 


For precision pump oilers you 


can’t beat the EAGLE #66 






Brass spark-proof all-purpose 


fill. An outstanding oiler of 
many uses in industrial plants. 


EAGLE Hydraulic Pump Oilers 
are favorites with machine op- 
erators and maintenance men 
Positive-acting and depend- 
able. Delivers a drop or a full 
stream of oil under thumb lever 
_ control. No pump leathers. No 
soldered connections. Guaran- 
} teed against leakage. Straight, 
angle or flexible spouts—all in- 
terchangeable. 34, 1 and 2 pint 
capacities. 


And for handling flammable 
liquids, EAGLE Safety Cans 
are really SAFE! 


The new Eagle Safety Can 
has exclusive Eagle features 
which assure convenience 
and efficiency for plant and 
personnel. Listed and labeled 
by Underwriters’ Laborato- 
ries, Inc. Approved by Fac- 
tory Mutual. 


ORDER FROM YOUR DISTRIBUTOR 


Eagle Products Are Also Available in Canada 





SEE US IN CHICAGO 
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MANUFACTURING COMPANY 
Wellsburg, W.Va. 
60 YEARS OF SERVING THE TRADE 
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HUGE SHAFT TO BE PART OF 
HYDROELECTRIC 


This is a 96-ton water-wheel gener- 
ating shaft that will see service in the 
hydroelectric plant of the big McNary 
Dam across the Columbia River. The 
shaft is one of a group being forged 
and machined by Bethlehem for this 
great power and flood-control project. 


Bethlehem has made some heavier 
Shafts, but few that were any more 
complex. As the picture shows, it is 
a tapered job, with the shaft proper 
ranging in outside diameter from 30 
to 36 in. The large bearing flange 
near the center is 94 in. in diameter. 
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From an overall standpoint, the 
forging is a good example of the 
heavyweights our shops so ‘often 
handle. But we also make some 
midgets—pieces weighing as little as 
an ounce. You can call upon Bethle- 
hem for all kinds of forgings—closed- 
die, hammer, and press—and you 
will find them well made, the kind 
that consistently stand up in heavy- 
duty service. 

We are always glad to talk forgings 
... SO Why not give us a ring the next 
time you’re in the market? Remem- 


PLANT AT McNARY DAM 


ber, we make the full range, from 
drop forgings on up, and we can 
machine to your specifications. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are 

sold by Bethlehem Pacific Coast Steel Corpora- 

tion. Export Distributor: Bethlehem Steel 
Export Corporation 
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(Continued from page 290) 
based principally wpon the fact that 
there are definite plans to expand 
generating capacity further with an 
estimated addition of another ll 
million kilowatts in 1954, and on 
the fact that there will also be a 
further increase in output of elec- 
trical energy amounting to an addi- 
tional 27 billion kilowatt hours. 

The volume of shipments of in- 
dustrial apparatus—such as, electric 
motors, industrial controls, and 
welding equipment—is expected to 
fall off 5% in 1954. This reflects the 
general expectations in the indus- 
trial field where it is estimated that 
industrial production will fall off 
6% and industrial construction will 
be off 14%. 


. £*. # 


Engineering Graduates Salaries 
Continued to Rise in 1953 


Engineering graduates of New 
York University in 1953 started 
AR the preferred working at salaries that averaged 5 
per cent more than in 1952. Their 
average starting salary was $345 a 
month, with most of the engineers 
(71 per cent) taking jobs in private 
industry. 

Reporting the results of an em- 
ployment survey of the June gradu- 
ating class, Dean Thorndike Saville 
of NYU’s College of Engineering 
disclosed that 1953 starting salaries 





Long Range ranged from $270 to $412. 
Dial Indicator The increase, he noted, continued 
No. 262 ilk the upward trend in engineering 
salaries of each of the last seven 
... not because they cost more (in the long run they're years with the exception of 1949. 
more economical ) but because they’re completely impersonal. They do their Current starting salaries are up 52 
measuring jobs absolutely independent of the human hand. per cent $097, 1947, when the aver- 

For more than 50 years, Ames Micrometer Dial Gauges and Indi- age Pir ; lenti 
area ‘ — a . are plentiful, and nearly 
cators have kept pace with increasingly critical precision requirements. half (46 per cent) of the engineering 
Today, each part of every Ames product is carefully built by exclu- 


graduates were hired on_ the 
campus,” Dean Saville said. “More 
companies than ever before took up 
campus recruiting in the competi- 
tion to attract men to their employ.” 


sive Ames methods and machines from the materials best suited 
to its function — and 100% checked for accuracy. As a result, 
all Ames products are extremely accurate and sensitive, yet 
rugged and tough —to give you /onger service with Jess 





down -time. r i” Highest average starting salaries 

Freon ($355) went to graduates in me- 

Ames Dial “No. 502 chanical engineering and engineer- 
Comparator No. 13 e 


ing physics. Dean Saville pointed 
out. however, that fields with the 
highest salaries vary from year to 
vear and that the surveys do not 
show any one field consistently 
leading the others. Results of the 
1953 survey are based on 99 re- 
turns of a questionnaire mailed to 
this year’s engineering graduates. 






Ames Caliper “ss 
Gauge No. 12B 
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Ames Send today for your 
Trutest Indicator Sets free copy of Catalog No. 58 


—— 





’ 31 Ames Street 
SmOMAWes. 8° le CLASSIFIED SECTION 


| SEE PAGE 328 
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on drive and conveyor 


Whatever your delivery requirements may be on 
Rex Drive and Conveyor Chain, Sprockets, Flexi- 
ble Couplings, and Shafer Self-aligning Roller 
Bearings, you'll find Chain Belt Company more 
than able to meet your needs. 150 stock-carrying 
Distributors are backed up by 31 District Sales 
Offices, 9 Warehouses and 5 Plants in cities 
strategically located to offer unequalled service 
to you. 


Chain Belt Field Sales Engineers and Distribu- 
tors are expert at solving power transmission 
and conveying problems. And, because they are 
backed by a complete line, they are able to rec- 
ommend the one best chain that exactly suits your 
needs. Chances are they can help you cut costs or 
improve operations by their chain selection as- 
sistance. 


chains ¢« sprockets « 


self-aligning roller bearings « flexible couplings 


¢ belt conveyor idlers « 


LOOK TO 


CHAI XJ BELT 


CcomMmMPAWN Y 


Ferruary, 1954 


spray nozzles 


CHAIN BELT COMPANY 
4764 W. Greenfield Ave., Milwaukee 1, Wis. 


(C1 I would like to know the name and address of my Chain Belt Distributor. 
[) Please send me informative literature on [ Rex Roller Chains, 

(0 Rex Chabelco Chains [ Rex TableTop Chains [ Rex Cast Chains 
(1 Complete Rex Line [ Rex Flexible Couplings [ Rex Sprockets 

(10 SHAFER Bearings [J Rex Belt Idlers [ Rex Spray Nozzles 

C—O I would like to see a Chain Belt Man. 


Cami. onsi ch «6.44. bees nbGbs 0 specced ews seckeels 0 vtegensnunenten sess 
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: YST ONE “SPECIAL PROCESSED” 
f COLD HEADING WIRE 


@ EXCELLENT FLOW 
PROPERTIES 


@ PROLONGS DIE LIFE 
@ FEWER REJECTIONS 
@ REDUCES INSPECTIONS 


The excellent grain flow properties of this superior 
cold heading wire assures the desired upsetting and die 
forming qualities you need for greater efficiency in the 
production of Phillips head, clutch head and cross- 
recessed head screws. 


The structural soundness and uniformity of Keystone 
“Special Processed’”’ Cold Heading Wire is attained by 
careful selection of raw materials, our own exclusive 
drawing and heat treating process, rigid quality controls 
and inspections. Compare the performance of Keystone 
“Special Processed’? Cold Heading Wire next time you 
have a difficult cold heading problem to solve. 





Keystone Steel & Wire Company 
PEORIA 7, ILLINOIS 
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Plan Simplifies, Aids In Contro| 
Of Industrial Lubrication 


A new method of completely 
controlling every phase of indus- 
trial lubrication has been announced 
by Alemite, a division of Stewart- 
Warner Corporation, Chicago, II], 

Called Coloroute the plan uses 
easy-to-use color symbols to con- 
trol the selection, handling and ap- 
plication of all oils and greases from 
the “barrel to the bearings” of 
machines. 

Coloroute makes easy the identi- 
fication and segregation of lubri- 
cants in the oil room; prevents mis- 
application of lubricants in the 
plant; definitely assigns lubrication 
responsibilities; reduces the num- 
ber of lubricants; provides “barrel 
to bearing” application to deter 
contamination; highlights hidden 
lubrication points, and _ greatly 
simplifies the “oiler’s” job. 

The Coloroute Plan originates in 
the oil room where each lubricant 
drum is color coded. Application 
units are color coded, also, to coin- 
cide with the code adopted in the 
oil room. As each machine bearing 
in the plant is similarly color coded, 
the delays in selection and mis- 
application of lubricants are 
avoided. 

To do the job, Alemite offers a 
Coloroute Kit containing quick-dry- 
ing lacquer in six colors in as 
many spray containers; a set of 
stencils, each of different design to 
represent the varying frequencies 
of applications of different oils or 
greases, plus lubrication analysis 
sheets; master record cards and an 
oil room identification chart. 


riit at 


Emery Air Freight Cuts “Blue 
Ribbon Service” Rates 


Emery Air Freight Corporation 
has reduced its “Blue Ribbon Serv- 
ice” rates and is now offering lower 
minimums. This applies across the 
board to virtually every weight and 
distance. Emery’s lower cost “Ex- 
pedited Service” is being eliminated. 

John Emery, president, gave these 
reasons: “First, it is confusing for 
one carrier to offer two services at 
two rate levels. In spite of all we 
have done to broaden the usefulness 
and shipper acceptance of our sec- 
ondary Expedited Service, the great 
majority of our customers still want 
our best performance when they 
call us, not a restricted if less ex- 
pensive substitute. Second, we have 
a long-term objective; constantly to 
improve our service and steadily to 
reduce our prices.” 
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MULTIROL CF BEARINGS 
PROVIDE POSITIVE CAM 
ACTION IN ANCHOR CUT-OUT 





Ancnor dteel and Conveyor Company 
relies on Multirol Cam Follower Bear- 
ings for positive and instant operation 
of Anchor cut-out couplings. When 
dangerous overload occurs this torque 
sensitive coupling cuts power when a 
spring loaded sliding sleeve is actu- 
ated by forcing CF series bearings up 
the inclined faces of a circular cam. 
Shock load capacity and dependa- 
bility of CF series bearings combine 
to help the Anchor Company protect 
motors and machinery from damage 
due to overload. 


SJOGREN KILLERS CAST WIRE 
ON MULTIROL CF BEARINGS 





On Sjogren Killers for casting wire, 
Multirol CF bearings with outer races 
grooved to required wire size have 
replaced hardened steel rollers. 
Sjogren maintained required accu- 
racy at much higher casting speeds 
with minimum of grease instead of 
objectionable oil lubrication. 
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BEARING SELECTION GUIDE 


A new 140-page Bearing Selection 
Guide, complete with 30 pages of 
vital engineering data, has been 
released by the McGill Manufac- 
turing Co. Ask for Catalog No. 52. 






Warner & Swasey Uses MLILTIROL® CF Bearings as 
STEADY REST ROLLERS ON TURRET LATHES 


The precision turning done on War- 
ner & Swasey Turret Lathes depends 
to a great extent on providing ade- 
quate, accurate and free turning sup- 
port for the work in process. The 
pressure of the cutting tool must be 
backed up on the end opposite the 
chuck so that depth of cut and con- 
centricity remains constant. 

This support is provided with tool 
holders using two Multirol Cam Fol- 
lower bearings as steady rest or bar 
turning rollers. The precision quality 
of these rolls is very important to effi- 
cient operation. Free turning rolls of 
adequate capacity will assure work 
with a smooth finish and a high de- 
gree of accuracy. 

Warner & Swasey have been using 
Multirol CF Series bearings in this 
application for over 15 years. They 
adopted the McGill bearing after find- 
ing its precision quality, resulting 
from close radial tolerances, ideal to 
help insure superior lathe perform- 
ance. 

The outer ring of Multirol CF Bear- 
ings operates on a full complement of 
small diameter rollers so the load is 


be oe 








Ms G | L gee Pvedsden Bearings 


McGILL MANUFACTURING COMPANY, INC. 
400 N. Lafayette Street, 


r _ 





evenly distributed over a greater 
bearing surface. The inner race and 
flange are made in a single piece 
with the stud, preventing any possi- 
bility of disassembly. Close tolerance 
grinding of all bearing surfaces in- 
sures greater accuracy throughout 
longer bearing life and, compared 
with plain bearings, lubrication is 
simplified and less critical. Both start- 
ing and rolling friction are reduced 
to a minimum. As a result, internal 
wear is diminished and power re- 
quirements of Multirol bearing equip- 
ped machines are cut appreciably. 








Valparaiso, Indiana 


— — 
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Your BEST Buy 
... Fegardless of 





CANS and PAILS 


WITT CANS and PAILS are designed and con- 
structed to give you more service for your 
dollar. They withstand years of hard usage 
ond abuse which wreck the ordinary con- 
tainer. Many WITT CANS and PAILS are still in 
excellent condition after 10, 15, yes even 
20 years or more service. They're guaranteed 
to outlast 3 to 5 of the ordinary kind. Re- 
gordiess of price, you get more for your 
dollar. Buy a WITT! 


Compare WITT CAN and PAIL 
features with others on these 
points: 


STRAIGHT SIDES 

DEEP ROLLING CORRUGATIONS 
HEAVY GAUGE STEEL 
STRUCTURAL STEEL BANDS 
HOT DiP GALVANIZING 
PINCH-PROOF HANDLES 
STURDY LID 


WITT CANS AND PAILS 
HAVE THE “RIGHT” ANGLE 






, ans 


“Originators of the Corrugated Can” 


THE WITT CORNICE COMPANY 
2127 Winchell Ave., Cincinnati 14, Ohio 
Please send me your FREE Catalog. 





Data on Wire Rope Assemblies 


Macwhyte Company, Kenosha, 
Wis., has issued a new catalog il- 
lustrating and giving detailed 
specifications for wire rope with 
fittings permanently attached. The 
assemblies are used for operating 
controls, as a part of machinery and 
equipment, and for slings and hoists. 
Request Catalog Industrial Stand- 
ards #5201, Wire Rope Assemblies. 
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1953 a Year of Records 
for Aluminum Industry 


Setting new records became a 
habit with the aluminum industry 
during 1953. New monthly records 
for primary production were es- 
tablished early in the year, only 
to be broken successively in later 
months. Likewise new quarterly 
records were set, and the total for 
the year broke the all-time record 
of 1952 by a wide margin. 

On the basis of statistics for the 
first ten months, primary aluminum 
production for the year is estimated 
at 2,500,000,000 pounds, or about 33 
per cent over the _ 1,874,664,367 
pounds produced in 1952. The 1953 
production would have been still 
higher had it not been for a power 
shortage in the South which re- 
sulted in some loss of production in 
that area during the last quarter. 

The industry’s expansion program 
moved ahead on schedule during 
the year so that by year-end its 
annual primary capacity stood at 
approximately 2,840,000,000 pounds, 
including about 158,000,000 pounds 
of stand-by capacity using high- 
cost power. New fabricating plant 
construction also was on schedule 
during the year. The third round 
of primary capacity expansion, how- 
ever, which was announced late in 
1952 and which would have brought 
three new producers into the in- 
dustry has not materialized. This 
additional capacity still is under 
consideration by the Government 
and may be carried forward during 
the coming year. 

The industry’s increasing produc- 
tion eased the aluminum supply 
situation considerably in 1953. As 
a result, more metal has become 
available for civilian use than at 
any time since the outbreak of 
hostilities in Korea. Aluminum 
users may expect to find more 


TORQUE WRENCHES 


‘Read by Sight, Sound or Feel. 


* Fibmenently Accuraill 

@ Practically Indestructible 
@ Faster—Easier to use 

@ Automatic Release 


@ All Capacities 


n inch ounce 
pounds 


All Sizes tf 


very 
manufacturer, 
design and 
production man 
should have 
this voluable 
dota. Sent upon 
request. 












DEFECTIVE CASTINGS? 


In steel castings, internal defects are often 
very costly to the buyer use they usual- 
ly don’t show-up until considerable machin- 
ing is done (with attendant labor expense). 
Generally speaking, foundry practice pro- 
vides only for the replacement of defective 
castings, leaving the expense of machining to 
be borne by the customer . . . Naturally, all 
foundries, at some time or other, turn out 
a bad casting—but choose one which is 
noted for its good castings, its cooperation, 
and its understanding of your problems. 
Choose Atlantic Steel Castings . . pro- 
ducers of top quality castings since 1915. 





Learn more about Atlantic 
in ‘Atlantic Axioms’’, our 
informative, interesting 
house organ. Write for it 
on your business letter- 
head, please. 






Name eee eo ee eee eeeeeeseerereseeeeeee®e metal available in 1954 over and 
above the additional metal to be 0 
\hé 
PUM. . i» sc chiseadieeiekos das racteneeeta taken for the national stockpile. ‘ if L f nt | C 
Aibdenss. . . isch de tetetias.» 8h tadenedin —From a year-end statement by STEEL CASTINGS COMPANY 
Donald M. White, secretary, The Sixth and Lloyd Streets Chester, Pa 
City bi Sale I. S Sle. 0 cidd Se ‘Aileen Reamatntlon Chester 3-418] 
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THE DOOR TO OPPORTUNITY 


Come right in! Join the watchmakers and other users of non- 

ferrous metals who find Riverside Alloys the Open Sesame to 

precision-manufacturing. 

A century of service to the most exacting of crafts is your as- ; 

surance of satisfaction with these fine metals ...in sheet, strip, R | Vv t R & | D f 
rod, wire, circles, blanks ... of phosphor bronze, nickel silver, i 

cupro nickel, and beryllium copper. " ALLOYS 
You can prove in practice that Riverside Alloys are Industry’s 

Allies. Writing for the Riverside Handbook involves no obliga- 

tion. The Riverside Metal Company, Riverside, N. J. Branches 

in all principal cities. 


Free pocket-size 
Alloy Handbook. 
Your’ reference 
and guide to Al- 
loy specifications. 
Write today. 
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PAGE 


Manufacturers’ Wire 





THAI 


product 







makes 
them all 


YOU draw the Shape... 
PAGE will draw the Wire 


Cross-sectional areas up to .250” square; 
widths up to %"; width-to-thickness ratio 
not to exceed 6 to 1. 


Tell us the way you want it. We’ll follow 
your specifications. 








Write or wire today 





plus 
Welding 


© Page Steel and Wire Division 
AMERICAN CHAIN & CABLE 


Monessen, Pa., Atlanta, Chicago, Denver, Detroit, 
Los Angeles, New York, Philadelphia, Portland, 
San Francisco, Bridgeport, Conn. 


Electrodes 
Wires 
Rods 
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Westinghouse Head Warns 


Against Further U. S. Tariff Cuts 


Any further general reductions in 
U. S. tariffs could seriously affect 
many industries, large segments of 
labor and agriculture, and entire 
communities, Gwilym A. Price, 
president of the Westinghouse Elec- 
tric Corporation, said recently. 

Those who are currently advocat- 
ing “Trade Not Aid,” Mr. Price 
pointed out, are also advocating that 
U. S. industries which are affected 
should be subsidized. This, he holds, 
changes the slogan to “Trade Not 
Aid for Foreign Manufacturers; Aid 
Not Trade for U. S. Manufacturers,” 
That paradox, he believes, is not 
only unsound but completely un- 
acceptable to American concepts of 
free enterprise. 

Mr. Price’s warning and conclu- 
sion are based upon a penetrating 
analysis of recent reports on the 
foreign trade position of the elec- 
trical manufacturing industry, just 
completed for Westinghouse by O. 
Glenn Saxon, noted international 
economist and professor of eco- 
nomics at Yale University. 

Sales in this country of foreign 
electrical machinery and equipment, 
Professor Saxon warns, already 
constitute a serious and growing 
threat to the American electrical 
manufacturing industry and to the 
continued, uninterrupted supply of 
electric power for industrial, agri- 
cultural and domestic use. 


Security A Vital Point 


The United States cannot afford 
to have power systems, atomic 
energy installations and other gov- 
ernmental projects depend upon 
foreign sources for emergency serv- 
ice and supplies, he declares, “From 
a security standpoint,” he says, “it 
cannot have foreign nationals fa- 
miliar with vital installations. 

“The policy of purchasing from 
abroad impairs both the continued 
availability of power in emergency 
periods and the capacity of the 
U. S. industry to provide the neces- 
sary planning, facilities and skills 
to assure such availability. 

“We must not sacrifice our na- 
tional defense in the name of aid 
abroad. . The United States 
should no more be dependent upon 
foreign industries and servicing in 
this critical area than in the servic- 
ing of our entire military establish- 
ment at home.” 

Saxon states that federal govern- 
ment purchases of heavy power ma- 
chinery and other electrical equip- 
ment from foreign sources have in- 

(Please turn io page 306) 
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Whatever the job... 


marking 
lines 


or 
airlines 


f 


Find out how you can | write Permacel Tape Corporation, New Brunswick . 
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You Save when you solve 
your ventilation problems 


























Here are two authoritative catalogs effective fan installations in stores, 
that will help you get rid of hot, offices, factories and institutions, 
stagnant air and disagreeable plus information on dependable 
odors... the kind that cost youin Emerson-Electric Exhaust Fans and 
terms of employe efficiency and Air Circulators. 


customer relationships. Make air an asset, not a problem. 


These catalogs include plans for Send for these free catalogs today! 


THE EMERSON ELECTRIC MFG. CO. 
St. Louis 21, Missouri 


° 


SS aS sl 


The Emerson Electric Mfg. Co., St. Lovis 21, Mo. 


FREE — Without obligation, send me the 
Emerson-Electric Catalog(s) checked: 


I 

I es 

" No. 757-A Exhaust Fans No. 757-B Air Circulators 
I 

i 


Company 


ae nr ee ae State 


Teele 


APPLIANCES 


FANS « MOTORS —_= 
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(Continued from page 304) 
creased to an alarming degree, at 
the same time that U. S. sales abroad 
of these products have been de- 
clining. He attributes this in a large 
degree to “a sustained drive on the 
part of foreign exporting nations to 
capture a substantial portion of the 
U. S. electrical equipment business.” 
This sustained drive, he emphasizes, 
is at the expense of the U. §. 
domestic market and other markets 
foreign to the exporting nations.” 

He adds: “Foreign competition is 
almost certain to become progres- 
sively more intensified and bitter in 
future years with respect to both 
U. S. exports and U. S. imports of 
electrical products. 

“Imports of electrical products in- 
to this country can undermine the 
price levels of the industry, on 
which depends its ability to support 
the research, development and pro- 
ductive strength of the entire or- 
ganization.” 


Re: Fh 


Steel Capacity Increased 
Almost 7 Million Tons in °53 


At the start of 1954, the steel 
capacity of the United States was 
124,330,410 net tons of ingots and 
steel for castings annually. This is 
the highest level ever achieved and 
an increase of 6,782,940 tons during 
1953, according to American Iron 
and Steel Institute. 

The new annual capacity figure 
of the world’s largest steel industry 
is an increase of more than 32 
million tons, or 35% in the eight 
postwar years. It results from steel 
companies’ large scale expansion 
and improvement programs. It is a 
gain of over 52% since 1940. 

The expansion of production fa- 
cilities was indicated by the In- 
stitute on January 5, 1953, when it 
announced that “the annual capa- 
city is rising toward an expected 
figure in excess of 123,000,000 tons 
of ingots and steel for castings.” 
A few weeks later, the Defense 
Production Administration estima- 
ted that the national ingot capacity 
on January 1, 1954 would be slight- 
ly over 124 million tons. 

Other producing facilities in the 
industry have been expanded and 
improved. Blast furnace capacity 
went up 2,621,150 tons during the 
past year and as of January 1, 1954, 
is rated at 82,001,390 net tons an- 
nually. Blast furnace capacity has 
increased about 47 per cent since 
1940. Coke oven capacity was in- 
creased over 2 million tons in 1953 
and is now rated at 73,239,540 net 
tons a year. 
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from COMPLETE stocks— 


For new applications—or for everyday requirements—you’ll find it 
more convenient to order your tubing from Frasse. Complete stocks— 
over 700 sizes of seamless mechanical tubing alone—permit you to 
select the sizes best suited to your needs. Needless “shopping” is 
avoided—speedy delivery is assured—when you call Frasse. 


In addition, Frasse Technical Service is available for your use. Backed 
by over 50 years experience in solving tube problems, Frasse engineers 
will work with you to obtain maximum performance and profit with 
tubing in your product. 


Join the hundreds of leading industrial firms that have made Frasse 
their one dependable source for everything in tubing. For quick 
delivery—for accurate reliable service—as well as suggestions on 
fabrication, write or call Frasse ... the tubing warehouse. 


Seamless and Welded Aircraft Tubing 

Mechanical Tubing Stainless Tubi 
Centrifugally Spun Tubing ag tee 
Condenser, Hydraulic and 

Pressure Tubes Stainless Pipe, Valves and Fittings 





inten eaeoncncnnt i ale 


NEW YORK 13, N. ¥. © 7 Grand Strsot . Walker 5.2200 

_PA. 3911 Wissahickon Avenue ¢ BAldwin 9-9900 
BUFFALO 7. N. ¥. . "P. O, Box K, Station B © BEdford 4700 
SYRACUSE 1, N. ¥. © P. O. Box 1267 © S¥Yracuse 73-5241 
HARTFORD 1, CONN. © P. O. Box 1949 © HArtlord 46-8835 
LYNDHURST _ ROCHESTER ¢ BALTIMORE 
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says “Keep Out’’ to thieves, 
vandals, trespassers. 


Valuable property and buildings are 
wrotected when you have an Anchor 
oa to keep undesirables away from 
your factory or plant area. 

An Anchor Fence gives lasting protec- 
tion. Exclusive dee -p- -driven anchors 
hold this‘ ‘Galv- After” Chain Link Fence 
erect and in line regardless of soil and 
weather conditions . . . yet fence can 
be moved quickly and easily to new 
locations. Square, tubular steel end, 
corner and gate posts enhance appear- 
ance, give greater strength. H-beam 
line posts increase installation dura- 
bility. Square, tubular steel frame gates, 
are-welded at the corners for greater 
strength, complete an Anchor Fence 
industrial installation. 

Reduces losses, prevents damage, en- 
ables outdoor storage, frees valuable 
factory space, adds" attractiveness to 
plant grounds! Yes, an Anchor Fence 
does all this. No wonder industry insists 
on the genuine Anchor Fence. For more 
information, write: 


ANCHOR FENCE, Division of ANCHOR POST PRODUCTS, Inc., 
6615 Eastern Avenue, Baltimore 24, Maryland 


Anchor Fence. 


Division of f ANCHOR POST PRODUCT S, Ine. 
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Piants in: Baltimore, Md.; Houston, Texas; and Los iain Calif. 
Branches and warehouses in all principal cities. 
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Brazing Ring Packaging 
Cuts Loss, Aids Inventory 


A new method of packaging pre- 
formed brazing rings is said to speed 
production brazing and eliminate 
waste from bent ends and tangling. 
In addition, it helps provide a con- 
stant accurate inventory, since 
quantities on hand can be deter- 
mined at a glance. 





Rings are burr-free. 


The method, developed by Alloy 
Ring Service, Inc., 1095 E. 52nd St., 
Indianapolis, Ind., provides for sup- 
plying the rings neatly fitted on a 
cardboard tube or dowel rod. The 
company. states that Servel Com- 
pany’s electrical refrigeration divi- 
sion has saved time and cut produc- 
tion costs through use of the rings. 
The precision-formed rings are free 
of burrs. Perfect fit insures equal 
distribution of metal for uniform 
heat transfer. 


Seiberling Rubber Company 
Organizes Plastics Division 


Seiberling Rubber Company, 
Akron, Ohio, has organized a new 
plastics division and is now in pro- 
duction on a pilot plant basis. 

This is the first time the company 
has éntered into a major product 
diversification since World War IL 
At first, Seiberling will concentrate 
on the fabrication of rigid plastic 
material. The product will feature 
special properties of tensile strength, 
chemical resistance and other de- 
sirable characteristics. The material, 
produced in sheet form, will be re- 
sold to manufacturers for conversion 
into special products. Seiberling 
buys non-plasticized _ polyvinyl 
chloride in raw powder or granule 
form, then combines it with other 
substances and processes it on mills 
and other machinery. 

The Seiberling plastics division 
will occupy a new plant at New- 
comerstown, Ohio. 
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STANOIL 


TRADE MARK 


Industrial Oil 






How they keep hydraulic 
maintenance to a minimum 








@ Officials of the Active Tool and 
Manufacturing Company, Detroit, 
Michigan, count on trouble-free 
hydraulic operation of this giant 
press. They place much of their 
confidence in the performance of 
Stranoit Industrial Oil—and with 
good reason. 


Recommended by a Standard Oil 
lubrication specialist, Sranom has 
served in the hydraulic system of 
this press for over four years. In all 
of that time, it has not been neces- 
sary to replace the original fill of oil 
nor has the hydraulic system once 
needed to be cleaned. Periodic tests 
of oil samples have shown that 
STANOIL, despite hard service and 
high oil-operating temperatures, 
has maintained a lubricating quality 
comparable with new oil. 


You, too, can rely on this unique, 
versatile oil to give you clean, de- 
pendable service, in a wide variety 
of equipment. The Standard Oil 
lubrication specialist serving your 
area of the Midwest will be glad to 
show you operating records covering 
the many applications of STanom. 
Phone him at your local Standard 
Oil office. Or, write: Standard Oil 
Company, 910 S. Michigan Ave., 
Chicago 80, Illinois. 


\) 


What’s Your 
problem? 


LE. Stratton, of Standard Oil’s 
Detroit, Michigan, office, is the 
ibrication specialist who has 
llped the Active Tool and 
ufacturing Company keep 
Hdraulic maintenance at a 
Snimum through use of 
Stunon Industrial Oil. 
_Take advantage of the serv- 
ke offered by the lubrication 
Pecialist in your own locality. 
ou can contact him easily by 
honing your local Standard 
Company (Indiana) office. 





















STANDARD 


STANDARD OIL 


COMPANY 
(Indiana) 
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STAINLESS TUBING 


USERS WHO KNOW! 


SAR Ae Bn EA A I gk mamma ne 


Dea! with the Specialist among Specialists 


Stainlecs Tubing Size and Inicxness 
O.D. to 44" O.D. 
20 to .154 wall 
Carbon Steel Tubing 
»’ O.D to 52” O.D. 
8 wt 260 wall 
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THE STANDARD TUBE CO. 


Detroitzs, & ¥ Michigan 


Welded Tubin 
€ bing J Fabricated Parts 


in P 








New Type FlameHardening 
Equipment To Service Industry 


Flame-hardening of cast iron 
and steel with specially developed 
hydraulic equipment is used by 
Columbia Industries, Huntington 
Park, California. 

The process equipment is called 
the first of its type to be introduced 
to the industrial metal field. 

Providing closely controlled me- 
chanical processing, the equipment 
is adaptable to any size part or fool. 
It is equipped with a 35 ft. lift which 
permits the processing of shafting 
of tubing up to 35 ft. in length. 
Spinning, progressive spinning or 
spot hardening of cast iron and steel 
parts or tools is accomplished auto- 
matically, replacing hand methods 
and other obsolete types of flame- 
hardening operations. 

Serving industry in all parts of 
the country, Columbia handles both 
defense and industrial sub-contract- 
ing work for industries such as 
steel, tool & die, plastic mold, oil 
well equipment and machine manu- 


-facturers. Additional information is 


available from the company by 
writing Columbia Industries, 6057 


State Street, Huntington Park, 
California. 


wo-F Ff 


Book Discusses Choice of 
Fabricated Materials And Parts 


One of the important decisions 
that a company often must deter- 
mine is how a particular part they 
are designing should be made — 
whether as a casting, a forging, a 
stamping, be machined, or made by 
powder metallurgy, etc. A new 
book, “Fabricated Materials And 
Parts,” written by T. C. DuMond, 
editor of “Materials & Methods”, 
and published by Reinhold Publish- 
ing Corp., New York 18, N. Y., aids 
in solving this pressing problem. 

It covers all of the 20 most im- 
portant manufacturing methods and 
describes and compares them with 
each other from the cost and design 
standpoint. In addition, the book 
fully discusses materials that can 
be used, sizes and tolerances pos- 
sible, and advantages and limita- 
tions for each method. It is written 
specifically for the man who knows 
what his product must do and en- 
ables him to quickly and easily find 
out what factors are involved in 
choosing the soundest, most eco- 
nomical method of manufacturing 
it. 

The book sells for $6.50 per copy 
and is available through the Rein- 
hold Corporation. 
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GERUINE HWATTS= 


NEW BARREL 
BEARING—an exclusive 
Hyatt design! 

Built only by Hyatt, 
this self-aligning, dual- 
purpose bearing is now 
widely used in newest 
passenger cars, trucks 
and farm machinery. 


A GENERAL MOTORS PRODUCT 


















4 ’ 
A 
y * 


HYATT HY-LOADS 
—preferred for the vital 





load-carrying positions! 
These high-precision, 
straight-roller bearings 
insure *“*Hyatt Quiet” in 
millions of vehicles. 





A UNITED MOTORS LINE 


ENERAL 
Mor 





STRAIGHT | 
HYATT BEARINGS DIVISION 





Fepruary, 1954 


WATE 
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DISTRIBUTED 
BY 

DEALERS 
EVERYWHERE 





BARREL © ) TAPER . 
GENERAL MOTORS CORPORATION e HARRISON, NEW JERSEY 
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Don’t be afraid 


to change that 


Package Design 


BRADLEY 


has a rigid plastic box for your product 








Series 300 
ey x 44" ca y%" 
(assorted compartments) 


aye x 14" x 1 


2 7/8" . 2": x wy 
4 compartments. 












— 
No. 32 
2%'' diam. x 5/8" deep 


Industrial manufacturers, especially of 
components, arte utilizing our boxes 
for packazing. We have over 500 
cigid polystyrene boxes available FROM 
STOCK MOLDS, or we will design a 
box to meet your specific requirements. 


Send for illustrated catalog, showing 
box dimensions . . . you’re cordially 
invited to visit our new factory and 
showrooms when in Chicago. 


World’s Largest Assortment of 
Rigid Plastic Boxes 


\BRADLEY 
' INDUSTRIES 


1650-56 North Damen Ave. 
Chicago 47, Ill. 
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What Is a Legal Signature? 
(Continued from page 76) 
evidence of the making of the mark, 
and the writing of the name around 

it is no essential part.” 


The Basic Precedent 


A decision of the United States 
Supreme Court a century and a 
quarter ago established permanently 
that a signer’s “mark” is his signa- 
ture. 

In that case a bill of sale of six 
negroes together with farm stock 
and equipment was made by Joseph 
Milah to Henry Franklin on July 
17th, 1819, with the clause, “The 
condition of this bill of sale is such 
that the above mentioned property 
remain in my possession so long as 
I live and after my body is consigned 
to the grave, to remain as above 
mentioned in the above bill of sale,” 
followed by: 

his 
“Joseph X Milah” 
mark 

When the signer of this bill of 
sale died, his family claimed the 
property on the ground that under 
the laws of Louisiana all sales of 
slaves must be over the signature 
of the seller. 


The United States Supreme Court 
held that the bill of sale was exe- 
cuted over the signature of the 
seller and said of the objection that 
it did not conform to the require- 
ments of the statute: 

“It is rested on a provision of 
the law of Louisiana which declares 
‘that all sales of immovable prop- 
erty, or slaves, shall be made by 
authentic act or private signature.’ 
Signature is indeed required, but 
the question is: What is a signa- 
ture? 

“If this question were necessarily 
to be decided by the principles of 
law as settles in the courts of Eng- 
land and the United States, there 
would be no doubt of the truth of 
the legal proposition that making a 
mark is signing, even by the testator 
of a last will and testament, which 
have been fenced around by the law 
with more than ordinary grounds 
because they are generally made by 
parties when they are sick and when 
they need all the protection which 
the law can afford them. 

“According to the rules adopted 
in this state, the ordinary mark of 
a party to a contract places the 
evidence of it on a footing with all 
private instruments in writing.” 





“Surface-Barrier” Transistor 
Said to Outperform All Others 


A new type transistor claimed to 
out-perform all transistors now in 
use for military and civilian equip- 
ment has been brought out by 
Phileco Corporation, Philadelphia, 
Pa. 

“The new ‘Surface-Barrier’ tran- 
sistor” says L. J. Woods, Philco’s re- 
search and engineering vice presi- 
dent, “operates at high frequencies.” 
and with low power consumption.” 
These are requirements, he added, 
which have limited the use of tran- 
sistors up to this time to hearing 
aids and devices. 

The new transistor is the “most 
important advance in electronics” 
since discovery of the point-con- 
tact transistor, according to Mr. 
Woods. “It opens up an entirely 
new realm for transistors in both 
military and civilian applications,” 
he said. 

“The ‘Surface-Barrier’ transistor 
is of unique construction and un- 
precedented performance,” Mr. 
Woods said. “It has operating char- 
acteristics which make possible its 
use at frequencies 10 to 100 times 
as high as obtainable with the older 
alloy junction transistors. 


“The new unit operates with such 
economy of power consumption that 
for the first time a portable military 
communications receiver operating 
on very high frequency channels 
can be powered solely by two flash- 
light cells. The receiver can be made 
as small as a pack of cigarettes and 
has an operating life of many 
weeks,” he said. 

Behind the “Surface-Barrier” 
transistor is a new method of pro- 
cessing germanium which gives 
promise of transistor mass produc- 
tion, Mr. Woods said, because the 
method may be precisely con- 
trolled. Inability to control produc- 
tion methods has been a limiting 
factor in the production of tran- 
sistors up to this time, he added. 


a a. 


Vinyl! Plastic Film Standard 


The printed edition of, General 
Purpose Vinyl Plastic Film, Com- 
mercial Standard CS192-53, is now 
available. The announcement was 
made by the Commodity Standards 
Division of the U.S. Department of 
Commerce. Copies may be pur- 
chased ‘from the Superintendent of 
Documents, Government Printing 
Office, Washington 25, D.C., for ten 
cents each. 
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STURDY 


CONSTRUCTION 


ECONOMICA 


SHIPPING 


POSITIVE 


PROTECTION 





Write for free booklet, 

“How To Stack & Load 

Corrugated Shipping Boxes.” 

Hinde & Dauch, Sandusky 

26, Ohio. eS 


HINDE & DAUCH - 



















AGE FENCE: 


e AMERICA’S FIRST WIRE FENCE e 





wt 
a 


es you blame yourself if failure to safeguard 


property resulted in loss? After all, isn’t property protection a 
responsibility of all management? Security is a job for Page 
Chain Link Fence, available in heavily galvanized Copper- 
Bearing Steel, long lasting Stainless Steel or corrosion-resist- 
ing Aluminum. But PAGE means more than a quality product. 
It is a complete fence service, performed by more than 100 
firms having technical training and fence erecting know-how, 
and conveniently located throughout the country. For illustrated 
data on Page Fence and name of experienced firm nearest you— 


Whrlle to PAGE FENCE ASSOCIATION in Monessen, Pa., 
Atlanta, Bridgeport, Chicago, Denver, Detroit, Los Angeles, Philadelphia, 
New York or San Francisco. 


\ 
PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC. 













iT’S A SMART MOVE TO ORDER 


Special Washers 


FROM A LEADER 





ANY METAL 


ANY SIZE 


ANY QUANTITY 


+ 
Over 15,000 Sets of 
tools at 
your disposal 












Analytical Approach 


to Purchasing 
(Continued from page 114) 


had before. Obviously, there was no | 
thread control with that kind of 7 
variation. There was our answer but ~ 
the important point is that the tool 7 
man had readily and gladly accepted ~ 
us as the root of all the trouble, 7 
simply because our human relations 7 
were off the beam. : 


Summary 


In summary, we can come to the 
following conclusions about the an- 
alytical approach to purchasing: 

1. Purchasing agents are using 
the latest and most penetrating 
methods of analysis in approaching 
their everyday problems. 

2. Some of the fields involved are 
in cost analysis, inventory control, ~ 
and purchasing research. These © 
don’t describe the full field of a | 
purchasing agent’s contribution; 7 
they simply indicate those areas in ~ 
which my own company happens to © 
have done the most work. 4 

3. Without a highly developed © 
talent for human relations, a pur- © 
chasing agent never gets a chance 
to do any of the things mentioned 
here. 

Chester Barnard, one of the 
world’s great authorities on execu- 
tive thought and action, puts it this 
way: “The only way to obtain con- 
fidence is to deserve it.” 


a a 
New Unicellular Polyethylene 
Provides Weight Savings 


A new cellular polyethylene with 
half the weight and a dielectric con- 
stant about one-half that of regular 
polyethylene, has been developed 
by Bakelite Co., a division of Union 
Carbide and Carbon Corp., New 
York City. The new material has 
been extruded at company labora- 
tories on various size wires and has 
been used to insulate ultra-high 
frequency television lead-in wires. 

The new unicellular polyethylene 
is expanded with the aid of a blow- 
ing agent which produces a ma- 
terial made up, mainly, of uncon- 
nected cells. With its lower specific 
gravity and reduced dielectric con- 
stant, the new plastic is aimed at 
jobs where weight savings in fin- 
ished wire construction are neces- 
sary and where lower electrical at- 
tenuation and line losses are needed. 
Specific gravity of the new plastic 
is 0.47 as compared to 0.93 for 
standard polyethylene. In addition, 
the unicellular polyethylene retains 
the characteristics of resistance to 
corrosion by salt water, most acids, 
alkalies and oxidizing agents. 
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Cost of wing flap 
supports cut 75% with 
rolled structural T-sections 
of US'S Carilloy steel 





® Wing flap supports for Consolidated Vultee’s 
Model 340 Convair airliners are stronger, cost 
less, and are of better quality now that they are 
made from hot-rolled structural T-sections of 
U-S-S CARILLOY steel. 

When J. C. Peacock Co., of Los Angeles, Cali- 
fornia, started making these T-shaped flap tracks 
for Convair, the accepted practice was to ma- 
chine them from 21/4,” x 314,” bars of alloy steel. 
But machining took a lot of time, and more than 
50% of the stock metal was wasted in scrap. 

Peacock and Convair engineers studied the 
problem and soon realized that they could 
shorten machining time and reduce scrap losses 
by fabricating directly from rolled sections. They 
found just what they were looking for in hot- 
rolled T-sections of CARILLOY 4140. 

This steel is giving excellent results. Not only 
are the CARILLOY parts stronger than those 
formerly used, but they require 4 hours less 
machining time, and reduce scrap losses 60%. 
Finished tracks now cost only one-fourth as 
much as they did before. 

Our experienced steel engineers and metal- 
lurgists may be able to help you make similar 
savings. Just call our nearest District Office. 


U N Tes OD 




























THE T-SHAPED CROSS-SECTION of a flap 
track in front of a 214” x 314” steel bar shows 
how much metal was formerly wasted. Left, the 
same flap track in front of the CARILLOY 
T-section that cuts scrap loss 60%. 





UNITED STATES STEEL CORPORATION, PITTSBURGH 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 


UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Carilloy 
~~ @® Steels 


ELECTRIC FURNACE OR OPEN HEARTH 
COMPLETE PRODUCTION FACILITIES IN CHICAGO OR PITTSBURGH 
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Legal Rights of Purchasers 
(Continued from page 128) 

253 S. W. (2d) 929, the testimony 
showed facts as follows: One Clark 
purchased from a dealer a tele- 
vision set for which he paid $10.00 
down and gave his note for $315.44 
payable in monthly installments of 
$13.15. The note was secured by a 
chattel mortgage on the set. Clark 
also paid $13.50 for a warranty or 
guarantee of the television set. 

The television set was installed 
in Clark’s home with the antenna 
being placed on the roof. The tele- 
vision set did not operate to the 
satisfaction of Clark, who made 
complaints to the seller. Differences 
arose between the parties, and the 
seller filed suit on the note and to 
foreclose the chattel mortgage lien. 
Clark alleged that the seller gave 
a one year’s guarantee on the set 
and that it failed to make the 
guarantee good. He also proved that 
the seller’s employes had damaged 
his roof when installing the aerial. 

The jury decided that the seller 
could repossess the set because the 
purchaser failed to prove that it 
would be unsatisfactory to the 
average buyer. Also, this court held 
that the seller must pay $200 to the 
purchaser, the cost of repairing the 
roof damaged when the seller’s em- 


ployes installed the set. The court 
said: 

“The jury was justified in finding 
that the television set was ma- 
terially defective. The evidence was 
sufficient to sustain the jury’s find- 
ing that the reasonable costs of re- 
yairing the roof to its condition 
prior to installation of the antenna 
was $200.” 


Cash Is Implied 


Recently, a reader asked this 
legal question: “If a seller makes 
a sale of merchandise without 
specifically extending credit to the 
purchaser, can the latter insist on 
paying the bill 60 days after receiv- 
ing the merchandise?” 

According to a late higher court 
decision, the answer is No. Modern 
higher courts consistently hold that 
if a seller does not agree to extend 
or give credit to the buyer cash 
always is implied. Moreover, a 
buyer who promises to pay cash or 
part cash and does not do so can- 
not enforce the sale contract. 

For example, in Shearer Company 
v. Burm, 216 S. W. (2d) 955, it was 
shown one Burm agreed to purchase 
certain merchandise and pay $532.94 
cash on delivery. The balance due 
was to be secured by a chattel 
mortgage on the merchandise. A 


salesman of the seller delivered the 
merchandise to Burm. The sales- 
man did not know that Burm was 
to pay $532.94 cash, and he failed 
to collect this amount from Burm. 
In the suit which followed, the 
higher court held that since Burm 
had secured delivery of the mer- 
chandise by representing to the 
salesman that the cash down pay- 
ment due under the sale contract 
had been made, the seller could 
recover possession of the merchan- 
dise, unless Burm paid at once the 
full amount due, plus interest. 
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Aids Heat Treat Specifying 


The Metal Treating Institute, 271 
North Avenue, New Rochelle, N.Y. 
offers a folder entitled “Heat Treat- 
ers Cite Short Cuts to More Ef- 
fective Purchasing”. 

The folder contains information 
as to what should be specified on 
purchase orders when buying heat 
treat services. Insufficient or im- 
proper information on heat treat 
purchase orders has been responsi- 
ble for waste, lost time and ruined 
work in the past. The folder is de- 
signed to provide even those with- 
out comprehensive metallurgical 
knowledge, the information required 
to intelligently specify heat treating. 














COOL RUNNING —for continuous service, 
in high temperatures. 


@ ENCLOSED BALL BEARINGS —offord pro- 
tection against harmful dust and grit — 
reduces friction 75% — cuts power costs. 












@ OVERLOAD CAPACITY—can handle any 
power load emergency —without damage 
to the motor. 


The newest and most successful development in air 
cooled motors. Totally enclosed, constant speed, 
continuous duty, squirrel cage induction, high torque, 
low starting current. 





VALLEY 


ELECTRIC CORPORATION 


4221 Forest Park Bivd. - St. Louis 8, Mo 


SEMI-ENCLOSED—DRIP 
AND SPLASH PROOF! 


Built for economical, continuous 
service in high temperatures. 
Sizes — 2 to 75 h. p. for wide 


adaptability. Write For Descriptive Literature. 
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The modern, precision- built Skinner chuck 
line includes types for light, medium and 
heavy duty, in a wide range of sizes. These 
rugged, positive-gripping chucks are avail- 
able in 3-jaw universal scroll, 4-jaw inde- 
pendent, and power models, plus a com- 
plete line of air cylinders and other 
power chucking equipment. 


Skinner precision machine vises are un- 
equalled for fast, positive gripping action. 
They are available in several models, with 
either plain or swivel base, to handleall types 
of thilling, drilling, tapping, shaping, etc. 
Your Skinner dealer will be pleased to give 
details on the complete line of Skinner Chucks 
and Vises—ask him for free general catalog! 








Hand and Power Operated 
Machine Chucks 
Air Chuck Equipment 
Face Plate Jaws 
THE CREST 


Machine Vises " 
OF QUALITY oa 


THE SKINNER CHUCK COMPANY 
214 Edgewood Ave., New Britain, Conn., U.S.A. 








Don't spark 3 ew Aneso Sebety Tools 


Why take chances with ordinary tools 
in hazardous locations — chances that 
can leave your property a smouldering 
ruin in a few minutes? Why risk the 
ever-present danger of fire when the 
right Ampco Safety Tool can prevent 
expensive peepee damage — save lives? 

Ampco Safety Tools are approved and 
recommended by Factory Mutual Labo- 
ratories and other ar nay safety authori- 
ties for use in hazardous locations. These 
tools provide low-cost pos wher- 
ever there is danger of fire or explosion. 

Choose your safety tools from the 
more than 400 types and sizes that make 
up the Ampco line. There’s one for 
practically every job in your plant. Order 
Ampco today! Get the benefit of lower 
insurance rates and improved worker 


morale. 
imaghalans P ; AMPCO METAL, INC. 
11. M. Internotiona! Nickel Co , ® pert. P-2 
MILWAUKEE 46, WISCONSIN “= 


WEST OF THE ROCKIES, iT S AMPCO SURBANK PLANT, BURBANK, CALIFORNIA © IN CANADA — SAFETY SUPPLY CO., TORONTO, ONTARIO | M A N U F A C | U ~ E 0 i Y | A p 3 | . ... 


Fepruary, 1954 










This 
1S it, 
brother! — 





— the gummed Kraft sealing 
tape that costs a little more 
because it’s worth a lot more. 
And where results are a 
consideration (and where aren’t 
they?) tests prove that TRU-TEST 
is more economical in the long run. 
Next time, ask your distributor 

for TRU-TEST — the tape sold 

as a sealing service — not 

just another roll of tape. 








GREEN BAY, WISCONSIN 
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SELL-OUT age .... then we thought of the many RELAX! 
less fortunate than ourselves who would : 
re , > write- thi . : > : Please send to my attention tear 
As i result of the write-up which ap be forgotten not only during the holiday as an . 


peared in the September 1953 issue (page 
113), we received 31 requests for our 
Purchasing Department Manual. In fact, 
t has completely exhausted our stock. 
We were happy to issue the number of 
copies we had on hand, and were a little 
bit selective in sending Manuals to those 
igencies which we felt would be best 
served. Thanks for the recognition you 
xtended to the San Diego City Schools. 
E. S. Thompson, Pur. Agt. 
San Diego City Schools 
San Diego, Cal. 


MORE BLESSED TO GIVE? 


We were very much interested in the 
report on “Christmas Gifts for Buyers” 
in the November issue of PURCHASING. 

There has been a lot of publicity given 
to this subject—and always from the 
buyer’s angle. In a great many firms, 
management has issued instructions to 
their vendors that no one in their or- 
ganization is to accept Christmas gifts. 

It seems to me this matter is ap- 
proached from the wrong angle, and 
could. easily be corrected if management 
would instruct their sales departments to 
refrain from such practice. It would be 
interesting to see what a survey made 
through the various sales organizations 

this subject would reveal. 
H. L. Kenagy, Pur. Agt. 
Sheffield Steel Corp. 
Kansas City, Mo. 





3 See question 7 of the November 
survey: Does your company’s sales 
force distribute Christmas gifts to its 
customers? Yes, 62%; No, 38%. 
Mr. Kenagy has a valid point —Ed. 


HAPPY SOLUTION 


Enclosed is a Yuletide Greeting which 
‘we received from the Hajoca Corpora- 
tion, Asheville, N. C. Would it be pos- 
sible for you to print this message in 
your magazine? This is a laudable ex- 
ample, and we hope that in future years 
it will be followed by many other sup- 
pliers. 

W. B. Buol, Chief, Procurement Sec. 

Ocerlikon Tool & Arms Corp. 

Asheville, N. C. 


Enclosure) 


Yuletide Greetings 


\s the Christmas Season drew near, 
we at Hajoca began to think of what 
could give our valued customers as 
a token of appreciation for their patron- 


season, but the endless days ahead. 

The story of Christmas is an old and 
glorious one, familiar to all of us. It is 
with this thought in mind’ that we have 
included your name in a gift to the 
Asheville Orthopedic Home. 

This year you were to have received 
a gift from one of our sales organiza- 
tions. However, we deemed it a privilege 
to pool our resources and, in keeping 
with the Christmas spirit, give this gift 
from you and others who were to have 
received a token from us. 

We feel assured this will meet with 
your approval and we hope in some way 
it brings a little happiness to someone 
less fortunate than we. 

Be assured our appreciation of your 
business is sincere, and our value of 
your friendship is priceless. We look 
forward to a continued pleasant associa- 
tion during 1954. 

We wish you a Merry 
a Happy New Year. 

Hajoca Corporation 
(John M. Chiles) 


Christmas and 


FINISHED GOODS INVENTORIES 


Have I missed something; or has there 
never been an article in your good maga- 
zine on the subject of maximum 
minimum programs of production 
purchasing? 

It would seem to us 
program of a 
and minimum 
seasonal 


and 
and 


that a definite 
predetermined maximum 
finished stock, based on 
experience through the years, 
would provide better service and a more 
positive control on inventory. Yet the 
ramifications and variables which present 
themselves when a broad line of units 
must be maintained makes it very 
fusing. 


con- 


F. C. Touton, Vice Pres. 
James Manufacturing Co. 
Fort Atkinson, Wis. 


@ There have been many articles 
in PURCHASING regarding maxi- 
mum and minimum quantities ap- 
plied to purchasing and control of 
purchased material inventories. We 
have not published any articles on 
control of finished goods inventories, 
since this is generally outside the 
scope of purchasing department 
responsibility, coming rather within 
the field of production control, sales 
and distribution policy. References 
sent.—Ed. 


sheets of Dr. Donald A. Laird’s article 

“Take Time to Relax”, from your Sep- 

tember 1953 issue (page 114). We are 

much interested in this subject as you 

will see from the tear sheet attached. 
A. T. Dalton, Sales Mer. 
Chicago Wheel & Mfg. Co. 
Chicago, Ill. 


@ [Enclosure was a page from the 
Oak Park (Ill) Oak Leaves, of 
November 12th, announcing the re- 
lease of a new 78 rpm record by 
Relaxation Records, 520 N. Michi- 


gan Ave., Chicago. It is entitled 
“Easy Lessons in Relaxation’’—by 
Arthur T. Dalton. There’s a real 
human interest story behind this 
record, and it promises to do a 
valuable service for high tension 


people. More than a year ago, Mr. 
Dalton suffered a heart attack; his 
doctor ordered him to relax if he 
wanted to live and continue his 
normal pursuits. On his hospital bed 
and during months of convalescence, 
he pondered the problem, studied 
all the available information, and 
came up with a formula and _ tech- 
nique for relaxation that eventually 
put him back in harness as a busy 
sales executive, doing as much as 
he ever did before, maybe more. At 
the insistent suggestion of friends 
who noted his improvement, and to 
share his technique with others, he 
has put his method in the form of a 
commercial recording. “It is not a 
cure for what ails you,” he says, 
“but doctors have prescribed it for 
patients who don’t know how to 
relax.” In place of the familiar 
“Shake well before using,” the 
prescription is: “Play both sides of 
the record several times each day.’ 

Listening time—8 minutes.—Ed. 


CLINICAL REPORT 


Would it be possible for’us to secure 
60 copies of your December “Pulse of 
Business” insert? We have in mind pro- 
viding this information to some of our 
key personnel. 

W. K. Creal 
Joseph T. Ryerson & Son, Inc. 
Chicago, III. 
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(i rst-ru nis 
get earlier showing 
via TWIA 


MOVIE PRODUCERS ARE BIG USERS OF 
TWA COAST TO COAST ALL-CARGO "SKY 
MERCHANT’ SERVICE. TWO ROUND-TRIP 
FLIGHTS DAILY* SPEED NEW FEATURE 
RELEASES TO THEATERS ALL ALONG 
BUSIEST COMMERCIAL metal 
IN U.S. TIME SAVED 
MEANS QUICKER 
PROFITS. PHONE TWA 
FOR LOW RATES, 
SCHEDULES, QUICK 
PICKUP. 
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* ExcEepr 


AIR CARGO VOLUME ‘aaa 
REACHES NEW HIGH Iilowpan [Prospect ? 


MAYBE YOU AREN'T SELLING 
SEATS FOR AN ELEPHANTS BACK... 








ESTIMATES SHOW 300 
MILLION TON-MILES 
OF AIR CARGO WILL 
BE RECORD CARRIED 
IN '53. THIS IS 21 
TIMES MORE THAN 





IN 1946. 











BUT HUNDREDS OF U.S. MFGRS. 
DO SHIP ALMOST EVERYTHING __ } 
DIRECT TO INDIA VIA TWA... — (a aes 


. 


MACHINERY, SPARE PARTS, 
PHARMACEUTICALS. TWA 
TRANSATLANTIC ALL- | 
CARGO SERVICE SIMPLIFIES \_ 
SELLING DISTANT MARKETS. \ 
ONLY TWA SERVES ALL \' 
MAJOR MARKETS IN US. \\\\ s\\ 
AND 2! WORLD TRADING 
CENTERS OVERSEAS. 
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New “XDC” Cover Extends 
Conveyor Belt Life 


Raybestos-Manhattan, Inc., Man- 
hattan Rubber Division, Passaic, N. 
J., has developed a new conveyor 
belt cover which is said to promise 
resistance to abrasion and tearing 
never before attained. This is ex- 
pected to give longer conveyor belt 
life, especially under heavily abra- 
sive conditions, such as with ore, 
rock and coal. Known as the “XDC” 
Conveyor Belt Cover, it is being ap- 
plied to a wide range of Raybestos- 
Manhattan belts. 

The new belt cover is an out- 
growth of findings by Raybestos-~- 
Manhattan engineers that conveyor 
belt cover tensile strength long has 
been overemphasized as the prime 
factor in belt specification. Actually, 
say R/M engineers, most final con- 
veyor belt failures are due to cover 
wear through abrasion, cuts and 
tears, rather than to cover tensional 
stress. Abraded or torn sections of 
the cover result in the exposure of 
the internal strength members (the 
fabric or cord plies). Once exposed, 
deterioration of the entire belt 
rapidly ensues. 

“XDC” Conveyor Belt Cover pro- 


vides, the company says, the truest 
balance-of-wear between strength 
members and cover yet devised, be- 
sides giving superior flex life and 
added resiliency. 

7 vf ¢ 


Productive Equipment Called 
Comparatively Good “Buy” Now 


Productive equipment is currently 
a good “buy” in terms of price 
comparison of equipment with wage 
rates and plant building costs, ac- 
cording to a study by the Machinery 
and Allied Products Institute. 

The study states: “The ratio be- 
tween equipment prices and wage 
rates is 23 per cent lower than in 
1940 while plant building costs are 
currently as high relative to wage 
rates as in prewar years.” 

Because of steadily increased pro- 
ductivity in the industries produc- 
ing machinery and equipment, 
prices have moved down steadily 
relative to wage rates during the 
last century. The Institute charts 
this downward movement since 
1900, reporting “Not only has there 
been a reduction in the equipment 
price-wage rate relationship since 
1940, but the curfent ratio between 
the two is somewhat lower than a 


projection of the long-term trend 
would indicate.” 

According to the Institute study,.~ 
“The plant ratio in 1953 was as 
high as in 1940 and some 24 per 
cent above trend. Thus, while 
equipment prices have been reduced 
significantly relative to wage rates 
in the past decade, plant costs have 
remained about as expensive as 
labor costs.” 

The decline of equipment prices 
relative to labor and plant is held 
to be significant both as an ex- 
planation of postwar industry trend 
toward increased mechanization and 
as an indication this trend will 
continue in the future. 


ee ie 


Kaiser Aluminum Broadens Mill 
Products Availabilities 


Kaiser Aluminum & Chemical 
Sales, Inc., Oakland, Calif., has 
broadened the commercial availa- 
bilities in its various aluminum mill 
products. The extensions include 
both substantial increase in size 
ranges, particularly in sheet and 
plate, and new product classes. 
Other categories include extrusions, 
rod, bar and wire, billets and weld- 
ed tubing. 








BUYER'S & SELLER'S MART 


Contract Work 


Equipment For Sale * 





Employment and Business Opportunities 





Undisplayed (set solid) 
Positions Wanted 


Displayed 


———— 


REQUIREMENTS 


Undisplayed (want-ad style), minimum charge 4 lines, prepaid. 
Figure forty-four letter spaces (five average words) to a line. 
Add one line for box number address; replies forwarded with- 


out charge. 


Discount of 10% for twelve consecutive displayed 
Forms close 15th of month preceding date of publication. 





Send orders to: CLASSIFIED DEPARTMENT 





insertions. 





___ PURCHASING  ¢_ 





205 East 42nd Street, New York 17, New York 





Position Wanted 


Purchasing Agent or assistant—extensive chemi- 
cal, oil, and industrial procurement experience. 
Able to organize and direct all phases pur- 
chasing procedures. College. Resume, references 
available. Contact Box 1405, Purchasing, 205 
East 42nd St. New York 17, N. Y. 


FOR SALE 


Addressograph Machines and 
Equipment 
1 Model 3405 with many extras and lister 
1 Model 1955 with lister 
30 DB-70 Cabinets and drawers, olive green 
Many smaller items, including Locktab B Frames 


S.V.D. Catholic Universities 


316 N. Michigan Ave., Chicago 1, Ill. 


Please mention PURCHASING Magazine when writing to advertisers. 








FAMOUS MP ALUMINUM 
--—- 
CLIP 
BOARDS 


SHEET 
HOLDERS 


Sizes: legal, letter, note and pod 
Write for PA discount sheet 


METAL PRODUCTS ENGINEERING, INC. 
4000 Long Beach Avenue, Los Angeles 58, California 














ABRASIVES WANTED 


Rolls, Sheets, Bands, Belts, Mounted 
Wheels, Grinding Wheels, Rotary Files, 
Snap Gages, etc. 


For Best Prices and Quick Deals 


Write, K and K Sales 


525 W. 76th St. Chicago 20, Ill. 
Phone RAdcliffe 3-1818 











Always in market to buy surplus NUTS, BOLTS, 
SCREWS, BEARINGS, FIT. INGS, TOOLS, ETC. 


Cy Freedman 12653 Santa Rosa 


Webster 3-4885 Detroit 38, Mich. 


1—Model 3700 Addressograph, Serial 409418— 
uses roll post car stock 10-9/16” wide—cuts 
stock to size—prints front and back and ad- 
dresses utility bills—uses Style M Addressograph 
plates—out of service approximately 6 months. 
32—Y & E Card File Cabinets—14 trays each 
abinet—ho'ds approximately 200 cards 4” x 6” 
per tray. 


offered “‘as is where is”. 
Contact: Purchasing Agent 


City of Corpus Christi, Texas 
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